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R... Mary Schwarz, execu- 
tive assistant to Quentin T. Kelly, 
CEO of WorldWater & Power 
Corp., wrote regarding the cover 
story on efforts to help Katrina 
refugees (“Helping Hands: An- 
swering the Call,” December 22). 
She called our attention to World- 
Water’s efforts: 


“One of our employees, Mickey 
Ingles, has family in Pascagoula, 
Mississippi. When he announced 
plans to go there to help out just a 
few days after Katrina hit, his fel- 
low employees collected more than 
$900 in about five hours to help de- 
fray his travel expenses and to do- 
nate to his family and others who 
were hard hit by the hurricane.” 

In October, WorldWater & Pow- 
er Corp. and NAI Global donated a 
solar powered mobile water pump- 
ing and purification 
unit to the residents 
of Waveland, Mis- 
sissippi. The com- 
pany issued a press 
release in October, 
when the unit left 
for Waveland. In early December, 
after Gregg Barchi, WorldWater’s 
“man in Waveland,” had been there 
for six weeks, MSNBC picked up 
the story, and a small piece ap- 
peared in Fortune Small Busi- 
ness.” (Both are featured at the 
company’s website, www.world- 
water.com). Worldwater was also 
included in the December issue of 
Commerce Magazine’s “Compa- 
nies That Care” feature. 

“We would very much like to be 
included among your stories about 
businesses who have helped,” 
writes Schwarz. “Gregg has some 
powerful and disturbing photos of 
the devastation wrought by the 
hurricane, and both he and Mickey 
have stories of their experiences 
that might be of interest to your 
readers.” 


Between 


The 
Lines 


Ber G. Dickason, volun- 
teer coordinator for the ‘“Valen- 
tines of Food” drive to benefit the 
Crisis Ministry of Trenton and 
Princeton, called our attention to a 
decrease in donations to food 
banks, reportedly a drop of about 
50 percent. 

This year’s “Valentines of Food 
Drive” is set for February 7 to 14. 
Last year the drive was revitalized, 
Dickason says, with the support of 
the PTOs of the Princeton Region- 
al Schools, and about 11 tons of 
food was collected or paid for. This 
year’s goal is 20 tons of food. 

A valentine at any card store 
costs about $3.99, Dickason points 
out, and $3.99 worth of food will 
feed a Crisis Ministry 
client family for a day 
and a half. Even if peo- 
ple are close to donor 
fatigue, he says, it is 
hard not to be able to 
provide a $3.99 
“Valentine Bag” worth of food. — 

Dickason says that McCaffrey’s 
markets encouraged its patrons to 
“buy” Valentine bags of food by 
adding $3.99 (or multiples thereof) 
to their shopping bills. “The credits 
were accumulated and we got pal- 
lets and pallets of food delivered 
directly to the Crisis Ministry.” 

Other collections were by stu- 
dents and parents bringing food to 
the schools, to the two sponsoring 
churches (Nassau Presbyterian and 
Trinity Episcopal), and by contri- 
butions at the schools, churches, or 
at the Rotary Club of Princeton. 
Last year eight schools formally 
participated; this year Dickason 
hopes the number will be 16 to 20. 

For information call the Crisis 
Ministry at 609-921-2135. 
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Systems Upgraded 
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Network Installations 
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Support & Service 
IT Management 
Wiring/Cabling 

Security/Firewalls 


MCSE/NT Certified 


GOULD CHANGE 


YOUR LIFE 


Are you ready to buy your first home? But aren't sure 
where to start? Well, if you dream it, we can help you o Virtual Private Network 


achieve it. . 
: Network Contracts 


Remote Access Support 


Administrative Training 


a 
A 1%" mortgage rate from Platinum Mortgage can help you get started on the Audio/Video Teleconferencing 
right foot. We've worked with all types of first-time buyers, and can help you o 
find the right solution to fit your need. Call now to find out more. ¢ VOIP Telephone , 
*APR=4 80% Ng 


Call or Visit Us ee 
‘Today! Sipe «eileen = 
3 609-520- 0770 
(800) 710-0730 PLATINUM | Call 1-800-682-5168 for 


www.PlatinumMtgGroup.com MORTGAGE 


; ‘ . 
pth etaa dl Radon: antincs Shae free site surveys and estimates! 


pcsisales@pcsi-usa.com ® http://www.pcsi-usa.com aon, 


Serving New Jersey and East Pennsylvania S 2 


3490 US RT 1 North, Building 15-A Princeton, New Jersey 08540 


New Jersey Licensed Banker Division of Freedom Mortgage fe? 
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A New Option For Persons With 
ALZHEIMER’S DISEASE 


Researchers at Princeton Medical Institute are currently enrolling 
patients in a clinical research study to evaluate an investigational 
drug for mild to moderate Alzheimer’s disease. 


~ 


Are you caring for a person who is: 


-55 years or older and diagnosed with mild to moderate Alzheimer’s disease? 
-Living at home or in a senior living community (not in a nursing home)? 
-Supported by a caregiver who can bring them routinely to the clinical study visits? 


PARTICIPATION WILL INCLUDE AT NO COST TO THE PATIENT OR CAREGIVER 


- SUPERVISED MEDICAL CARE BY HEALTHCARE PROFESSIONALS 
- ALL STUDY RELATED EXAMS, STUDY MEDICATION, 

STUDY RELATED CARE FROM BOARD- CERTIFIED PHYSICIANS 
- COMPENSATION PAID FOR TIME AND TRAVEL 


To determine if your loved one 
is eligible for the study call 


seeps 609-921-6050 


www.gminstitutes.com 
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Crystal Ball a 
Little Cloudy? 


Too many changes. 
Too little information. 


Too few easy answers. 


Call Market Entry for help with 
strategic and marketing decisions 
for your organization. 


Market Entry, Inc. 609-799-8898 
WBE/SBE certified info@MarketEntryInc.com 
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Voice and Data Cabling 


¢ Computer Networks 
¢ Telephone Systems 


¢ Fiber Optic Trunks 
¢ Wireless Access Points 


LANSOLUTIONS* 
When We Wire An Office, It Works! 


609-921-8650 


www.reliablelans.com 


PERSONAL INJURY FREE Consultation 


Effective 
And 
Personal 
Representation 


8 Lawyers with 133 years of combined experience 
NO FEE until your case is concluded. 


What Our Clients Say About Us: 


“I was involved in a motor vehicle accident. I was all alone, facing loss of income 
and mounting medical bills. Gerald Siegel was the guiding light at the end of a long, 
; dark tunnel.” —Jeanette Kopecky, Hamilton Township 


“I have been very satisfied with the services I have received from Siegel & Siegel 
over the last 15 years. I feel very comfortable calling whenever I have questions. 
Whatever the situation, you are always there for me and my family.” 
—Carrie Nottingham, Trenton. 


“After dozens of interviews with trial attorneys, it became clear that Siegel & Siegel 
was the best firm for the job. They displayed a sincere commitment to right a wrong 
and vowed not to let up until we got the settlement we deserved.” 

—Leslie and Michael Weinreich, West Windsor. 


“I was involved in an auto accident. Gerald Siegel was always on target with everything 
he told me. He was never less than truthful and he ALWAYS had my best interest in mind. 


I was very satisfied with my settlement. In this case...it WAS a matter of trust.” 
—Mike Vignapiano, Spotswood, New Jersey. 


Motor Vehicle Accidents * Accidents Caused by Uninsured Motorists * Trip & Fall 
Construction Accidents » Product Liability * Medical Malpractice * Workers Compensation 


wm SLEGEL & SIEGEL,PC. 609-799-6066 


666 Plainsboro Road « Bidg. 100 Suite F + Plainsboro, NJ 08536 


Rely On 

Our Success 
To Evaluate 
Your Case 


EDiTor: 
KATHLEEN McGINN SPRING 


kspring@princetoninfo.com 


Tuesday, January 10 
The New You 


G. a job at age 22, stay in 
that same position for 35 years, and 
just to keep it, you will have to to- 
tally retrain an estimated six times. 
That’s merely to tread water in the 
same job. To advance or switch 
fields involves an even more ex- 
tensive re-sculpting of your profes- 
sional skills. But with what tools? 

To give career changers what 
they need from first brainstorm to 
final interview, Mercer County 
Community College offers “Rein- 
venting Yourself for Today’s Job 
Market,” a three session course be- 
ginning on Tuesday, January 10, at 
7 p.m. Cost: $51. Call 609-586- 
9446. Tom Caines, founder of 
ClearVision Coaching (www.- 
clearvisioncoaching.net) in Still- 
water, guides students through the 
mental and physical homework 
necessary to achieve the best possi- 
ble transition. 

Born and raised in Newark, 
Caines reveled in the cultural ad- 
vantages of both his hometown and 
the easily accessible city across the 


river. In 1975 he graduated from 
Jersey City State College with a 
major in media arts. He began his 
working career at New England 
College as a computer and audiovi- 
sual technician and quickly be- 
came a lecturer at that school. He 
later lectured at Montclair State 
College and directed instructional 
films. He then began producing 
training films for the New York 
Housing Authority before moving 
on to PSE&G as an information 
technology analyst, rising quickly 
to manager of the company’s 1T 
group. 

Three years ago Claire Caines, 
Tom’s psychotherapist wife, got 
interested in career enhancement 
and together they launched 


SAI 
It seems like salary 
and position are in- 
creasingly taking a 
back seat to the de- 
mand for job novelty. 


ClearVision Coaching. Today 
Claire runs the Caines Center for 
Psychotherapy, also in Stillwater, 
while Tom heads up ClearVision, 
with a coaching style they hope is a 
little more thought provoking than 
most. 


Reinvention begins with twe 
questions. Caines asks first, what 
is it about your current job that 
makes it enjoyable? This answer 
brings out both the personal likes 
and individual abilities. Secondly, 
he asks, “If you change jobs, what 
would the outcome be?” The an- 
swers from this question leads to an 
examination of goals and a formu- 
lation of paths toward change. 


Quick change decade. In his 
interviews, Caines is seeing that 
salary and position are increasing- 
ly taking a back seat to the demand 
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¢ Sales/Services 

* Virus Protection/Removal 
* Data Recovery 

* Repairs/Upgrades 


solutions 
A Computer 


neeas 


for job novelty. Caines has spoken 
with a large number of number of 
people in their mid to late 20s who 
have launched themselves success- 
fully into their first careers and 
then stopped. 

“It’s as if there is a short-term 
wave that lasts only three to five 
years,” says Caines. After that short 
period, despite success in their 
field, employees grow restless. 
They demand more responsibility 
and newer challenges — and many 
start to cast around for new jobs. 


Skilled beyond belief. “Moti- 
vate, plan, lead, compute, delegate, 
coach, train, finance, speak.” 
These are a few of the long list of 
skills that Caines sets before his 
coached clients. He merely asks 
them to circle any in the list that 
pertain to them and to write down 
any others unlisted. “This test not 
only provides the person with a 
skill set, but it gets them out of the 
square peg, square hole mentality,” 
says Caines. 

The accountant may discover 
that his current job has actually de- 
veloped his abilities to delegate 
and his managerial skills. The hu- 
man resource worker may have 
more financial acumen than she re- 
alized. If he is to change, the engi- 
neer must stop envisioning himself 
as a professional category, and in- 
stead view himself as an individual 
with a series of capabilities. 


Value added. “Honest, fun, 
growth, spirituality, harmony, 
health, accuracy, adventure.” 


Caines invites clients to select 
from this list of qualities those that 
speak to them. They are things that 
the individual deems important. 
He may not be an overly accurate 
worker, but he may value accuracy. 
From the circled items on this list, 
Caines has clients order the top 
five. 


Continued on page 6 


¢ SERVICE CONTRACTS 


¢ IN-HOUSE / ON-SITE SERVICE 


¢ 24-HOUR RESPONSE 


¢ Service Contracts 

* Web Design/Hosting 
* Networking 

* Training 


RETAIL, BUSINESS & SCHOOLS/UNIVERSITIES’ CUSTOMERS WELCOME 


Authorized Dealer for: 


iB 


PH: 609-683-0060 


FAX: 609-683-0071 


www.omsystemsolutions.com 
415 Wall Street, Off 206 « Across from Princeton Airport 
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ds Henderson Sothebys 


INTERNATIONAL REALTY 


PRINCETON TWP... 
Lovely home, quiet 
location, close to town. 
5 bdrms, study, library, 
|] FR, exercise rm, plus 
an indoor heated pool. 
$1,495,000 


PRINCETON Boro... 

3rd floor condo in historic 
home recently renovated 
into 9 units w/new: 
kitchens, cherry floors, 
baths. Parking & storage 
space. $499,000 


4% 


 Utiiidiatititt 


MONTGOMERY TWP... 
Woods Edge home 

on great lot w/4 bdrms, 
2 % baths. New: hot 
water heater, A/C, 
carpeting. Blue Ribbon 
schools! $599,000 


WEST WINDSOR Twp... 
Princeton View colonial 
w/4bdrms, 2 2 baths, 
hdwd floors in LR 

& DR, FR w/FP, MBR 
suite, fin base, deck. 
$684,000 


PRINCETON TWP... 
Pristine TH in prestigious 
Governors Lane. 4 Bdrms, 
FP, hdwd floors, fin. 
lower level, built-ins, 
2-car garage. $838,000 


MONTGOMERY TWP... 
P| Montgomery Woods TH 
== w/new carpeting, wood 
floors in kitchen & DR, LR 
W/FP. 2 bdrms, 2 % baths, 
l-car garage. $339,000 


PRINCETON TWP... 

A true Princeton classic 
in the Institute area. 

New architect kitchen, 

| 2 staircases, finished 3" d 
=| floor, 4 FPs, 5 bdrms, 4 
| full baths. 


MONTGOMERY TWP... 
Princeton Address & 
only 5 minutes to Nassau 
Street from this 8.47 acre 
hilltop estate w/brick 
manor house & lovely 
views. 2,295,000 


PRINCETON Boro... 
Traditional, charming 4 
bdrm, 3% bath colonial, 
hdwd floors, FR w/wet 
bar, 15! floor guest 
room, Adams mantle in 
LR, pool. $1,275,000 


PRINCETON TWP... 
Handsome contempo- 
rary w/5 bdrms, 3 
baths, FR, study, sitting 
room, 2 FPs, deck 
overlooks pond 
w/waterfall. $1,229,000 


Henderson Sotheby’s International Realty 


34 Chambers Street, Princeton, NJ 08542 as Henderson Sothe by S 


t 609.924.1000 


: 10 INTERNATIONAL REALTY 
f 609.924.7743 | 


www.hendersonsir.com 
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YOUR MOST EFFECTIVE COMMUNICATIONS MATERIALS 
ARE JUST A STONE'S THROW AWAY 


609-395-0650 =. Wwe. sionesthrowawady.com 


ls your consultant pushing the envelope or 
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Survival Guide 


Continued from page 4 


With this skills set and basic 
core values in mind, the client is 
ready for action. They will follow 
through on the jobseeker’s cover 
letter, resume, first and following 
interviews — showing the extra 
qualities and skills at his com- 
mand. If asked about his last proj- 
ect in his last job, the average can- 
didate will respond with his prize 
story of how he brought the project 
in under budget and ahead of 
schedule. 

“That is very nice,” says Caines, 
“but if that candidate carries his 
skills and values within himself, he 
will able to offer more.” 

He might add the sentence, “I 
enjoyed most working with team 
members and taking on new chal- 
lenges for growth.” This, Caines 
points out, brings out the human 
side of the answer. It shows inter- 
personal skills and the ability to 
keep the co-workers happy. Even if 
the interviewer himself doesn’t 
give a fig for morale, he will be 
glad to have a staff member on 
board who can bring it about. 


That fantasy job. Fantasies are 
good. Fantasies are necessary, but 
let’s keep the balloon tethered, 
warns Caines. Many a career coun- 
selor asks restless seekers, “If there 


were no limits on training, money, 
or other obstacles, what would you 
most love to be doing.” Upon hear- 
ing this old human resource chest- 
nut, the eyes grow wide and 
dreams gush forth ranging from 
Brad Pitt’s personal agent to a 
spinal surgeon. 

These brainstorms provide a 
good starting point, but Caines 
would immediately follow up with 
another question. What are the as- 
pects of that fantasy career that you 
particularly enjoy? That dream job 
seldom conveniently suits itself to 
one’s real situation. The concept of 
parlaying your sociology B.A. at 
age 48 into a medical degree and 
surgical residency might you have 
you collecting Social Security be- 
fore you get a scalpel in your 
hands. And Brad Pitt? Don’t waste 
your wishes. But if that dream of 
spinal surgeon is actively based on 
a love of delicate precision work or 
the desire to actively be involved in 
life saving experiences, the dream- 
er can take aim at a realistic, very 
enjoyable life. 


As a final warning, Caines sug- 
gests a look-before-you-leap ap- 
proach. Potential career morphers 
should think less of the new posi- 
tion than on how they will be 
spending their days in this new en- 
vironment. A novelist is, in effect, a 
person who writes a term paper 
every day. If it wasn’t fun in col- 


just sending your bill in one? 


lege, it probably won’t be fun now. 
So what is the right career shift? As 
Claire Caines might suggest, probe 
your psyche and find the fun. 

— Bart Jackson 


bgt Princeton Chamber pres- 
ents its first annual Mercer County 
Economic Opportunity Summit on 
Thursday, January 12, from 3 to 8 
p.m. at Princeton University’s en- 
gineering quad. Cost: $50. Park in 
Lot 21, at the corner of Faculty and 
Fitzrandolph roads, and shuttles 
will run to the Friend Center at 
William and Olden avenues. Call 
609-924-1776 or register online 
(www.princetonchamber.org). 

James Hughes, dean of the Rut- 
gers’ Bloustein School of Planning 
and Public Policy, keynotes the 
event at 3:45 p.m. Concurrent 
breakout sessions at 4:30 p.m. fea- 
ture J. Robert Hillier, Richard F. 
X. Johnson, Anthony Tennariel- 
lo, Congressman Rush Holt, and 
Kimberly Stever. 

Hillier, board chairman of the 
architecture firm that bears his 
name, will discuss how residential 
communities placed near commer- 
cial and retail development can 
spur economic growth. 

Johnson, senior vice president 
of Matrix Development, will re- 
veal investment opportunities in 
urban centers. 

Tennariello is in the world trade 
management services practice at 
PricewaterhouseCoopers. He will 
discuss warehousing, distribution, 
logistics, and foreign trade zones. 

Congressman Holt will tell how 
the concept of Einstein’s Alley can 
jumpstart growth in technology 
and bioscience companies. 

Stever, who directs the Capital 
Region Convention and Visitors 
Bureau, will moderate a session on 
how arts and cultural organizations 
can strengthen the economy in the 
panel. 

At a cocktail networking recep- 
tion, from 6 to 8 p.m., municipali- 
ties and county departments will 
present displays. This promises to 
be the biggest economic develop- 
ment event for 2006. Early regis- 
trants get first choice of breakout 
sessions. 

Another opportunity to assess 
the health of Mercer County will 
come a week later, on Thursday, 
January 19, when Brian Hughes, 
county executive, speaks for the 
Mercer Chamber at Angeloni’s 
Cedar Gardens, 661 Route 33, 
Mercerville. Hughes will intro- 
duce the keynote speaker at the 
Princeton Chamber’s economic 
summit, but he will be the featured 
speaker on January 19 for his 


_ Our consultants don't mail in solutions. They dig a little “State of the County” address. 


deeper. Probe a little harder. Ask the tough questions Cost: $50. Call 609-393-4143. 
that need to be asked. Maybe that's why more than The biotech segment assesses its 


; own health at the annual meeting of 

90% of our new business comes from referrals from the Biotechnology Council of New 
“of: Jersey on Tuesday, January 17, at 5 
satisfied customers. pm. Originally .echeiaiial ie 
Princeton University’s Friend Cen- 
ter, it has been moved to the Cook 
Campus at Rutgers University. 
Mark Schoenebaum MD of Bear 
Stearns is the keynote, and pan- 
elists include Donald Drakeman of 


NAl Fennelly 


Commercial Real Estate Services, Workiwide. 


To put our passion to work for you, call President & CEO 
Michael Hier! at 609.683.5225. 


Is... 
User/ 
Investor 


Pacesetter INanagement Consulting 


A member of The Pacesetter Group 
www. fennelly.com 


609/520-0061 
Commercial Real Estate 
Services Worldwide 


P.0. Box 848 Princeton, New Jersey 08542 www.pacesetterconsulting.com 
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Medarex, Geert Cauwenbergh of 
Barrier Therapeutics, and Stuart : i ' al 
Pale of PLC thea wt | Postage Stamps Cost More Gas. Bloating. Abdominal Pain. 
Cost: $135. Call 609-890-3185. i 
em Get focused care & real relief for 
= isin, Sunday, January &., the price of first class mai - . . 
arting on Sunday, January 8, the price of first class mail goes r ems. 
Volunteers Needed up from 37 cents to 39 cents. Call 800-STAMP24 or visit your digestive Pp obl 
Www.usps.com to order new stamps, and USPS says they will be de- 
livered within three business days. If you have bloating, diarrhea, gas or 
* Soil are needed to help The minimum price of a priority mailing has increased from $3.90 pain, you know it’s uncomfortable. 
the working poor with tax prepara- to $4.05. All annual mailing fees and annual fees for bulk parcel and It can also limit your activities. Or it 
tion. The Mercer Alliance to End merchandise return service will be $160. They were previously could be a sign of something serious. 
Homelessness will hold training $150. The annual permit fee for business reply mail will be $160. But relief is possible...at greater ease 
sessions for those who will help Postcards now cost 24 cents, a one cent raise. A two-ounce letter than you might expect. 
staff sites throughout Mercer will be 63 cents (one first-class stamp plus a 24-cent stamp, and a Join the many people who trust 
. County. three-ounce letter will cost 87 cents (one first-class stamp plus two Dr. eal: s gach: - her unique 
24-cent stamps). approac to resolving igestive 
These volunteers can help work- Prior; ps) ‘ , : he? trouble with tests that are 
ers who earned less than $37.000 riority mail goes up to $4.05 for two pounds or under, and Ex- He ae 4 Ht 
get their Earned Income Tax Cred- press Mail will be $14.40. To send a letter to Mexico or Canada will pie ise" sy ‘longer rie 
its. For tax vear 2005. th < cost 63 cents, and an international letter will be 84 cents. OE ee ee 
: ot hod a eet Th standard 39 th h . il medication. With advanced training 
mum credit is $2,662 for persons h Tis ita : - ce cent rome. € ones that come in rolls, in functional digestive disorders, 
with one qualifying child, and shows Ady Liberty agaist a flag. The latest 39 cent commemora- she’ll find out what’s wrong and 
$4,400 for persons with two or tive stamps feature native crops: corn, chile peppers, beans, and sun- help you get lasting relief...with 
more qualifying children. Those flowers. To upgrade the 37 cent stamps in your drawer, buy 2-cent your needs in mind. Call today 
who do not have children can get stamps BRO Wing a Navajo silver and turquoise necklace, available in for the exceptional care you deserve. 
up to $399 refunded. panes of 20. 
. “You can volunteer for 3 to 8 Angela Merlo, MD . 
hours per week and make a huge yon - princeton Uni R90 Board-Certified Gastroenterologist 
difference. You could help a family ven stAnatanic Combunic: Monday, January 9 Over 14 years in Practice, Treating Adults and Children 
ot bar) as oe sat ce What Have We Learned?” 5:30 p.m.: NJAWBO, Open house 
change their lives, according to Michael Mahoney, history depart- and networking event at the law y , , 
Mary Ellen Marino, director of — ment, Princeton University. Free. office of Lynn Blessing McDougall Dr. Angela Merlo's Digestive Health 
the Mercer Alliance. Frist Campus Center. for new a and prospec- Z . §& Natrition Center 
The first part of the IRS tax tive members. VP to Jackie Innovative solutions. Personal attention. 
preparation training is available at Thursday, January 1) ae Ur PERE VOORer Lee Saye Compassionate care. 
. vehi Lay P se ee 10 a.m.: Career & Life Planning der at 609-538-1943. 2857 Route 
eer form and register for the sec- Center for Displaced Homemak- 33, Suite 2, Robbinsville, 609- z p P e 
ond part, a hands-on computer _ ers, Orientation session, free for 924-7975. ° 134 Franklin Corner Road, Suite 104 * Lawrenceville, NJ 
training, available on Saturday, any women whois separated, di- 7 » m.: Princeton PC Users S a ee 
January 7. Additional sessions will pe shee e Geabled dtragtien af Group, Meeting. Lawrenceville & 609-896 0800 
heer a oy Truitt at the Educational Services Com- Oe eee ede = 
= _ ae or E-mail: ttru- mission. Call Denise Brown Kah- 
it@mercerailance.org. ney to register. 215 Route 31, 
| Flemington, 908-788-1453. Tuesday, January 10 
i i 11:30 a.m.: Princeton Chamber, 8:30 a.m.: Princeton Borough 
Business Meetings Greg Olsen, space traveler and Merchants, Meeting. Nassau Inn, 
¢ founder of Sensors. $40. Doral 609-921-0434. 
Wednesday, January 4 Forrestal, 609-924-1776. 10 ee NJ Economic Develop- 
: : 5:30 p.m.: Middlesex Chamber, ment Authority, Board meeting. 
8 Fade sem hos hart saps i Happy hour networking. $25. Old 36 West State Street, 609-341- 
ve $50 Doral For ek 1 809 New York Restaurant, Old Bridge, 2065. 
90010 C«é 322-821-1700, extennssion 208. 
. Continued on following page 
bad « 
For Real Estate agents, I help sell the house. ee 
For buyers, I make sure they have exactly f} : glia | DR | NT NG and 
»” 
what they need to buy a home.” - cay Coleman-Meyer 
COMPETITIVE RATES = FAST APPROVALS SUPERIOR SERVICE | 
Full Color - Black & White - Displays & Posters 
High Volume - High Speed - Folding - Binding 
EMIT ee | Cutting - Drilling - Padding - Stationary 
A Dry Mounting - Laminating 
“ Engineering Printing & Copying 
Design service available 
Fast Turnaround - Volume Discounts 
= Call or e-mail for price quotes! 609-921-9525 
ep li info@trianglereprocenter.com 
‘ Carly Coleman-Meyer and son Pri 
J Mortgage Professional inceton North Shopping Center 
1225 State Rd. (Rt. 206) - Princeton, New Jersey 08540 
609-481-5562 Cell 609-683-0079 
800-461-8643 x 3318 eniciee Fax 00 ri 
1 . CK-UP & 
carly.meyer@equityone.com DELIVERY hemp: 
() AVAILABLE! AVAILABLE! 
a Popular, Inc. Company 
? “ 
EQUITY is a Georgia Residential Licensee #5831, 2250 Satellite Boulevard, Saite 110, Duluth, GA 30097, 300 Prime Point, 
SE Tee Teac ek Sos 0 acd hey Wate ho ed Your Creative Center 
Mortgage Banker-New Jersey Department of Banking and Insurance, 11 Cindy Lane, Suite 6, 2nd Floor, Ocean Township, NJ 07712 732- 
695-0460; 300 Li Drive, Marlton, NJ 08053 856-396-2600; MA-Braintree, MA-Mortgage Lender License #MI1361; Mansfield, 
MA- License #ML1051; FL-EQUITY ONE FINANCIAL SERVICES COMPANY; NC-EQUITY ONE MORTGAGE 
i SERVICES D INC, PA-EQUITY ONE, INCORPORATED Licensed by the Department of Banking of Pennsylvania 
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Making The Invisible, Visible 


There's nothing like clean fresh air... or is it really clean. How would 

you know? You can't see it. We all assume the quality of the air we 

breath in our home or business is at least good, if not great. With the 

help of a little device called “Air Advice” we can analyze the quality of 

the air you are breathing. 

* Does anyone suffer from allergies? 

* Do you find yourself all stuffed up in the morning and have no 
idea why? 

There could be a number of invisible microscopic 

particles/gases in your air that are to blame. Things like: 

* Airborne Bacteria 

* Carbon Dioxide 

* Dust Mites 

* Pet Dander 

* Pollen 

* Smoke 

* Volatile Organic Compounds 


We can analyze the quality of your air and MAKE THE INVISIBLE, 
VISIBLE. Once the air is tested, we'll send you a detailed report and 
advise you on the best course of action. Call 609-799-3434 to 
schedule an appointment. 


== 
Princeton Air 


www.princetonair.com 


‘advice’ 


www.airadvice.com 


Continued from preceding page 


10 a.m.: Mercer Chamber, Job 
Fair. Rider University, 609-393- 
4143. 


11:30 a.m.: NJ CAMA, luncheon 
meeting with Joe Jaffe of Jaffe 
Juice. $45. Doral Forrestal, Col- 
lege Road, 609-799-4900. 


6 p.m.: Business Marketing Asso- 
ciation, “Relationship Marketing,” 
Richard Magid of Soundboard. 
$40. E-mail reservations@bma- 
nj.org or call extension 8418. Par- 
sippany Hilton, 866-203-7830. 


7:30 p.m.: JobSeekers, network- 
ing and support for changing jobs 
or careers, weekly, no charge. 
Parish Hall entrance, Trinity 
Church, 33 Mercer Street, 609- 
924-2277. 


7:30 p.m.: Princeton Macintosh 
Users Group, Video editing, 
Daniel Flax of the New York Stock 
Exchange. Jadwin Hall A-10, 
Washington Road, 609-258- 
5730. 


Wednesday, January 11 


7 p.m.: New Jersey State Bar 
Foundation, “Divorce Law.” Free. 
New Jersey Law Center, One 
Constitution Square, New 
Brunswick, 732-937-7518. 


Thursday, January 12 


7:30 a.m.: Somerset County Busi- 
ness Partnership, “The Business 
Doubler: aggressive sales projec- 


tions,” Dan Shanok of TD Sales 
Enterprises, $30. Somerset Hills 
Hotel, Warren, 908-218-4300. 


7:45 a.m.: Middlesex Chamber, 
Good Morning Middlesex net- 
working, $25. Magic 98.3, 78 
Veronica Avenue, Somerset, 732- 
821-1700, ext. 208. 


8:30 a.m.: Lorman Education, 
“Sales and Use Tax in New Jer- 
sey,” Susan A. Feeney of Mc- 
Carter & English and John C. 
Genz of Amper Politzner & Mattia, 
$299. East Brunswick Ramada, 
866-353-9539. 


11:30 a.m.: ICREW, Organization 
of the Year awards. $75. Shera- 
ton at Woodbridge Center, 732- 
842-5070. 


1 p.m.: Princeton Public Library, 
Susan Roth demonstrates Book- 
Letters, a service with review, in- 
formation, and newsletters. Also 
January 26. Free. 65 Wither- 
spoon Street, 609-924-8822. 


3:30 p.m.: Princeton Chamber, 
Mercer County Economic Oppor- 
tunity Summit, Princeton Univer- 
sity, 609-924-1776. 


4 p.m.: Princeton Public Library, 
“Working with Word,” three week 
workshop, introduction to word 
processing. To January 26. Free. 
Register. 65 Witherspoon Street, 
609-924-8822. 


4 p.m.: New Jersey Entrepreneurs 
Forum, “Do you have what it 
takes to be an entrepreneur?” 
$30. Technology Center of New 
Jersey, 675 Route 1 South, 908- 
789-3424. 


ee ( 
transpia 


Institute For Spine & Scoliosis.. 
M. Darryl Antonacci, M.D. 


Board Certified, Accredited Fellow Orthopaedic Spine Surgery 


Nationally Recognized and Awarded by the Scoliosis Research Society (2001, 2003), Cervical Spine Research 

3000) & American Spinal Injury Association (2001). Co-investigator of the first US clinical trial using cell 

nts in spinal cord injury. One of seven surgeons in Manhattan and one of three in New Jersey who is an 
active member of both the CSRS and SRS- the two premier societies for spine surgeons in the U.S. One of 

America’s Top Physicians 2004— Spine Surgery 


Complex Cervical Spine Surgery 
FDA Approved Total Disk Replacement (TDR) 
Adult and Pediatric Scoliosis Surgery 
Minimally Invasive Thoracoscopic Scoliosis Surgery 
Complex Spinal Reconstructive Surgery 


- 3100 Princeton Pike, Lawrenceville, NJ 
¢ 1015 Madison Avenue at 79*", New York, NY 
(609) 912-1500 


psb.webmd.com/care/spine 


‘Top PAVSICIANS 
> ale 


Got a Meeting? 


Notify U.S. 1's Survival 
Guide of your upcoming 
business meeting ASAP. An- 1 
nouncements received after 
1 p.m. on Friday may not be 
included in the paper pub- 
lished the following 
Wednesday. 

Submit releases by mail 
(U.S. 1, 12 Roszel Road, 
Princeton 08540), fax (609- 
452-0033), or E-mail (meet- 
ings@princetoninfo.com). = 

All events are subject to 
last minute changes or can- 
cellations. Call to confirm. 


6 p.m.: International Association of 
Administrative Professionals, “In- 
vest in a Masterpiece: You,” Ju- 
dith Lindenberger. $20. Tiffany's 
Family Dining, Mercerville, 609- 
627-5915. i 


6 p.m.: NJAWBO, “The ABCs of 
B2B: Getting Your Share of the 
B2B Market,” Peggy McHale, 
Consultants 2 Go. $40. Merrill 
Lynch Conference Center, 609- 
924-7975. 


Friday, January 13 


8 a.m.: Princeton University, Reg- 
istration, unti! noon, for the uni- 
versity’s community auditing pro- 
gram (CAP). No residency re- 
quirements. $100 per course. Of- 
fice of Community and State Af- 
fairs. 


Monday, January 16 


4 p.m.: Institute of Management 
Consultants, “Successful Propos- 
al Writing,” Bob Zelnick, Ashford 
Consulting, and Loraine Huchler, 
MarTech Systems. “An Innovative , 
Method to Improve Consulting 
Competency.” Workshop, $45; 
dinner, $60. Doral Forrestal, 100 
College Road East, 609-896- 
4457. 


Tuesday, January 17 


8:15 a.m.: NJAWBO Marketing 
Roundtable, Mercadian Group, 
3625 Quakerbridge Road, 609- * 
392-8724. 


5:30 p.m.: Mercer County Bar As- 
sociation, “A Day in the Life of ...,” 
real estate professionals seminar 
and dinner. $75. Princeton Hyatt, 
609-585-6200. 


7:30 p.m.: JobSeekers, network- 
ing and support for changing jobs 
or careers, weekly, no charge. 
Parish Hall entrance, Trinity 1 
Church, 33 Mercer Street, 609- 
924-2277. 


Wednesday, January 18 


7:30 a.m.: Princeton Chamber, “It 
Pays to Be Informed: the 2006 
Business Legislative Agenda,” 
John Holub, CEO of the New Jer- 
sey Retailers Association, Busi- 
ness Council breakfast, $25. Nas- 
sau Club, 6 Mercer Street, Prince- 
ton, 609-924-1776. 


Noon..: Princeton University Lunch 
& Learn, “Sex, Lies, and Video 
Games: the Truth About Females 
and Computing,” Maria Klawe, 
dean, School of Engineering & 
Applied Science. Free. Frist Cen- 
ter Multipurpose Room B, 609- 
258-3000. 


Thursday, January 19 


11:30 a.m.: Mercer Chamber, 2 
“State of the County,” i 
ecutive Brian Hughes. $50. 
eloni’s Cedar Gardens, 661 
oute 33, 609-393-4143. 


1 p.m.: New Jersey State Bar 
oundation, “Wills and Estate 
Planning.” New Law Cen- 


ter, One Constitution Square, 
New Brunswick, 732-937-7518. 


4 p.m.: Princeton Public Library, 
“Working with Word,” second ses- 
sion of three week workshop, ip- 
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Nothing But ‘Net: 
The Internet is more 
than an entertainment 
medium for David 
Spivack of Design 
Solutions, above left, 
Nasau Presbyterian’s 
Rick Seaholm, 
Princeton University’s 
Donna Liu, and Stark 
& Stark’s Richard 
DeLuca. Their stories 
begin below. 


veryone is on the Internet at work 
— maybe conducting research, or E-mailing 
clients, but also shopping, watching movie 
trailers and live ball games, and reading the 
newspaper, and looking for dates. Workers 
are finding new ways to use the Internet 
every day, sometimes for personal reasons, 
sometimes for fun — and occasionally even 
for work. 

Now employers are finding new ways to 
use the Internet as well, not as a time waster, 
but rather as a revenue booster. Doctors and 
lawyers are turning to blogs, which are basi- 
cally online journals in the form of a running 
commentary with links to further informa- 
tion, as a way to gain exposure, find new pa- 
tients or clients, and build a reputation — all 
at a tiny fraction of the cost of putting out a 
newsletter. Marketing firms are offering to 
put together daily blogs for clients who don’t 
have the time to use this medium themselves, 
but who are finding alternatives such as cus- 
tom magazines prohibitively expensive and 
not very effective. 

Video casting, long promoted as a way to 
cut business travel by substituting desktop 
meetings for trips to far-flung branch offices 
and clients’ locations, appears to be ready for 
prime time thanks to new software and in- 
creasing adoption of high-bandwidth Inter- 
net connections. Once so jerky and fuzzy 
that it was more an annoyance than a busi- 
ness tool, the technology combines audio 
and video to create a virtual meeting may fi- 
nally be here. 

At the same time, “vlogging” is showing 
early promise as a whole new advertiser-sup- 
ported medium, and also a way for artists and 
other professionals to build a following. 
Similar to blogging, vlogging adds a moving 
image to a message. Individuals can create 
and edit vlogs on their own, or they can turn 
to new companies, including one just 
launching in the Princeton area, to handle 
everything from editing to hosting — all at 
no cost. 

Meanwhile, podcasting, vlogging’s audio 
counterpart, is being used to build business, 
cement client relationships, and pull in ad- 
vertising revenue. A podcast can be anything 
from a movie review to a sermon to com- 
mentary on a recent Supreme Court ruling. It 
can be a few minutes long or can stretch to 
hours. The medium was given a big boost in 
July when Apple launched a free podcasting 


directory. Anyone can post on it, and anyone 
can access all of the material at no cost on a 
one-time basis or can subscribe to a particu- 
lar podcast and receive each new installment 
by E-mail. Area organizations ranging from 
law firms to churches are already podcast- 
ing. 
All of these Internet off-shoots are in their 
infancy, prompting adventurous entrepre- 
neurs and established companies alike to 
find ways to turn them into profitable ven- 
tures. But while vlogging, blogging, and 
podcasting will become businesses for some, 
they are surprisingly inexpensive, easy-to- 
use tools ready for any business to use. 

So young are these technologies that their 
names are only now starting to spread the 
way that “E-mail” did just over a decade ago, 
back in the days before Amazon and Ebay, 
when the word “spam” conjured up only an 
image of unappetizing canned meat. Al- 
ready, though, the name of one of these new 
technologies has become the “word of the 
year” in the New Oxford Dictionary. 


Law Blog Takes Off 


W..: Richard DeLuca became direc- 
tor of business development at the law firm 
of Stark & Stark on Lenox Drive in May, 
2004, he brought a question with him. “How 
am I going to market better?” he recalls 
thinking. He soon had a one-word answer: 
blogging. The online discussions of legal is- 
sues and news would be helpful, he rea- 
soned, because “more and more clients are 
using the ‘Net to search for legal informa- 


tion.” With a blog, it is easy to put out this in- 
formation on a timely basis. 

DeLuca, a Rutgers graduate (Class of 
1998), was emboldened to suggest the con- 
cept a good year before most people had 
even heard of it, he says, because “Stark & 
Stark understands technological changes.” 
Still he met with a lot of “what’s that? what’s 
that?” reactions. Now, less than 18 months 
after the firm’s first blogs appeared online, 
he has attorneys waiting their turns to post 
blogs — and to turn them into podcasts. 

Stark & Stark is one of only two New Jer- 
sey firms that are blogging —- Lowenstein 
Sandler is the other. “I’m surprised more 
aren’t doing this,” says DeLuca. His expla- 
nation is that “change is at glacial speed for 
law firms.” 

The upside of blogging for Stark & Stark 
has been huge. “We’ve had about 55,000 vis- 
its,” says DeLuca, “and many are repeat vis- 
its.” The firm is finding that many of its blog 
readers are returning five, six, seven, or eight 
times. Many attorneys in the firm, all of 
whom sign their blogs, have gained clients as 
a direct result of the blogs. Blogging attor- 
neys have also been contacted by newspa- 
pers for interviews on their areas of expert- 
ise. “We've had eight media placements as a 
result of reporters reading the blogs,” he 
says. 

Beyond the added exposure, one of DeLu- 
ca’s figures in support of blogs is bound to 
strike a chord with business of all kinds. 

“We had E-newsletters before we had 
blogs,” he says. “The annual cost of blogs is 
one-tenth the cost of the newsletters.” The 
firm, he adds, no longer publishes the 
newsletters. 


Apple’s I-Tunes sounds like a cool site for music fans. 
But the Stark law firm also uses it to post legal podcasts. 
ARAL RN AR OSS RR ERAS TRE TA ILLES ETE NE AIS i AMAL NALLY NA SANT 


by Kathleen McGinn Spring 


Between 30 and 40 of Stark & Stark’s at- 
torneys blog regularly. The firm’s first blog 
was on traumatic brain injury. It was written 
by Bruce Stern, a specialist in that area of 
law. Following the standard format for this 
new medium, Stern’s posts are short — just a 
paragraph or two — and point the reader to- 
ward more information. 

A recent post about protective soccer head 
gear, for example, links to a letter from the 
president of a local Pee-Wee soccer associa- 
tion writing on the subject. It is part of an on- 
going discussion on the blog about possible 
changes to soccer safety regulations. Other 
topics on the blog include news of a new 
acute care facility in California, new motor- 
cycle helmet regulations in Ohio, and med- 
ical advances in the treatment of head in- 
juries. Everything is succinct, topical, and of 
interest to those who have suffered brain in- 
jury or who litigate on their behalf. 

Stern’s is a standalone blog. The firm’s 
other blogs are aggregated under the heading 
“Law Blog” (www.njlawblog.com). The 
main page of the blog mixes areas of prac- 
tice, but links to postings in 15 legal special- 
ties march down the left-hand side of the 
page. Someone interested only in one area, 
perhaps environmental, real estate, or em- 
ployment law, can go directly to the blog for 
that specialty. 

As is common with all blogs, the Stark & 
Stark blogs contain lists of links to other In- 
ternet sites that would probably be of interest 
to readers. They also allow for questions and 
comments and give the law firm the ability to 
filter out any irrelevant or obnoxious post- 
ings, functions that are also near-universal in 
blogs. Unlike many less sophisticated blogs, 
those posted by Stark & Stark have a search 
function. It is more common for blogs to just 
archive past posts, sometimes by topic, 
sometimes not. 

From a marketing standpoint, a big plus 
for blogs is that they make it easy for anyone 
to get them by subscription. Just click on a 
link, and each new blog is delivered to an E- 
mail inbox. This makes blogs vastly prefer- 
able to E-newsletters, says DeLuca, because 
they are, by nature, opt-in. No one who does- 
n't specifically ask for the blogs will get 
them. Superior psychologically to E- 
newsletters, which are often seen as spam, 
they are also superior technologically, he 
says, because they zip right through any 
spam filters totally unmolested. 


Continued on following page 
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ADVERTISEMENTS * ANNUAL REPORTS * BROCHURES 
CATALOGUES « CORPORATE IDENTITY + DIRECT MAIL 
INTERACTIVE MULTIMEDIA + PACKAGE DESIGN 
PHOTO SHOOTS + P.O.P. DISPLAYS 


4a to learn more and to view our portfolio, come visit us at www.robinnallydesign.com 


12 Andrew Drive + Lawrenceville, New Jersey 08648 + Phone: 609.844.001 | 


Continued from preceding page 


"Is YOUR 
Company's 
~ DATA Secure?" 


: : When technology problems and data 


: oe loss occur, will your busi be able t 
866-206-8407 ur, will your business be able to 


recover quickly? Get protected. Allow 
info@redeye-inc.com RedEye, Inc. to provide a solution. 


Keeping our FOCUS on your technology needs 


Princeton Computer Repairs: , 


Your computer will always work! 


AFFORDABLE, House a Office Calls 


BATES Days, Nights, Holidays, Weekends 


24x17 


PC, MAC, Printers, Scanners, Faxes, Digital Cameras, Upgrades, Repairs and Maintenance, Backup 
' and Data Restoration, Networks, Virus Removal, W Custom Programming and more! 


Creating 


Discount 
{fice 


Solutions 


We make furnishing the 
organized office area, easy 
Give your working space 
the professional business 
atmosphere it deserves.. 


at discount prices. 


Call Today for < 
Free Design 
Consultation 
(609) 882-0009 


Another upside to blogs is that 
they make it easy to measure re- 
sults. Counters on blog websites 
compute number of visitors and 
even track where they come from. 
Are they clicking over from anoth- 
er site, from a search engine, or 
maybe from a newspaper site? The 
counter knows. Are they coming 
back again and again? The counter 
knows that too. New business is al- 
so easy to track. Blog visitors may 
Start up a relationship with an attor- 
ney right in the blog by, for exam- 
ple, asking questions. There is a 
link to each attorney’s bio and con- 
tact information right on the blog, 
making it easy for potential clients 
— or reporters in search ofa source 
— to get in touch by phone too. 

Members of his firm who blog 
spend about one to one-and-a-half 
hours a week on updates, says 
DeLuca. He conducted training 
sessions soon after he introduced 
the new communication tool, but 
says that it is incredibly easy to 
master blogging. How hard is it? 
“Tt’s like writing an E-mail,” he 
says. 

Last summer DeLuca added a 
new wrinkle to the blogs by turning 
some of them into podcasts, which, 
basically, are just audio versions of 
the blogs. Through an incredible 
coincidence, Stark & Stark’s pod- 
casts went live on July 1, the very 
day that I-music giant Apple also 
became the world’s I-audio giant 
by unveiling a vast catalog of free 
podcast downloads on its iTunes 
website. As one of only a handful 
of legal podcasters, Stark & Stark 
comes up right away on an iTunes 
search. It has posted 19 podcasts to 
iTunes (a totally free service for 
both posters and listeners) and they 
have already been downloaded 
more than 8,000 times. 

Like all podcasts posted on 
iTunes, the Stark & Stark legal up- 
dates can either be listened to on 
the website (www.apple.com/- 
itunes) or can be downloaded to an 
iPod MP3 player. 

DeLuca says that the results for 
his new media initiatives “blow 
away” the numbers for E-newslet- 
ters, which were, after all, new me- 
dia themselves way back in the be- 
ginning of the 21st century. He also 
shares his favorite E-marketing 
websites — both of which, proba- 
bly not coincidentally, are blogs. 
They are Digg (www.digg.com), 
which is all about new media, and 
Micro Persuasion (www.microper- 
suasion.com), the blog of PR su- 
perstar Steve Rubel, who, in early- 


December posted a note on the 
New Oxford Dictionary’s decision 
to crown “podcast” as its 2005 
word of the year. 


Stark & Stark, 993 Lenox Dri- 
ve, Building Two, Lawrence- 
ville 08648. John A. Sakson, 
Lewis J. Pepperman, co- 
managing partners. 609-896- 
9060; fax, 609-896-0629. E- 


mail: info@stark-stark.com. 
Home page: www.stark- 
stark.com 


Software Solutions: 
On the ‘Net, 
Not in the Box 


G enerating less buzz than the 
niftily named blogs, vlogs, and 
podcasts are next generation soft- 
ware products. With Microsoft’s 
recent introduction of its Live fam- 
ily of products, it appears that soft- 
ware too is setting up shop on the 
Internet, rather than in shrink- 
wrapped packages on_ store 
shelves. 

David Spivak is the founder of 
Hightstown-based Design Solu- 
tions, a company with a specialty 
in building functionality into web- 
sites. He says that there are a num- 
ber of new ways that employers 
can make their offices’ Internet ter- 


SPER Ome 
Job tracking allows 
employees to log on- 
to a website and chart 
their progress ona 
task, and see what 
they should do next. 


minals, which are already enrich- 
ing employee’s work days, enrich 
their companies as well. 

“A creative mind can think of 
tons of uses for the Internet,” he 
says. “Some of them are obvious, 
some not so obvious.” Spivak 
founded his company in “the mid- 
1980s, just before the computer 
revolution.” He received his de- 
gree in art from Parsons School of 
Design, and says he is glad that he 
learned his craft before the com- 
puter age. “I’m grounded in the ba- 
sics,” he explains. When comput- 
ers and the Internet came along, he 
was ready to learn something new 
and adapt it to his business, which 
has five full-time employees and 
two part-time employees. 


fice People. 


te 1 South * Lawrenceville, NJ 
uth of Quakerbridge Mall) 
215-493-9828 + www.barringers.com 
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There are countless other ways 
to use the Internet, he says. Some 
are already common in larger com- 
pany, while others are brand new. 
Here are some tasks that can now 
be handled over the Internet. Most 
are not as much fun as looking at 
the dating possibilities offered by 
Match.com, tracking bids on eBay 
auctions, or finding hot bargains on 
Overstock.com, but all can keep 
employees busy boosting the com- 
pany’s bottom line. 

Job tracking. This is an Internet 
application that Spivak himself us- 
es every day in his own business. 
Job tracking, he explains, allows 
his employees to log onto a website 
and chart his progress on a task, 
and see what he should be doing 
next. “When someone finishes a 
project, he can log on and see what 
the next scheduled project is,” says 
Spivak. 

The site includes the date the job 
needs to be completed and the type 
of work that needs to be done. Em- 
ployees can see which jobs most 
suit their talents or can jump on- 
board to help colleagues finish up a 
project that is nearing deadline. 

Often several employees are 
working simultaneously on differ- 
ent parts of the same job. For ex- 
ample, he says, his company re- 
cently finished work on a game 
project. Every portion of the proj- 
ect needed to be coordinated, and 

job tracking allowed different staff 
members to easily work on differ- 
ent portions of the job, such as 
packaging designs, gameboard, or 
card designs. 

While job tracking has not total- 
ly eliminated the need for staff 
meetings, Spivak says it has freed 
him to work on other areas of his 
business. “I’m the sales arm of the 
company,” he says. “With job 
tracking it is much easier for the of- 
fice to function without me being 
right there all the time.” 

Not only can employees log on- 
to the job tracking site, but Spi- 
vak’s clients can also receive a 
password that allows them to look 
at their own job and see its 
progress. 


Medical records. Spivak sug- 
gests that doctors can use the Inter- 
net in several ways, including put- 
ting medical records on the “Net 
(password protected, of course), 
where they can easily be sent to a 
referring physician for a second 
opinion. X-rays, MRIs, or CAT 
scans could also be put on a web- 
site so that several consulting 
physicians could look at them — 
all at the same time — from differ- 
ent locations. 


Online tech support. The Inter- 
net is a great way to offer technical 
assistance to customers, says Spi- 
vak, who suggests that “little 
movies showing how to install or 
repair something are a great way to 
help customers.” 


Sales support. The Internet is 
ideal for “cross selling,” says Spi- 
vak. Companies can easily track 
what types of items a customer pur- 
chases, then make special offers or 
coupons that are personalized for 
the customer’s needs. 


Custom tailored buying in- 
centives. Spivak mentions a Man- 
hattan-based florist who wanted to 
offer delivery service nationwide. 
“He was able to limit the range of 
choices the client could make by 
zip code,” he says. Clients in near- 
by zip codes could order from the 
entire range of offerings. Clients 
who lived farther from the store’s 
base had fewer choices. 

In addition, the florist could of- 
fer discounts based on zip codes as 
a way of attracting sales within a 
easy delivery area. The customer 
could type in a special code and get 
the discount. : 

Interactive calendars. Many 
companies are now using interac- 
tive calendars to help their employ- 
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Mason Griffin & Pierson PC Expands 


ason Grifffin & Pear- 
son,P. C. is a full-service 
firm, serving several ar- 


eas of the law: Employment Law, 
Corporate, Business and Bank- 
ing, Criminal Representation, 
Real Estate and Land Use, Es- 
tate Planning and Estate Admin- 
istration, General Litigation, Per- 
sonal Injury, Bankruptcy, and 
Government Affairs. 

Thanks to the proximity of 
many large firms in the area, 
MG&P handles a booming Em- 
ployment Law business. “The 
growth and retrenchment of our 
big employers means we are in- 
troduced to a lot of executives 
who are coming into the area 
and signing employment con- 
tracts. That’s where we come in,” 
Schmierer stated. 

MG&P is a community-based 
practice, which Schmierer views 
with a sense of pride. “We repre- 


sent many, many local corpora- 
tions and banks - walk Nassau 
Street, and you'll see dozens of 
our clients,” he added. “As with 
all our Practice Groups, Corpo- 
rate Business and Banking is a 
personal practice. We have al- 
most 50 years of files on some of 
our clients. They are comfortable 
with us because we are respon- 
sive, and because they know 
us.” 

That personal touch is the key 
to MG&P'’s solid, steady growth. 
Schmierer pointed out that the 
company put roots down in 1955, 
and has been doing business in 
the area ever since. “And, MG&P 
remains the same as on day one 
- dedicated to giving quick, per- 
sonal counsel to our clients.” 

Astrong business in the 
greater Princeton area has given 
Mason, Griffin & Pierson the op- 
portunity to open a second office 


in Pennington, making handling 
the legal needs of those local 
clients more convenient for all. 

“We recognized that our 
clients in the Hopewell Valley 
and southern Hunterdon County 
could be better served by a local 
office,” said Valerie Howe, direc- 
tor, who manages the Penning- 
ton office. “And, we also jumped 
at the opportunity to share space 
with Prestige Wealth Manage- 
ment Group. We've worked to- 
gether serving mutual clients for 
nearly a decade, and saw this as 
an opportunity to serve those 
clients more efficiently.” 


Mason Griffin & Pierson PC, 
101 Poor Farm Road, Princeton, 
website: www.mpglaw.com, 609- 
921-6543, Fax: 609-683-7978 
and 2 Tree Farm Road, Suite 
A230, Pennington, N.J. 609-436- 
1270. 


That personal touch is the key to MG&P’s solid, steady growth. The company put 
roots down in 1955, and has been doing business in the area ever since. 
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ees track meetings and deadlines, 
he says. The calendar can be down- 
loaded to a PDA so that the em- 
ployee can receive updates or 
change his schedule even when he 
is away from the office. 


Meeting software. New soft- 
ware allows people to work on doc- 
uments simultaneously in different 
locations. With the use of webcams 
and the software, the Internet be- 
comes a global conference room. 


The Internet’s interactive abili- 
ties have already changed the way 
we do business. In the coming 
decade, Spivak predicts, the pace 
of change will only accelerate. 


— Karen Hodges Miller 


Design Solutions, 114 Rogers 
Avenue, Hightstown 08520. 
David Spivak, president. 609- 
443-3100; fax, 732-274- 
0099. E-mail: spiv@aol.com. 
Www.ronin.com/design 
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7. was a lot of buzz 
about video casting in 2000,” says 
Simon Tidnam, “but not a lot of 
broadband was deployed.” Now, 
thanks to the feverish efforts of ca- 
ble and telephone companies, 
bandwidth is way up — both in the 
office and at home. Taking advan- 
tage of faster, more commodious 
Internet pipes is start-up Clique 
Communications. Tidnam is the 
director of marketing for the 50- 
person vlogging company, which 
recently settled into offices at 205 
Rockingham Row in Princeton 

Forrestal Village. 
Clique is going after both the 
consumer and the corporate busi- 
ness in a two-pronged attack that 


currently features tests of its video . 


casting software at telecom com- 
panies and the deployment of a 
Hummer with a “giant” built-in 
plasma screen to spread the good 
news about viogging to college 
students and up-and-coming Indie 
bands. 

Clique is wholly-owned by In- 
novativ Systems (www.inovsys.- 
com), a 20-year-old Edison-based 
private company that designs, pro- 
cures, assembles, tests, and config- 
ures custom computer systems for 
businesses. Ever since the Internet 
passed from fad to business tool 
clients had been asking for video 
casting, says Tidnam. There was a 


lot of hype, but the face-to-face vir- 
tual meetings never got off the 
ground. Still, Innovativ wanted to 
prepare for the day when the band- 
width to make video casting clear 
and easy was in place. 

Toward that end, relates Tid- 
nam, Innovativ acquired Legato 
Video and Netgen Video. “They 
had a lot of Sarnoff people,” he 
says. The two tech-heavy compa- 
nies had an “excellent” portfolio of 
patents and valuable client lists. 
Their staffs formed the nucleus of 
Clique, leaving the company, says 
Tidnam, with the task of “going 
from code to products.” Clique, 
which moved into and began re-fit- 
ting its offices in May, and began a 
beta launch of some of its products 
in mid-December, has now added 
sales and marketing staff. The 
company is headed by Jim Spinel- 
la, who came over from Innovativ. 

Tidnam, a graduate of the Uni- 
versity of Edinburg, recently 
joined Clique. He was previously 
with Wavexpress. While he holds a 
master’s degree in literature, he 
says that he was “drawn to the tech- 
nology business.” He met his wife, 
Hannah Winarsky, a graduate of 
Vassar, while she was taking her 
junior year in Scotland. She is the 


art and literature editor at Prince- 
ton University Press. The couple 
lives in Princeton. 

The company for which Tidnam 
is busy devising a marketing strate- 
gy has a split personality — alter- 
nating between button-down and 
wild-and-crazy. Its corporate web- 
site (www.inovsys.com/solu- 
tions/cliquevm.htm) features clip 
art of intense business types tap- 
ping on Palm Pilots, studying re- 


ports, and having earnest conver- | 


sations. It talks about how “busi- 
nesses of every kind are leveraging 
video conferencing and collabora- 
tion systems to improve productiv- 
ity, reduce costs, and enable more 
effective communication. It’s re- 
cently become clear that an effi- 
cient video communication system 
is no longer a luxury — it’s a criti- 
cal component to any successful 
business plan.” 

Click over to one of Clique’s 
consumer websites. 

Zowie! 

Vlogerazy (www.vlogcrazy.- 
com) urges us — one and all — to 
“watch new friends, tell your story, 
become a star.” The graphics are 
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Is MOLD really 
a problem? 


If it’s growing inside your walls...it is. 


Ar Rests aa 


TOTAL MOLD DETECTION 


We bring the Lab to you 


- As seen on - 
Good Morning America 


By combining traditional methods of finding mold 
with our time-tested and proven four-legged mold 
detective, we help protect your family’s health and 
the value of your home better than any other 
mold inspection company can. 


609-683-9550. 
800-630-9047 


www.StopMold.com 


RECEIVABLES 
COLLECTION ATTORNEY 


Tired of chasing your receivables? 
Let us make them come to you. 


LAW OFFICE 
OF 


NICHOLAS Z. HEGEDUS 


Suite B 103 ¢ 65 SoutH Main STREET 
PENNINGTON, NJ 08534 


TEL: 609-818-1816 
Fax: 609-818-1817 


NZHEGEDUS@YAHOO.COM 
WWW.HEGEDUSLAWOFFICE.COM 


» OFFICES IN NJ AND NYC « OVER 15 YEARS’ EXPERIENCE 
* SKILLFUL, DILIGENT AND EFFICIENT CASE MANAGEMENT 
* YOUR CALLS WILL BE RETURNED PROMPTLY - GUARANTEED! 


WE ALWAYS SEE 
YOUR PERSPECTIVE 


ARCHITECTURAL PHOTOGRAPHY 


PHOTOGRAPHY : FILM PROCESSING - SCANNING - LARGE PRINT OUTPUT 
MOUNTING - DUPLICATION - PRESENTATION - GRAPHICS 


RETOUCHING - 


| M@ 609.452.9444 
st WWW.TAYLORPHOTO.COM 
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DIVORCING? 


MEDIATION IS 
BETTER 


FASTER 


AFFORDABLE 


Free Consultation 


NEW JERSEY MEDIATION GROUP 
609-275-1352 
www. njmediation.org 


PERSONAL PAPERWORK 
SOLUTIONS...AND MORE, INC. 


Do you need help with: Paying your bills? 
Organizing and filing? 


Are you stressed out with medical claim forms? 
Do you need help with Quicken or QuickBooks? 


Linda Richter 609/371-1466 _ 


Insured - Notary Public - www.ppsmore.com 


We manage financial affairs for people who through 
age, disability or lack of time need a trusted, 
professional administrator. 


East Windsor 


Your 


Full Service 
Copy Center 


609-448-8161 


Email: info@trianglecopy.com 
East Windsor, NJ, 08520 
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Action International Business Coaching 


id- to small-sized busi- 
AV, ness owners find that 
when they partner with 


Action International Business 
Coaching they receive expert 
coaching - and workshops - that 
propel their companies to suc- 
cess. 

“| really got the sense that the 
coaches wanted me and my 
business to succeed,” said entre- 
preneur Ashley Quinlan of 
Chem-Dry Express in Rob- 
binsville. As the top coaching 
business in the world, Action In- 
ternational has been helping 
businesses succeed in 21 coun- 
tries and four continents across 
the globe. The organization 
opens 25 new offices each 
month, and boasts more than 20 
coaches in New Jersey alone. 
Action International's success 
means its clients’ businesses are 
growing and prospering. 

“One of the reasons for suc- 
cess is that Action International 
coaches work as a team,” said 
business coach John R. Kirk, 
Esq. He and fellow Mercer Coun- 
ty business coach Marshall Cal- 
man are bringing in Connecticut 
business coach Jim Malski for 
four special events: “How to 
Make Your Business Work Hard 
So That You Don’t Have to! 6 
Steps to a Winning Business.” . 
This timely workshop will be pre- 
sented by this experienced 


coaching team on Jan. 18 at the 

Princeton Hyatt, and on Feb. 8 at 
the Trenton Marriott at Lafayette 

Yard. 

“We're offering a morning and 
an evening session on both 
dates,” said Calman. “Admission 
is free to the first 50 registrants. 
Business owners and entrepre- 
neurs can register by calling 609- 
275-1008. Give the code 
‘US12006’ for your free registra- 
tion.” 

Workshops are just one facet 
of Action International's expert- 
ise. “Our business coaches offer 
One-on-One and group coach- 
ing,” said Kirk. “One-on-One pro- 
vides the business owner with an 
hour a week of coaching advice. 
As business generalists, we cov- 
er everything from ‘A to Z,’ so the 
coaching is very comprehen- 
sive.” Types of personal coach- 
ing include everything from 
Alignment Coaching for those ty- 
ing to create a roadmap for 
goals, sales and marketing, to 
Platinum Coaching Service for 
well established businesses. 

According to Calman, Group 
Coaching provides the savvy 
business advice found in One- 
on-One, but also allows partici- 
pants the benefit of interacting 
with other business owners. “We 
work under the philosophy that 
it's better to teach a person how 
to fish than to simply give them a 


fish,” he added, borrowing from 
the popular Chinese proverb. 
“Business owners who select our 
Business Success Academies 
not only learn key business prin- 
cipals from coaches, but also 
gain valuable tips from other par- 
ticipants.” 

Noted workshop participant 
and entrepreneur Stephanie 
D'Ambrosia of Classic Creations 
Consultants in East Windsor, 
N.J., “This seminar helps take 
your thoughts and visions and 
put them into action with a writ- 
ten plan on paper, which pro- 
vides a great guide that you can 
use and expand upon.” 

Action International Business 
Coaching prides itself on high 
quality services tailored to its 
clients. In addition to personal 
and group coaching, and semi- 
nars and workshops, Action In- 
ternational also does employee 
training in key business areas. 
“These seminars are personal- 
ized for our clients,” added Kirk. 

Calman added, “Ring in the 
new business year by moving 
your business to the next level. 
Our seminars fill fast, so call to- 
day.” 

Action International Busi- 
ness Coaching Mercer County. 
609-275-1008. www.action- 
coaching.com johnkirk@action- 
international.com marshalical- 
man@action-international.com 


‘Business owners who select Action International’s Business Success Academies 
learn business principals from coaches, and valuable tips from other participants.’ 
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high energy, the message is: “Ever 
wanted your own TV show? Here’s 
your chance!” 

“Talented?” the website asks. 
“Want to be the next Jon Stewart or 
Bill O’Reilly? How about the next 
Paris Hilton or Tara Reid? Here’s 
the chance to show the world what 
you can do.” 

Clique has separate business 
models for its corporate and con- 
sumer products. On the corporate 
side, Tidnam says, the company is 
planning to license software to 
telecoms and cable companies. 
The software, he explains, is de- 
signed to create the best possible 
videocast quality by checking net- 
work conditions on each side at the 
time of the video call and adjusting 
accordingly. The software also 
takes different bandwidths into 
consideration. In the past, he says, 
the poor quality that caused so 
many people to abandon video 
conferences was a result of one 
person’s computer operating at a 
significantly higher level than the 
other’s. 

The stronger network connec- 
tion overpowered the weaker, or 
the weaker dragged down the 
stronger. The result was a fuzzy 
picture and tinny sound. Clique’s 
software, now in tests at telecom 
companies, is designed to detect 
the strength of each signal and to 
connect all the video conference 
parties with the optimum picture 
and sound their disparate connec- 
tions allow at any given moment. 

Clique’s software will work 
with any PC as well as with video 
enabled phones. Who will sell the 
video handsets? “Not us,” says 
Tidnam. Motorola is now making 
some — at a price of $700 to $800. 
This is pricey, even for the corpo- 
rate market, he admits, saying that 
video handsets are still “at an early 
stage.” 

So really, despite any number of 
false starts, is videocasting. Pro- 
moted as the future for what feels 
like decades, it has never caught 
on. “It is awkward the first couple 
of times,” Tidnam admits. But, he 
insists, it soon becomes natural to 
look at the person to whom you are 
speaking via computer or phone. It 
fosters better communication 
around the office, and makes col- 
laboration between offices or with 
clients more effective. And, of 
course, an ease with video meet- 
ings — conducted with a minimum 
of hissing and fade-outs — could 
hold the promise of less business 
travel. 

Back on the consumer side, 
Clique is planning an ad-supported 
model for its Vlogcrazy website. 
But it’s still way too early to go af- 
ter advertisers, says Tidnam. The 
plan is to first encourage garage 
bands to go online with short clips 
of their songs, to talk about their 
music, communicate with fans, 
and promote their upcoming ap- 
pearances. Once a base of bands is 
onboard, perhaps in six months, 
Clique will look for advertisers. 
Established bands pitching new al- 
bums would be a natural fit, he 
says. A visitor to the website could 
look at a few vlog entries and then 
would see an video ad (a vad?). 

The Vlogcrazy site is free for all 
users. It is as easy to use as a blog, 
its print cousin, says Tidnam. 
(Blogs, by the way, are now so easy 
to use that any adult can put one up 
in under 10 minutes, even without 
the help of a grandchild.) 

Vlogcrazy users record a seg- 
ment, preview it, and then push a 
button to publish it to the web. 
Vlogcrazy provides the editing 
tools and hosts the vlogs. Everyone 
who creates an ongoing vlog will 
have a vlog address, perhaps 
www.MyCoolBand.vlogcrazy.- 
com., just the way that bloggers us- 
ing the popular Blogger service 


(www.blogger.com), which _ is 
owned by Google, have a blogger 
address — maybe _http://- 
MyCoolBand.blogspot.com. Fans 
can bookmark the sites and check 
in for updates. 

“It gives all of those people with 
videocams somewhere to go,” says 
Tidnam. For anyone who has mis- 


a 
Clique is built around 
the bet that viogging 
will become as popu- 
lar as blogging, and 
that the time for office 
video conferences 
has finally arrived. 


placed or broken the videocam he 
got for Christmas four years ago, 
when the little devices were last 
hot, Clique is selling a nifty goose- 
neck videocam of its own design 
on its website for $39.95. The 
slinky cam is designed to clip onto 
a flat screen, attach to a laptop, or 
sit on a desk. Clique holds the 
patent on the webcam and has just 
signed a distribution agreement 
with Toshiba. In the works, says 
Tidnam, is a high definition (HD) 
webcam. It will sell for substantial- 
ly more, perhaps something in the 
range of $130, but, he says, “the 


pictures are crystal clear.” 

Bands seem to be a natural vlog 
target, says Tidnam, especially be- 
cause an obvious advertiser base 
exists. The company also has some 
interest in going after the Internet 
dating market in light of the wild 
popularity of sites like Myspace.- 
com. “But we’re not quite sure how 
to do it yet,” he says. 

Meanwhile, the Clique Hummer 
is going to start making the rounds 
of colleges, calling on another nat- 
ural target demographic, in early- 
January. “Stanford has expressed 
strong interest,” says Tidnam, who 
plans to ship the Hummer to the 
West Coast early in the new year. 

“It’s cheap marketing,” he says 
of the over-sized vehicle with the 
plasma screen. It’s also a splashy 
first step for a new company built 
around the bet that vlogging will 
become as popular as blogging, 
and that the time for office video 
conferences has finally arrived. 


— Kathleen McGinn Spring 


Clique Communications, 205 
Rockingham Row, Princeton 
08540. Jim Spinella, presi- 
dent; Simon Tidnam, market- 
ing director. 609-466-1444; 
fax, 609-466-9724. Home 
page: www.cliquecom.com 
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Attention Business Owners & Entrepreneurs 


How to Make Your Business 
Work Hard 
So That You Don’t Have To! 


6 Steps to A Winning Business 


In this Workshop, you'll learn how to; 


Work ON your business not IN your business. 


Take immediate control of the time you spend at 


your business. 
Turn your marketing into an investment not an 


expense. 


Get back thousands of $$ in lost profits. 
Get the quality of life that you started your business 
for in the first place! 
Systematize your business & leverage your time. 


January 18, 2006 
Two sessions - 8am or 6pm 
Location: Princeton Hyatt 
102 Carnegie Center 
Princeton, NJ 08540 
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GIGANTIC 


OFFICE FURNITURE 


* 


LIQUIDATION SALE 
SAVE UP TO 8O% 


= 


WE HAVE ACQUIRED THE OFFICE FURNITURE OF A MAJOR CORPORATION. EVERYTHING WILL BE SOLD 
FROM OUR SHOWROOM IN LAWRENCEVILLE, NJ AND FROM THE COMPANY SITE IN CRANBURY. 


EVERYTHING IS IN EXCELLENT CONDITION AND MUST BE SOLD! 


MOST ITEMS ARE TOP QUALITY, KIMBALL AND TEKNION FURNITURE—THE OFFICE FURNITURE 
KNOWN FOR ITS QUALITY AND DESIGN. EVERYTHING WILL BE SOLD AT ROCK BOTTOM PRICES. ‘ 


IF YOU ARE SETTING UP AN OFFICE, YOU CANNOT AFFORD TO MISS OUT ON THIS ONCE-IN-A-LIFETIME 
OPPORUNITY. HURRY! 


LATERAL FILES CONFERENCE TABLES 
2-3-4-5 Drawers- Most 36” Wide — FIRE SAFE FILES... 3 ft to 12 ft...Round, Square, Oval, Boat Shape... Woods, 

q 
VERTICAL FILES...STEEL STORAGE CABINETS Contemporary Laminates 
MAHOGANY EXECUTIVE OFFICE SUITES CLASSROOM TABLES 
Limited number of the finest quality traditional wood furniture... 
desks...bookcases...conference tables...secretarial station... 24” X 60” and 30” x 60” — Contemporary 
reception station... lateral files...beautifully upholstered seating. 
A rare opportunity to acquire furniture of uncompromising quality... ‘ 
in perfect condition...at a fraction of the retail value. RESTAURANT / CAFE SEATING 

Beautiful...leather and steel...stackable...200 available. © 

OFFICE SUITES 
These suites include desk, credenza, files, lighted overhead A 
storage. An extraordinary office system at an amazingly low cost. RESTAURANT / CAFE DINING TABLES... 
Just like new!!! Single pedestal...top quality...24” x 36”...100 available 
WORKSTATIONS 
The preferred choice of business...efficient, flexible...loaded files, GALL CENTER / TELEMARKETING WORKSTATIONS.... 
lighted overheads, 48” high and 60” high...superb condition... Compact, efficient, desk, files, overhead storage...Just 15 available 
you won’t believe they’re not brand new! . 
KIMBALL SEATING BOOKCASES...STORAGE CABINETS...CREDENZAS...RECEPTION 
Task Chairs...Conference Room Chairs...Stacking Chairs STATIONS and so much more. 


SALE BEGINS, WEDNESDAY, JANUARY 4 


ADDITIONAL DISCOUNTS TO NOT-FOR-PROFIT ORGANIZATIONS - 
(Tax exemption certificates required) 


CRANBURY SITE INSPECTION BY APPOINTMENT 
LAWRENCEVILLE SHOWROOM HOURS - MON. - SAT. 10 AM - 5 PM 
Office Furniture Liquidators for Over 30 Years 


MERCER CORPORATE INTERIORS | 2901 ROUTE 1 SOUTH, 3/10 MILE SOUTH OF FRANKLIN 
OuTLeT CENTER CORNER ROAD, LAWRENCEVILLE - 609-671-9400 — 


Conditions of sale: All merchandise is sold on an “as is, where is” basis. Prices are for “cash and carry” sales. We accept cash, checks, Visa, MasterCard and Discover. Payment in full is due at time 
of sale. Because of the low prices and limited quantities, all merchandise is subject to prior sale. 
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Kamensky-Cohen Law Firm: 
Facilitating Collections 


 Aoiecdane net dad & Associates is a lo- 
Cal law firm that has litigated at every 
level in the American jurisprudence sys- 
tem — from the U.S. Supreme Court to 
local courts — and is using its expertise 
to help a wide range of businesses re- 
coup fees through its Business Debt Col- 
lection Service. 

“We are uniquely qualified to handle 
collections work, as we have attorneys 
admitted to practice in New Jersey, 
Pennsylvania and New York,” said Jer- 
rold Kamensky, Esq., senior partner and 
founder. “We've been working inside the 
issue for 30 years, and are up-to-speed 
regarding developments in health law, 
auto health law and standard law fields.” 
In fact, Kamensky-Cohen has been help- 
ing medical providers collect fees for 
three decades. 

This deep experience enables Kamen- 
sky-Cohen attorneys to “step gingerly 
through the minefield of health regula- 
tions to achieve excellent results for med- 
ical providers,” he added. “We represent 
both sides of this issue, which gives us a 
unique view of what life is like in those ar- 
eas.” 

According to Kamensky, medical 
providers are caught in the unusual posi- 
tion of Knowing what a patient needs, be- 
ing required by oaths and standards to 
provide the appropriate care, yet not be- 
ing able to collect for services rendered. 
Partner Philip J. Cohen specializes in col- 
lecting from insurance companies, which 


“often refuse payment for necessary 
treatment, particularly with auto acci- 
dents,” noted Kamensky. 

Besides the firm's extensive experi- 
ence, Kamensky-Cohen also brings an- 
other key benefit to the table: a seamless 
transition to litigation when appropriate. 
This applies to medical, business-to- 
business and individual cases. 

The firm also has translated its health- 
care-related collections expertise into 
business-to-business collections. “Our 
ability to litigate in the tri-state area gives 
our clients a real advantage in B-to-B col- 
lections, as we can pursue collections 
across state lines,” said Kamensky. 

Kamensky-Cohen prides itself on its 
competitive fee structure, particularly in 
the Collections arena. “Most firms handle 
collections fees on a contingent basis 
with attorney’s fees,” he explained. “We 
price our collections work to be competi- 
tive with collection agencies until we file 
suit to get the outstanding fees paid.” 

Kamensky added, “In addition to col- 
lection work, Kamensky Cohen is in- 
volved in many other areas of civil litiga- 
tion and contractual negotiation. Our at- 
torneys’ expertise in these additional ar- 
eas of the law translates into a full service 
law firm for many businesses and profes- 
sional practices.” 


Kamensky-Cohen, 194 South Broad 
Street, Trenton. 609-394-8585. Also in 
Morrisville, PA. 215-945-0185. www.kc- 
law.com 


‘Our ability to litigate in the tri-state area gives our clients a real 
advantage in B-to-B collections, as we can pursue collections 
across state lines,’ says Jerrold Kamensky. 
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Now All Blogs, All the Time 


arketers Henry Ab- 
bott and Jessica Abbott have dis- 
missed all of their clients. They 
have told all of the folks who had 
been sending in the checks that 
they will no longer design their 
websites, write their brochures or 
ads, or provide content for their 
custom publications. They are 
stepping offa cliff. Their parachute 
the only thing between them and 
poverty, or at least a quick new vo- 
cational choice — is the blog. 

Their Flemington-based com- 
pany, Gekko Productions, is now 
Gekko Blogs. As defined on blog- 
ger.com, “a blog is a web page 
made up of usually short, frequent- 
ly updated posts that are arranged 
chronologically — like a ‘what’s 
new’ page or a journal.” The Ab- 
botts are staking their professional 
lives on the emergence of the blog 
as the next great marketing tool. 

Before blogs, says Abbott, he 
and his wife (and business partner) 
had been living a “sort of schizo- 
phrenic life,” doing two things at 
the same time. After starting 
Gekko Productions in 1998, they 
did freelance writing, which was 
“creative, rewarding, and fun.” But 
to pay the bills, they did also stan- 
dard marketing writing — print 
ads, brochures, and website con- 
tent for big name customers, in- 
cluding Citibank. “But as we 
worked on traditional websites,” 
says Abbott, “I felt like no one’s 
ever going to read this and, if they 
do, they won’t enjoy it.” 

How they got to blogs is a long 
story. Abbott grew up in Portland, 
Oregon. His father is a doctor, and 
his mother produces corporate 
videos. At New York University, 
where he met Jessica in his fresh- 
man year, he earned a degree in 
broadcast journalism in 1995. Jes- 
sica, a Brooklyn native who moved 
to Bucks County when she was in 
junior high, is also a 1995 New 
York University graduate. 

He worked at CBS Network Ra- 
dio News as a desk assistant before 
graduation and full time for anoth- 
er year after he got his degree. 
“You’re in the thick of the news 
hunt there: I remember a plane 
crashed into someone’s house, and 
we had 10 minutes to get the people 
who lived there on the phone, and 
we did it,” says Abbott. Mean- 
While, Jessica was managing pub- 
lic relations and marketing for 
Artville, a publisher and distribu- 
tor of high-end royalty-free art, 
which was acquired by Kodak. 

The next step for the young cou- 
ple, who now have a young daugh- 
ter, was a major relocation — to 
Ecuador. “We had the feeling that 
we would never again be in a place 
in our careers when we could do 
something like this,” says Abbott. 
For six months, they worked in the 
jungle, became fluent in Spanish, 
and even had the opportunity to 
cover the Ecuadorian elections for 
CBS. 

Next was Madison, Wisconsin, 
where Abbott worked as a news re- 
porter for the CBS affiliate and 


produced a talk show, which in- 
cluded “every remotely famous 
person who had anything to do 
with Madison, or who was just 
passing through — the mayor, the 
police chief, Michael Bloomberg, 
Scud Stud Arthur Kent, Christo- 
pher Reeve, and detective Mark 
Furman from the OJ trial.” 

At the end of 1998 the Abbotts 
started Gekko Productions and 
moved back to the East Coast. 


EMAIL A REE 
‘Good blogging isn’t 
writing, but introduc- 
ing other information. 
DJs don’t sing songs. 
They use their judg- 
ment to choose the 
next song to play.’ 


They had a standard marketing 
company, which developed com- 
plex websites for corporations, 
wrote, brochures, and newsletters, 
and created content for magazines. 

Abbott was first introduced to 
blogs by a friend who challenged 
him to “start a blogger.com blog 
for fun.” (Blogger.com is a free, in- 
credibly easy to use website on 
which anyone can get a blog going 
in minutes.) He says that just his 
mom and his friends read what he 
wrote — “silly stuff about this and 
that. But from doing it over the 
course of a few months, I realized 
how powerful a medium it was.” 

The next step was a more seri- 
ous blog, TrueHoop. It is a running 
commentary on all things basket- 
ball — or at least all things related 
to the NBA, its players, rules, 
games, and teams. Abbott, who is 
passionate about the sport, started 
in it May. It received a Best of the 
Web award by Forbes.com a cou- 
ple of months later. He is proud to 
note that it “has already been 
linked to by famous websites like 
Kottke.org, Instapundit, and 
NBA.com.” This is important be- 
cause a measure of a blog — as is 
the case with a website — is just 
who thinks it is important enough 
to link to. 


A sic used Urchin, a free 
website traffic tracker recently 
purchased by Google and is now 
Google Analytics (www.google.- 
com/analytics), to provide detailed 
information on how many people 
click to a site and from where they 
hail. Urchin found that TrueHoop 
typically has about 20,000 unique 
visitors per month. It has had more 
than 2,000 comments (not count- 
ing spam). His favorite statistic, 
however, is the loyalty one. As of 
mid-December, more than 70,000 
people have visited nine times or 
more. He says that this is like hav- 
ing a niche magazine that’s a few 
months old with 70,000-plus sub- 
scribers. This is a statistic he uses 
in pitches to potential clients to 
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Professional Bookkeeping Services 


Computerized Processing of Accounting Information 
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by Michele Alperin 


show the penetration they can 
achieve at a tiny fraction of what it 
would cost to put out a print maga- 
zine. 

The basketball blog makes no 
money for Gekko Blog, but it is a 
powerful marketing tool, showing 
potential clients evidence that the 
blogs the company writes can build 
big audiences. 

Well before it became a market- 
ing tool, TrueHoop showed Abbott 
that blogging could not only be a 
valuable business tool, but that it 
was a media in which he truly en- 
joyed working. “It felt like every- 
thing I was doing on the blog was 
alive, living, and breathing,” he 
says, “and I’d get comments back.” 
By contrast, the websites through 
which he earned his living seemed 
dead. 

He decided it was time for a 
heart-to-heart with his customers. 
Basically, he fired them as clients. 
“T couldn’t in good conscience take 
their money to write a traditional 
website,” he says. “Some of them 
were excited about blogs and may 
even end up being a source of 
work.” 

Abbott believes that blogs have 
the same benefits as the custom 
publications put out by organiza- 
tions like AAA or American Ex- 
press. But the cost differential is 
huge. Abbott estimates that those 
magazines have barriers to entry of 
probably a million dollars — what 
with startup, creating content, 
printing, and distribution. Blogs, 
on the other hand, cost less than 
$50,000 a year. 

Besides costing far less than a 
custom magazine or a website, a 
blog can also can provide a corpo- 
ration with constant feedback, says 
Abbott, who points out that the on- 
line interactive journals function 
like an ongoing focus group. The 
blog gives a company a sense of 
what it needs to work on, and it cre- 


‘ates a bond with people by talking 


to them. 

However, the real reason that 
Abbott moved to blogs may have 
less to do with the business angle 
than with his own predilections: 
The very essence of what blogs are 
appeals to what Abbott loves about 
journalism: “A blog puts truth out 
in a profound way, and you can’t 
get it back,” he says. 

Because blogs stick closely to 
the truth, they are not for every 
company. “If you’re benefiting 
from people not knowing about 
your business, you wouldn’t want a 
blog,” says Abbott. An example 
would be a sports product that’s 
been around for awhile and may 
not have kept up with the current 
research. Its best approach to mar- 
keting might well be the traditional 
one of TV and radio commercials 
and sponsorships, what Abbott 
calls “mindless branding.” But a 
company with the newest research 
and most exciting products might 
want to try a blog instead. 

Companies considering blogs 
must decide how much they are 
willing to reveal about their prod- 
ucts. Consider a pharmaceutical 
company with a drug whose safety 
is questionable. If it has a blog, it 
must be honest about the drag’s 
shortcomings. “A blog wouldn’t be 
the place to pass on mindless assur- 
ances,” says Abbott, because false 
claims would initiate a flood of 
comments from blog readers. In- 
stead the corporation would need 
to let the scientists explain the is- 


sues involved, perhaps 


not spineless. We won't work if 
we're mindlessly passing on PR,” 
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Custom Bloggers: Jessica 
and Henry Abbott are steer- 
ing their clients away from 
websites and toward blogs. 
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he says. “There are already had people who 
we've said no to,” says Abbott. Good candi- 
dates for a blog have three requirements: 
passion, integrity, and expertise. If it’s just 
widgits and no story, it’s a no go. “In a blog 
you have to say something interesting every 
day.” 

So, the first question is: how do you find 
enough material to keep a blog alive day-in 
day-out for years, with the minimum of five 
blogs per week that Gekko Blogs promises? 

Abbott’s first step with a new client is to 
“bleed ‘em dry.” What written resources 
does the client already have that would be 
good content for a blog? He gives as an ex- 
ample the blog he has created for his first 
customer, Flemington-based Dr. Joel 
Fuhrman, a family physician who promotes 
disease prevention through healthy eating. 

Fuhrman has a website called Disease- 
proof.com, has written books, articles, and 
newsletters. He has a member center on his 
website, has years worth of archives from 
his ask-the-doctor column, and gets E-mails 
daily from people who have read his books 
and followed his advice. “We have a mas- 
sive and constant stream of information we 
can mine for blog posts,” says Abbott. 

The second step is to set up RSS (really 
simple syndication) feeds to find out what’s 
happening on news sites and blogs that may 
be relevant to Fuhrman’s work. “For Dr. 
Fuhrman’s site, we scan more than 1,000 
news items and blog posts every day,” says 
Abbott. It’s like watching an AP newswire 
— it’s usually easy to tell if an item is not of 
interest, although sometimes it takes a little 
longer to find out if something that looks 
like a possibility is actually useful. Abbott 
likens being a blogger to being a DJ: “A lot 
of good blogging isn’t writing, but introduc- 
ing other information. DJs don’t sing songs. 
They use their judgment to choose the next 
song to play.” 

Gekko Blogs also does podcasting. From 


his experience as a radio reporter, Abbott 
will interview people. He then sends the tape 
to a freelancer in Maine who is a profession- 
al radio producer and will edit, add music, 
and create a podcast. 


H ere’s an example of how the process 
of creating a blog can actually work. Early 
one morning Abbott’s RSS feed included an 
article from the New York Times claiming 
that cancer prevention through diet is not 
very effective. Abbott got in touch with 
Fuhrman, and together they started to for- 
mulate a response. The doctor pointed him 
to research, as well as citations from his own 
books. In consultation with Fuhrman, Ab- 
bott put together a long post citing numerous 
medical studies, including references and 
links. The doctor could have done the work 
himself — but then would not have been 


able to see his patients. 


They made the blog public at the end of 
the day. It focused on something the Times 
article had left out: studies about children, 
for whom diet appears to have a big effect on 
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Sermons to Go 


ban say you wake up on a 
Sunday morning to find two feet of 
snow on the ground. Or maybe the 
day is fair, but you are feeling foul. 
If you are a congregant at Nassau 
Presbyterian church in Princeton, 
you can remain safely indoors 
without missing a word. This is so 
because the church has just started 
podcasting its sermons. Anyone 
can go to Apple’s iTunes website, 
at www.apple.com/itunes, and ei- 
ther listen to the sermon right there 
— starting on the Monday after it is 
delivered — or download it to an 
iPod MP3 player. It is also possible 
to access the sermons, along with 
all manner of church news, via 
RSS, Really Simple Syndication. 
The church, now celebrating the 
250th anniversary of Presbyterian 
presence in Princeton, offers an ex- 
cellent RSS tutorial on its website, 
www.nassauchurch.org. 

Rick Seaholm, a graduate of the 
University of Massachusetts 
(Class of 1999) and an administra- 
tive assistant at the church, is the 
person to thank for this totally free 
service. “When podcasts first be- 
came popular, I started to look at 
requirements to get one off the 
ground,” he says. “Over the sum- 
mer I fiddled around, looked at oth- 
er websites to see how others were 
using podcasts.” He has found that 
about 70 New Jersey churches are 
now putting sermons in the new 
medium. 

The leap to podcasts was not too 
much of a jump for Nassau Presby- 
terian. The church has a sound 
room for recording and has been 
streaming sermons to its website 
(www.nassauchurch.org) for near- 
ly two years. A sound room is not 
necessary. The only equipment a 
podcaster needs is a computer and 
a microphone, but the sound room 
does provide for good sound quali- 
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cast,” says Seaholm, “is that users 
can subscribe, so it goes to them 
automatically.” Subscriptions are 
going up each week, and, he says, 
“many people have written and 
said it’s a great idea.” Sermon pod- 
cast fans include not only the 
homebound, but also Princeton- 
area students attending out-of-state 
colleges and traveling parish- 
ioners. Interestingly, the podcasts 
are not only drawing people with 
an attachment to Seaholm’s 
church, Comments on the podcast- 
ed sermons, still in their infancy, 
have come from as far away as 
Michigan. 

Okay, but what is the danger that 
a less than zealous minister from a 
distant state will appropriate the 
sermons? “We put a copyright on 
them,” says Seaholm. Still, he 
wouldn’t be shocked at any in- 
stances of sermon podcast piracy. 
Sermons are already out on the 
‘Net in written form, and, he says, 
“we know of instances of people 
who steal them. It’s something they 
have to live with.” 

Shrugging off potential piracy, 
Seaholm says that podcasting is 
“one of the more exciting things 
I’ve seen this year. Now everyone 
can have a voice.” 

— Kathleen McGinn Spring 
Nassau Presbyterian Church, 

61 Nassau Street, Princeton 

08542. Clarence Ammons, 

interim pastor. 609-924- 

0103; fax, 609-683-1975. 
- Www.nassauchurch.org 


Princeton University 
Embraces Podcasts 


H.... another new word, 
that you may think you know, but 
you actually may not: “podcast.” I 
thought I knew because I knew 
about iPods, those little rectangu- 
lar boxes connected via earphones 
to nearly every kid I pass, and 
many adults, too. I assumed they 
were simply updated CD players 
—with lots of storage — for listen- 
ing to musical favorites. 

Now I find out from Donna Liu, 
executive director of the Universi- 
ty Channel at Princeton Univérsity, 
that the listening possibilities are 
decidedly not limited to music, but 
include podcasts. Popular podcasts 
include everything from movie re- 
views to mainstream magazine 
cover stories to university lectures. 

Liu has been developing this 
podcasting venture (uc.princeton.- 
edu/main/) with the support of the 
Woodrow Wilson School. This 
venture collects non-classroom ac- 
ademic lectures from Princeton 
and other universities worldwide 
and distributes them both to indi- 
viduals and to conventional televi- 
sion outlets over the Internet, via 
podcasts. The lecture collection 
will eventually grow into a search- 
able, global, online library of 
videocasts. 


Slate’s Andy Bowers picked the 
University Channel as his Pod Pick 
of the Week on November 11 and 
Campus Technology’s December | 
issue selected its vodcasting (es- 
sentially video podcasting) lec- 
tures as among the top 100 “best 
practices the year.” 

Right after I spoke to Liu, I start- 
ed hearing about podcasts every- 
where — during my next inter- 
view, while listening to “Science 
Friday” on public radio, and when 
perusing the New York Times web- 
site. 

Although the terminology of 
this new technology sounds eso- 
teric, the concept is fairly simple. 
Podcasts are files containing digi- 
tal audio that are available for lis- 
tening “on demand” — you can 
download them at your own con- 
venience from wherever they are 
posted on the Internet. Then you 
can listen to them on your comput- 
er, or burn them to a CD for listen- 
ing in the car, or download them to 
your MP3/audio player for any- 
time listening. 

The University Channel was 
Liu’s idea. When she arrived at 
Princeton University in 2002 as a 
Ferris Professor (a two-year teach- 
ing fellowship for mid-career jour- 
nalists), she was on leave from an 
18-year career at CNN, and had 
substantial production experience. 
At Princeton Liu says she was 
“struck by the tremendous lectures 
available all over campus,” and as 
a TV producer, she thought, 
“Wouldn’t it be great if more peo- 
ple could see these?” 

Liu decided to do a little calling 
around. Many universities had 
been filming or audiotaping lec- 
tures for archival purposes, but of- 
ten they did not have effective 
means for sharing the wealth. Liu’s 
vision would solve that problem. 
“Distribution takes only one per- 
son to develop,” she says, “and 
many universities will be able to 
take advantage of it.” 

The dean of the Woodrow Wil- 
son School enthusiastically sup- 
ported her idea. “He gave me the 
chance to prove the concept and 
build membership,” she says, and 
the entire university supported its 
development. “What made it pos- 
sible was teamwork.” The Office 
of Information Technology helped 
with webpod issues, for example, 
and the Educational Technologies 
Center designed the website and 
has helped with network and video 
issues. 

The University Channel is still- 
in start-up mode as it builds its ad- 
ministrative structure. It went pub- 
lic in July with a beta version of the 
website. Liu says the channel is 
close to reaching the five charter 
members who will serve as a steer- 
ing committee. So far the commit- 
tee includes Princeton, Columbia, 
Middlebury, the University of 
Texas, and one member yet to be 
announced. Although actual mem- 
bership is still small, Liu says that a 
couple of dozen institutions have 
contributed material. 


EEE 


Continued from preceding page 


later cancer. The online discussion 
that the blog generated came to the 
attention of a major national televi- 
sion news magazine, which is now 
interested in doing a story on 
Fuhrman. 

Abbott needed almost no mar- 
keting to get started. He just wrote 
four letters to likely prospects. He 
had a 25 percent return rate on his 
mailing, which yielded Fuhrman 
as his first client. The doctor’s blog 
went live on September 1. 

Abbott received investment 
money from a partner who is a pri- 
vate investor, He is using it to buy 
computers, lease a more spacious 
office, create new marketing mate- 
rials, hire staff, gather a team of 


freelancers, and create podcasts. 
He outsourced the design, hosting, 
and technical support for his blogs. 
After doing exhaustive research, 
he settled on Lexblog in Seattle, 
which develops software mostly 
for lawyers to write their own 
blogs. 

Gekko Blogs is now reaching 
out to handpicked clients the Ab- 
se have found in ne 
and via brainstorming. Says H 
Abbott: “We want to fing ooiieke 
nies that are really proud of what 
they're doing and dying to tell the 
world about it.” 


Gekko B , 56 Street 
2-D, Florngton Oe ee 


president. 908- 
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Members are welcome to use the chan- 
nel’s material for programming on their tel- 
evision and radio stations and can be distrib- 
utors themselves. Other forms of distribu- 
tion take the material beyond campus walls. 
“The point is to create a public service,” says 
Liu, “to make the intellectual expertise 
available on university campuses available 
to the public.” 

The channel’s initial focus is public and 
international affairs. “We are specifically 
looking for the kinds of discussions that are 
aimed at solving the world’s problems 
war, poverty, hunger, and 
disease,” says Liu. 

Some samples now ac- 
cessible on the site in- 
clude: “American Media: 
Still the Fourth Estate?” 
by Bill Keller; “The Out- 
look for the Global Econo- 
my,” by Robert Rubin; “A 
Conversation with Bill 
Gates”; ‘“Democratizing 
Innovation” by Eric von 
Hippel; and a podcasting 
symposium from Duke 
University. 

Liu estimates the rate of 
downloads since University Channel pod- 
casts appeared in the iTunes music store 
(www.apple.com/itunes) as a couple of lec- 
tures a minute, on average. Apple’s iTunes 
includes a vast number of podcasts, which 
are easy to search. The channel doesn’t yet 
have software to read statistics by number of 
downloads, but does have a measure of de- 
mand on its bandwidth. 

Liu says many universities are experi- 
menting with podcasting. Stanford launched 
an effort through the iTunes music store. 
Duke University last year issued an iPod to 
every incoming freshman as an experiment. 
“The iPod is really a portable hard drive,” 
says Liu, “and they wanted to see how many 
ways the kids could use it.” Purdue has been 
using podcasting internally so that students 
can review lectures they missed, although 
Liu says that some faculty members have re- 
sisted this application for fear students will 
stop coming to their classes altogether. 

The next step, which adds video, is the 
vodcast, which Liu says is more difficult to 


Sey Ree 
Many universities 
had been taping lec- 
tures for archival pur- 
poses, but often they 
did not have effective 
means for sharing the 
wealth. No more, 
thanks to the Univer- 
sity Channel. 


implement because of bandwidth issues. 
Princeton Channel uses vodcasting sparing- 
ly — only with lectures that are especially 
well produced — not the usual single-cam- 
era recordings of most lectures. 

Before she arrived in Princeton for a tem- 
porary stay that has now become permanent, 
Liu spent seven years with CNN Interna- 
tional setting up a production facility in 
Hong Kong to create programs about Asia, 
featuring Asian people. Liu had started in 
CNN as a news producer back when CNN 
was all in one newsroom. “In the early days, 
you still had to explain 
who you were when call- 
ing on a story,” she re- 
members. She grew with 
CNN, as a producer and 
manager, with opportuni- 
ties to develop with the 
company as it became a 
major media outlet. The 
American-born Liu had 
studied Chinese at the 
University of Rochester 
and then started her career 
as a freelance reporter in 
Asia for CBS, Newsweek, 
and AP. “Hong Kong was 
one of those places that had great promise, a 
real hub of Asia,” she says. “If you were in- 
terested in news in Asia, you would have lots 
of opportunities.” 

So where will the University Channel go 
from here? One goal as it expands its staff 
will be to hire an archivist, because eventu- 
ally the channel will host an archive and per- 
haps also an index to other people’s 
archives. Funding will be combination of 
membership dues, foundation grants, and 
corporate sponsorships. 

Liu is now getting some nibbles from 
people overseas who are interested in partic- 
ipating, from places like the National Uni- 
versity of Singapore and some Canadian 
universities. “In five years, we would like to 
be a global service,” says Liu. “There are no 
geographical limitations to this kind of me- 
dia distribution, and particularly in terms of 
the discussion of international affairs, it is 
imperative to go global. There are no lan- 
guage restrictions. It’s just question of time 
and effort.” — Michele Alperin 
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Free 


Estate Planning Seminar 


Tuesday, January 24th, 2006 
5:30pm - 6:30pm 
Light refreshments will be served! 


The Federal Estate Tax has changed again! 
Learn how the changes in the Federal Estate tax 
affect your Will. Will you be paying thousands more 
in taxes to New Jersey as a result of these changes? 


Join us as leading estate planners and 
financial advisors discuss how you can 
minimize your estate taxes. 


Come early for a complimentary Will review. 


RSVP: (609) 818-1555—space is limited 
THOMPSON& POLLOCK 


A Limited Liability Company 


112 West Franklin Avenue, Ponningtca, NJ 08534 
WWw.THOMPSONPOLLOCK.COM. 


Can You Defend Your Organization 
In a Sexual Harassment Suit? 


What measures can you take to reduce 
your organization’s exposure liability? 


Call us now to discuss solutions that 
fit your unique needs! 


Avoiding Sexual Harassment 
- Online & Onsite Solutions - 


Policy * Procedure « Prevention 


609-883-6327 


ADConsultg@aol.com 
www.angeladeitchconsulting.com 


Angela Deitch Consulting 


82 Lochatong Road 
West Trenton, NJ 08628 


Launching Your Business 


M any entrepreneurs 


learn the hard way, by trial and er- 
ror, but often the successful ones 
have learned to take advice. 

Ezekiel Fleming says he owes 
his much of his success in building 
his Trenton-based insulating busi- 
ness to good advice from Lorraine 
Allen, the regional director of the 
Middlesex-Mercer Small Business 
Development Center (SBDC) at 
the College of New Jersey. Flem- 
ing was one of 15 entrepreneurs 
who received a New Jersey SBDC 
Success Award in December. 

“What the SBDC did was to get 
me organized,” says Fleming. “I 
knew how to do the work, but I did- 
n’t know how to gain assurance or 
get into position for a bid. Or the fi- 
nancial aspects, how to keep over- 
head low, gain a profit in a short pe- 
riod of time, and put money away 
so I wouldn’t get into debt.” 

Fleming wanted to translate his 
experience with an insulation com- 
pany in South Jersey to open his 
own firm in Central New Jersey. 
Now his Trenton-based start-up, 
Airseal Insulators LLC, provides 
weatherization and all types of in- 
sulation to government entities in 
Mercer and Camden counties and 
Atlantic City; he also does work for 
homeowners. 

“Zeke went step by step,” says 
Allen, who offered her consulting 
advice on a dozen occasions during 
the launch process. “He is an ex- 
ample of a start-up entrepreneur 
who maximized resources and fol- 
lowed the step by step process.” 

Fleming made it easier for him- 
self by tapping the expertise of the 
SBDC (www.njsbdc.com). Here’s 
how: 


Registered the business. By 
the end of 2004 he had registered 
his business as an LLC and was di- 
rected to Allen and the SBDC by 
the New Jersey One-Step program 
(www.state.nj.us/Business.shtml). 


Set up record keeping. Allen 
and the SBDC counselors showed 


m= Free system warranty 


w= Long list of satisfied customers 


CONTROL your Business 


ANYWHERE IN THE WORLD 


— SOLUTIONS 


Digital Surveillance, Loss Prevention, Business Management 


m= Special Business Lease Programs are available 
m= Have your system installed starting at $99.00 per month 
m= We are using only color high resolution cameras 


m= Life time system upgrade and telephone support 
w= Call to set up a free system demonstration 


888-339-4620 


FROM 


Fleming how to set up and run a 
business, how to keep records, how 
to divide responsibilities between 
himself and a partner, and how to 
get business insurance, 

Devised marketing plan. Un- 
der Allen’s direction, Fleming de- 
vised a marketing plan and began 
working on his official business 
plan. Fleming learned that, before 
writing his business plan, he need- 
ed to figure out who his customers 
were. 


Applied for state certification 
as a small/minority owned busi- 
ness. 


Bid on government contracts. 
Fleming took an SBDC course on 
procurement and began to look for 
opportunities to bid on contracts. 
(New: Jersey allots money for 
county-run and municipality-run 
weatherization programs for the 
elderly, low-income families, and 
some first-time homeowners.) The 
SBDC walked him through the 
steps, from preparing the bid, to 
participating in the bid conference, 
to fulfilling the bid award. 


Recovered from a mis-step. 
After a year of working with the 
SBDC, Fleming officially 
launched his business in July, 
2005. Everything went so well that 
he wanted to expand, and go from 
one truck to several trucks, and that 
was when Allen stepped in. Keep- 
ing in mind that a home improve- 
ment company’s reputation is of 
great importance, Allen advised 
him to concentrate on quality, not 
quantity. “He took his licks and 
came right back and got grounded 
again,” says Allen. 


“It is a not a field where you 
want to make mistakes,” says 
Fleming. “I wanted to grow fast, 
and Lorraine said, ‘Let’s think 
about this.” We decided to pay at- 
tention to detail, to do things right 
and correctly, to gain a positive 
reputation rather than grow real 
fast. It is so hard to build a reputa- 
tion once it is torn down.” 

“T am new to the world of busi- 
ness,” says Fleming, “and I want so 
much to be successful that I will 
take direction. If you bump your 
head as many times as I have, you 
learn.” 

Fleming grew up in Trenton, the 
only child of a single parent. (His 
mother died when he was young. 
His father worked as a delivery 
person for the New Jersey State 
Museum and owned real estate on 
the side.) “My father taught me his 
work ethic,” says Fleming. “He 
said that everybody fills a position, 
that there are national positions 
and local positions, and that once 
you find your position it is impor- 
tant to be the best. He slowly but 
surely bought one house at a time, 
and at one time he owned five 
houses in Trenton.” 

After graduating from Notre 
Dame High School in 1984, Flem- 
ing briefly attended Kutztown 
State and then joined the Air Force. 
Working as a jet mechanic in 
Texas, he learned to be organized 


NAl Fennelly 


Commercial Real Estate Services, Worldwide. 


Class A 
Space 


www.fennelly.com 


609/520-0061 


Commercial Real Estate 
Services Worldwide 


and do everything according toa 
protocol, a skill that carries over to 
his current work. He learned the 
delivery business at a multi-nation- 
al firm, Honeywell, and then 
worked for an independent Dover- 
based firm before starting his own. 
Now Fleming has a two-year 
contract in Atlantic City, a month- 
to-month contract in Camden, and 
is participating in a trial with Mer- 
cer County that could lead to a 
year-long contract. He has been 
self-financed until now but has ap- 
plied for an SBA-backed loan to 
buy another truck and more equip- 
ment. The SBDC is also advising 
Fleming on how to build a website. 
His current formula for success: 
“I show up and I answer my 
phone.” — Barbara Fox 


Airseal Insulators LLC, 17 
Lee Avenue, Trenton 08618; 
609-695-5450. Ezekiel Flem- 
ing, president. 


Government Support 


New Jersey Small Business 
Development Center, 49 
Bleeker Street, Newark 
07102. Brenda Hopper, 
statewide director. 800-432- 
1565; fax, 973-353-1110. 
www.njsbdc.com 


Free management consulting 
and affordable training for en- 
trepreneurs through 11 re- 
gional centers, also satellite 
centers and incubators 


New Jersey Economic Devel- 
opment Authority, 36 West 
State Street, Box 990, Tren- 
ton 08625-0990. Caren S. 
Franzini, CEO. 609-292- 
1800; fax, 609-292-5722. E- 
mail: njeda@njeda.com. 
www.njeda.com 


Self-supporting, independent 
state financing and develop- 
ment agency, offering incu- 
bation space and funding. 


New Jersey Commerce, Eco- 
nomic Growth and Tourism 
Commission, 20 West State 
Street, Box 820, Trenton 
08625. Virginia Bauer, CEO/- 
secretary. 609-777-0885; 
fax, 609-777-4097. www.- 
commerce.state.nj.us 


Coordination of government 
and private resources to pro- 
vide technical, financial and 
other assistance. For busi- 
nesses seeking information 


or assistance, call 1-866- 
534-7789. 
Entrepreneurs’ 
Groups 
oa 


Employers Association of 
New Jersey, 30 West Mount 
Pleasant Avenue, Suite 201, 
Livingston 07039; 609-393- 
7100; fax, 973-758-6900. 
John Sarno, executive direc- 
tor. www.eanj.org 


New Jersey Entrepreneurial 
Network, 600 College Road 
East, Suite 4200, Princeton 
08540; 609-987-6656: fax, 
609-987-6651. Robert Fraw- 
ley, president. www. 
com. Also 609-279-0010. 


New Jersey Entrepreneurs 
Forum, Box 313, Westfield 
07091; 908-789-3424. Jeff 
Milanette, president. www.- 
njef.org. 
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hanks to the Internet, 
everyone with a keyboard can now 
be a published author, and anyone 
with a webcam and a broadband 
connection can be a video per- 
former. While the Internet may 
make books, and even this newspa- 
per, eventually obsolete (or take on 
a radical new form), the Internet 
will also demand more from us as 
writers and spekers. Every audi- 
ence is bathed in information and 
entertainment around the clock, 
making it increasingly more diffi- 
cult to get — and keep — their at- 
tention. 

We begin this section on person- 
al and career growth with advice on 
how to deliver a message that will 
cut through Information Age clut- 
ter and reach its mark. 


aX 

. = words should reflect 
who you are,” says Roger 
Shapiro. In the age of E-mail this 
fact is worth thinking about. “Be- 
fore beginning a writing project, 
you need to understand its objec- 
tive,” adds Shapiro, the founder of: 
Mitchell Rose, a communication 
consulting firm at 2500 Brunswick 
Pike. 

“Often a client will come in and 
ask for a brochure. When I ask 
them why they need it, they don’t 
know,” says Shapiro. A brochure, 
or other piece of marketing litera- 
ture, should not just share informa- 
tion. “It should have a purpose,” he 
says. “It should be designed to gen- 
erate leads or to increase sales, but 
sharing information just for the 
sake of sharing information is a 


waste of money.” 
Founder of the Mitchell Rose 
full-service marketing . firm 


Elaine Harland 


Educatior 


... Launching Your Career 


(www.mitchellrose.net), he is also 
an instructor at Mercer County 
Community College, and is the au- 
thor of “Write Right: 26 Tips You 
Can Apply Right Now to Improve 
Your Writing Dramatically.” 

His book doesn’t suggest that 
there is only one way to write well. 
“Everyone has a different style of 
writing and no one can replace that 
creative genius,” says Shapiro. 
While not everyone has a talent to 
easily and quickly write creative 
copy, there are technical aspects to 
writing that can be taught. 

“You can do concrete things 
right now to make your work 
stronger,” he says. These are sim- 
ple things anyone can do to make 
sure that writing achieves the de- 
sired results. His book is divided 
into one to three-page tips that can 
be applied. easily to a particular 
project. 

Some of his tips: 


Issue a call to action. How of- 
ten have you received a brochure or 
other piece of advertising in the 
mail and wondered why you re- 
ceived it? What does the advertiser 
want you to do? “You must direct 
the reader to take action, motivate 
them to do something,” says 
Shapiro. Make sure your copy in- 
cludes statements like, “Place Your 
Order Now,” “Click Here,” or 
“Call Today.” 

“Know what objective you want 
from your reader. What words will 
motivate your reader to that ac- 
tion?” 

Make your phone number 
easy to find. While at first glance 
this may seem obvious, Shapiro 
says he is amazed at the number of 
times it is a challenge to find a com- 
pany’s phone number on a 
brochure or advertisement. Re- 


Two Campuses: West Windsor & Downtown Trenton 


member, if they can’t contact you, 
the most well written advertise- 
ment is still a failure. 

Eliminate prepositions. Words 
such as “at,” “by,” “with,” “from,” 
“on,” and “in” make your sen- 
tences longer and keep the reader 


LNA RNAS 
Thanks to the Inter- 
net, you may already 
be a published writer, 
and you soon could 
be the on-camera per- 
sonality for your 
company’s podcast. 
Are you prepared for 
either role? 


from getting to the primary mes- 
sage right away, says Shapiro. 
“While you can’t eliminate every 
preposition, evaluate them and de- 
cide if they are really necessary.” 


Watch your language. Make 
sure your grammar is correct and 
that you have used words correctly 
and consistently, says Shapiro. “A 
reader may not consciously notice 
it,” he says, but sloppy writing will 
reflect badly on your company. 

E-mails are one area of business 
writing where sloppiness abounds, 
says Shapiro. “An E-mail can be a 
very powerful and persuasive sen- 
tence or two. Your approach to 
writing still should not change. You 


are writing because you want are- . 


sponse back, ‘Yes, I will meet with 
you.”” . 

People are often too casual in 
writing letters or E-mails, he says. 
“They don’t proofread and there 
are misspelled words and other 
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mistakes.” Even if the E-mail is 
less formal “it should still be gram- 
matically correct.” Shapiro recom- 
mends the AP Stylebook as a great 
resource for correct grammar and 
usage. 

Use statistics. Numbers are “a 
hook that a person can easily latch 
onto and quickly grasp a concept,” 


Write for one reader. Writing 
good advertising copy is “like 
playing one-on-one _ basketball 
with your reader,” says Shapiro. 
“You need to personalize it and cre- 
ate an emotional link with your 
reader. Each person cares most 
about his own needs and require- 
ments.” He suggests using words 
such as “you” and “I” rather than 
“us” and “them” to help make that 
connection. 

“Even if you are writing copy 
for a billboard, think about making 
it personal,” he says. “Maybe 
100,000 people will drive by and 
look at it but you are writing for 
that one right person who will 
make a connection.” 

“If you adopt even one tip, your 
writing will improve,” says 
Shapiro. “When you use them all 
each time you write, you will pro- 
pel yourself into the unique class of 
writers who develop communica- 
tions that generate measurable re- 
sults and achieve objectives.” 


The articles printed here 
have been adapted from 
U.S. 1’s weekly Survival 
Guide section, edited by 
Kathleen McGinn Spring. 
Please direct comments or 
questions to kspring- 
@princetoninfo.com. 


e Face & Neck Lifts 

e Mini Face Lifts 

e Nose Reshaping 

e Eyelid and Forehead Lifts 
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e Liposuction 


e Botox Treatments 
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Krces and joints only last so 
long. Few men have had this point 
pounded home more forcefully 
than NFL offensive lineman Brian 
Baldinger (www. footballstories.- 
com). After a lifetime of playing 
football and basketball, including 
10 grinding years for the Dallas 
Cowboys, Indianapolis Colts, then 
the Philadelphia Eagles, it was 
time for a new career. Sports an- 
nouncing would make a graceful 
retirement, he thought. But to be 
one of those rare ex-jocks who 
make it in this competitive field, 
Baldinger realized he needed more 
than an encyclopedic knowledge 
of the gridiron. 

Seeking a new coach, he turned 
to Nadine Fischer, founder of Na- 
dia Communications Inc. of West- 
hampton (http://216.7.162.75) 
Baldinger, with coaching from Fis- 
cher, has succeeded at making the 
leap from the playing field to the 
announcer’s booth. He announces 
for NFL Europe for FOX, is a game 
analyst for the NFL, hosts Sports 
Talk NJ for CN8, and co-hosts the 
new One-On-One-Sports radio 
show. 

Fisher herself is the equivalent 
of an NFL-level player in the com- 
munications coaching field. A na- 
tive of Morristown, she earned her 
B.A. in speech and dramatics from 
Montclair University in 1969, fol- 
lowed by a masters in speech and 
language pathology from the Col- 
lege of New Jersey. She has gained 
a host of professional study certifi- 
cations including psycholinguis- 
tics and the neurology of human 
behavior from Harvard. 


Continued on page 46 


astic Surgery and 


wD 

* Thermage 
Revolutionary Non Surgical 
Skin Tightening Treatments 
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Fine Lines and Sun Damage 


e Laser Hair Removal - 
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ART FILM 


PREVIE 


LITERATURE eg DANCE DRAMA MUSIC 
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New World View ) 


Gallery 14 in Hopewell kicks off the new year 
with a shared show: ‘Panoramic Landscapes: 
The Arctic, Galapagos, and Spain,’ photos 

by David H. Miller, and ‘Faces of Laos,’ photos 
by Jim Hilgendorf. 


An opening reception takes place Friday, 
January 6, 6 to 9 p.m. Meet the photographers 
Sunday, January 8, 1 to 3 p.m. 609-333-8511. 


Pictured above: ‘Foggy Fjord, Norway,’ 
by David H. Miller. 
At left: ‘Igor Woman with Beads,’ 

by Jim Hilgendorf. For color photos see page 34. 


DAY-BY-DAY, JANUARY 4 TO 13 | 


Wednesday 


January 4 


Princeton Theological 
Seminary, Erdman Gallery, 609- 
497-7990. www.ptsem.edu. 
Opening reception for “Urban Ab- 
stractions,” an exhibition of gritty 
urban landscape inspired by the 
New Jersey Turnpike by painter 
Zenna Broomer. On view through 
February 10. 4:30 to 5:45 p.m. 


Chapin School, 4101 Princeton 
Pike, 609-924-7206. Opening re- 
ception for “Passion and Imagina- 
tion,” a show featuring colorful ab- 
stracts, landscapes, and “impas- 
to” technique paintings. On view 
to February 2. 5 to 7 p.m. 

Artists of Yardley, Caps Art Cen- 
ter, One South Delaware Avenue, 
Yardley, 215-321-0171. Meeting. 
7 p.m. 


Jack Shapiro Retrospective, 
Metuchen Art Works, 15 Station 
Place, 732-603-9299. www.- 
metuchenartworks.com. Opening 
reception for a 50-year retrospec- 
tive exhibit featuring the abstract 
expressionist paintings and al- 
abaster and bronze sculpture of 
New Jersey artist Jack Shapiro. 
Shapiro's work expresses his pro- 
found interpretation of photojour- 
nalism, abstract sculpture, paint- 
ings of still life, portraits, and non- 
objective arts. He credits his 
teacher, world-renowned sculptor 
and painter em ig Segal, as 
having a major influence on his 
work. The opening reception will 
also feature a musical program. 
The exhibit is on view through 
Sunday, January 29. 7 to 10 p.m. 


Art Exhibit, Small World Coffee, 
14 Witherspoon Street, 609-924- 
4377. Opening reception for an 
exhibit by comic strip artist and 
children's book illustrator Nim 
Ben-Reuven. A Princeton resi- 
dent he graduated from Princeton 
High School and Rutgers College. 


To List An Event 


ERLE LIE REESE: 

Send listings for upcom- 
ing events to U.S. 1 Preview 
ASAP (it is never too early). 
Deadline for events to ap- 
pear in any Wednesday edi- 
tion is 5 p.m. the previous 
Thursday. 

You can submit pressre- 
leases to us by E-mail at 
events@princetoninfo.com; 
by fax at 609-452-0033; or by 
mail to U.S. 1, 12 Roszel 
Road, Princeton 08540. E- 
photos (300 ppi or above) 
should be addressed to 
events@-princetoninfo.com. 

All events are subject to 
changes, sellouts, or cancel- 
lations. We suggest calling 
before leaving home. 


SCAR NNR NRE ENT 


Also on exhibit is the work of Rich 
Feldman, a cartoonist who has 
had his work published in several 
magazines and on greeting 
cards. On view through February 


7.7 to 10 p.m. See story page 32. 


Princeton Country Dancers, 
Suzanne Patterson Center, Mon- 
ument Drive, 609-683-7956. 
www.princetonol.com/groups/- 
ped. Contra dance. $7. 8 p.m. 


Simply Yoga, 4437 Route 27, 
Kingston, 609-252-0977. www.- 
meditationinnewjersey.org. Bud- 
dhist thought and meditation 
class with Kitt Randall. $10. 7:15 
to 8:45 p.m. 


Whisk & Spoon, Whole Foods 


Market, Windsor Green Shopping 


Center, West Windsor, 609-799- 
2919. www.wholefoodsmarket.- 


com. “Cooking Fundamentals: 
a and Stocks.” Register. $35. 
p.m. 


Cross Country Cooking, 
Grounds For Sculpture, 18 Fair- 
grounds Road, Hamilton, 609- 
689-1089. www.- . 
groundsforsculpture.org. Dinner 
features New England cuisine. 
Register. Dinner, $29.95: class, 
$69. 6:30 p.m. 


Gardens 


A New Jersey Christmas at Mor- 
ven, Historic Morven, 55 Stock- 
ton Street, Princeton, 609-924- 
8144. www.morven.org. Former 
New Jersey Governor's Mansion 
decorated for the holidays. Music 
and refreshments. Through Janu- 
me. Register. $5. 11 a.m. to 4 


Princeton Center for Yoga & 
Health, 50 Vreeland Drive, Suite 
506, Skillman, 609-924-7294. 
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www.princetonyoga.com. Free 
classes for first time visitors 
through Sunday, January 8. 9 
a.m. 


Ruth A. Golush, East Windsor, 
609-426-9693. Pi Gu for weight 
control. Register. $20. 10 a.m. 
and 7:30 p.m. 


Blood Drive, American Red 
Cross, 707 Alexander Road, 
Training Room, 800-GIVELIFE. 
www.pleasegiveblood.org. Walk- 
ins are welcome. Tuesday 
through Thursday, 12:30 to 7:30 
p.m.; Friday, 8 a.m. to 3 p.m.; Sat- 
urday, 7 a.m. to 2 p.m. 


History 


Guided Tour, Drumthwacket 
Foundation, 354 Stockton Street, 
609-683-0591. www.- 
drumthwacket.org. New Jersey’s 
official governor’s residence. 
Free with reservation. 10 a.m. to 
2 p.m. 


Family Theater 


Care Bears Live, State Theater, 
15 Livingston Avenue, New 
Brunswick, 732-246-7469. www.- 
StateTheatreNJ.org. “Caring and 
Sharing”. 7 p.m. 


Allan Vache Trio, Cornerstone 
Cafe and Bistro, 25 New Street, 
Metuchen, 732-549-5306. www.- 
cornerstonenj.us. Jazz. 7:30 p.m. 


Heroes Anonymous, Across the 
Board, and End of an Era, Con- 
duit, 439 South Broad Street, 
Trenton, 609-656-1199. www.- 
conduitmusic.com. $10. 8 p.m. 


Mercer County Democracy for 
America, Carli A. Fields Center, 
Olden & Prospect Avenue, 609- 
258-5494. Meeting of the grass- 
roots organization of volunteers, 
activists, and concerned citizens 
devoted to empowering New Jer- 


2-9 p.m. Mon-Fri. 
All Day Sat. & Sun. 
Good on Take-Out 


and Eat-In Only With Coupon. : 
Expires 1-31-06 : 


seyans to become involved in the 
democratic process. New mem- 
bers are welcome. Register. Free. 
7 p.m, 


Sports 


Sports Card Auction, RK Promo- 
tions, Brunswick Zone Bowling 
Lanes, Route 1 North, North 
Brunswick, 732-422-9365. www.- 
njsportspromotions.com. Free 
admission. 6 to 9 p.m. 


Art 


Winter Whites, Grounds For 
Sculpture, 18 Fairgrounds Road, 
Hamilton, 609-689-1089. www.- 
groundsforsculpture.org. Sally 
Davidson leads a four-session 
course to learn techniques for 
overcoming difficult photographic 
challenges presented by a winter 
landscape. ASLR or digital 35 
mm camera is required. Register. 
$75. 10:30 a.m. 


Film 


’ Trenton Public Library, 120 


Academy Street, Trenton, 609- 
392-7188. www.trenton.lib.nj.us. 
Screening of “Not One Less,” 
1999. Chinese with English subti- 
tles. Free. 6:30 p.m. 


Zonta Club of Trenton, Antonio’s 
Restaurant, Upper Ferry Road, 
West Trenton, 609-393-4928. 
www.zontatrenton.org. Annual 
Zonta International Strategies to 
Eliminate Violence Against 
Women program. “Trafficking of 
Women’ will be discussed. Regis- 
ter. $20. 6 p.m. 


‘Caring and Sharing’: 
The Care Bears come 
to the State Theater 
Wednesday, January 
4. 732-246-7469. 


Tom Rhodes, The Stress Facto- 
ry, 90 Church Street, New 
Brunswick, 732-545-4242. www.- 
stressfactory.com. $12. 8 p.m. 


Princeton Center for Yoga & 
Health, 50 Vreeland Drive, Suite 
506, Skillman, 609-924-7294. 
www.princetonyoga.com. Free 
classes for first time visitors. 9 
a.m. 


Family Theater 


Care Bears Live, State Theater, 
15 Livingston Avenue, New 
Brunswick, 732-246-7469. www.- 
StateTheatreNJ.org. “Caring and 
Sharing”. 10:30 a.m. and 7 p.m. 


Drama Talk 


McCarter Live, Princeton Public 
Library, 65 Witherspoon Street, 
609-924-9529. Director Gary Grif- 
fin and members of the cast pre- 
view Eugene O’Neill’s “A Moon for 
the Misbegotten” opening at Mc- 
Carter Theater. The American 
classic, set in a Connecticut farm- 
house in 1923, centers on Josie, a 
towering Irish woman with a quick 
tongue and a ruined reputation, 
her father, and his landlord and 
drinking companion. 7:30 p.m. 


Gary Griffin made his McCarter 
debut with “My Fair Lady.” He is 
the associate artistic director at 
Chicago Shakespeare Theater 
and directed the new musical of 
Alice Walker’s “The Color Purple” 
at Alliance Theater in New York 


City. 


Continued on following page 


FORRESTAL VILLAGE 
609-734-0900 Fax: 609-734-0910 


GOOD FOOD - GOOD PRICES 


Chicken Teriyaki & California Roll 
Chicken Ketsu & Beef Dumpling 


$5.49 
$5.99 


Scallop Teriyaki & Shrimp TeMpura.....ennnnm$6.49 


Tuna Boy Tuna Roll & 4-Pc. Tuna. 


$7.35 


Salmon Boy Salmon Roll & 4-Pc. Salmon ......$7.35 
FREE DELIVERY 


2-8:30 p.m. (Minimum order $15) - Lunch Delivery Please call by tam 


Store Hours: Mon-Sat. 10 am.-9 p.m. - Sunday 10 am.-6 p.m. 


Changhad Park 


Most Known & Authentic 
Chinese/Japanese Restaurant in NJ 


Rated Good by The New York Times’ 
Karla Cook 


“crabmeat with pork steamed buns...with one 
bite the hot broth is released and the tender 
dumpling wrapper is liquid luxury...order plenty. 
One friend reports she ate six by herself at one 
visit, and | don’t doubt it...Other dishes of interest: 
fried pork dumplings, barbecued spareribs, 
minced chicken wrapped in lettuce, cucumber 
with garlic, chicken with snow peas, squid with 
spicy pepper salt, whole fish with hot bean sauce, 
any vegetable, pork with cabbage and rice cake, 
Shanghai-style giant crab.” 


Princeton Shopping Center * 301 N. Harrison St. #33 
609-924-8001 * 609-924-6034 


Po ee ee ee ee ee ee ee 


10% OFF 3 
Take Out 
Until January 18 


Rae oe 


on 
AJIHEI Too 


Is Back! 


Thanks to our loyal patrons, 
Ajihei Too has returned to its original 
location following a brief break. 


Come taste the authentic Japanese cuisine 
that has won the recommendations 
of the New York Times and Zagat 2006. 


AJIHEI Too 


Japanese Gourmet Food 


235B Nassau Street 
609-688-8916 


AJIHEL 


Sushi Restaurant 


11 Chambers Street 
609-252-1158 


Sina alma 


The Finest Cuisine of Spain and Portugal 


Lunch - Spanish & Portugese Buffet 
All-You-Can-Eat - $9.95/person 


Dinner & Lunch Packages 
Available for Any Size Parties 


Starting at $16.95/person 
Regular Menu available « Call for Information 


Flamenco Dancing 
Ist & 3rd Wednesday of every month. 
Reservations required. 


wrt te ee ee ee ee ee ee 


511 Lalor Street, Hamilton Township 609-396-8878 


AA 
ViaiOl 


www.malagarestaurant.com 
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46 Yard Road 
Penningtan, NI 08534 


Toll free 
(866) 9OVV-Wine 


Now Open 7 Days 


Mon.-Sat. 
Mon.-Sat. 


Lunch 11am-4pm 
Supper 5-10pm 


Sunday 
Sunday 


Brunch 9am-2pm 
Supper 4-9pm 


Late night menu available 


Along with our regular Tavern menu 
items, we serve daily specialties 
Monday Prime Rib 
Tuesday Pot Roast 
Wednesday Osso buco 
Thursday Roasted Half Chicken 
F Friday Fish & Chips 
‘| Sunday Roasted Turkey Supper 


Entertainment Wednesday 
& Thursday Nights 


Limited space available for 
meetings and private parties 


Whitlock Tavern 

375 Georges Road 
Dayton, New Jersey 08810 
Phone: 732.274.2200 
Fax: 732.274.0329 


THe Area's Finest CHINESE RESTAURANT 


Tel (609) $20 -1881 


15 Farder Rd., Princeton, NJ 


Come for a Great Meal 
at Sunny Garden 


Gourmet Chinese & Thai Cuisine 
and Creative Fresh Sushi 
for All Occasions 


Tuesday Nights - Live Jazz 


609.520.1881 
SunnyGarden.net 


Continued from preceding page 


Live Music 


Soulful Happy Hour, Conduit, 
439 South Broad Street, Trenton,. 
609-656-1199. www.- 
conduitmusic.com. $5. 5 p.m. 


Outdoor Action 


Winter Walks, Plainsboro Recre- 
ation Park Ranger Division, 
Plainsboro Preserve, 80 Scotts 
Corner Road, 609-897-7844. 
www.plainsboronj.com. Join the 
park rangers for a walk to enjoy 
the sights and sounds of winter 
time at the preserve. Register. 
Free. 8 to 10 a.m. 


Drinking Liberally, Annex 
Restaurant 128 Nassau Street, 
Princeton. www.drinkingliberally.- 
org. Drop-in for get together host- 
ed by Juan Melli, Joshua Weitz, 
and Frances Schendle. 7 p.m. 


Yardley Singles, Lambertville Sta- 
tion. 11 Bridge Street, Lam- 
bertville, 215-736-1288. www.- 
yardleysingles.org. Happy hour 
for singles 35 plus. 6 p.m. 


55-Plus, Jewish Center of Prince- 
ton, 435 Nassau Street, 609-737- 
2001. www.princetonol.com. “The 
Role of Shame and Guilt in Men- 
tal Health” presented by Michael 
Lewis, director of the Institute for 
the Study of Child Development 
at Robert Wood Johnson Medical 
School. He is author of “Social 
Cognition and the Acquisition of 
Self’ and “Children’s Emotions 
and Moods.” 10 a.m. 


January 6 


Piano Teachers’ Forum, Jacobs 
Music, Route 1, Lawrence, 609- 
587-8313. “How to Motivate Stu- 
dents” presented by Joseph 
McBride. $10. 9:30 a.m. 


Proof of the Pudding, Bucks 
County Performing Arts 
Center, 1100 Edgewood Road, 
Yardley, PA, 215-493-3010. 
Women’s a cappella group from 
Yale University. $8. 7:30 p.m. 


Epiphany Concert, 
New Jersey Gay 
Men’s Chorus, 
Emanuel Evangeli- 
cal Lutheran 
Church, Corner of 
New and Kirkpatrick, 
New Brunswick, 
609-396-7774. 
www.njgmc.org. 
Concert will include 
Conrad Susa’s “Car- 
ols and Lullabies: 
Christmas in the 
Southwest’. Recep- 
tion to follow. Snow 
Date: January 13. 
$10. 8 p.m. 


New York Philhar- 
monic, New Jersey 
Performing Arts 
Center, Prudential 
Hall, Newark, 888- 
466-5722. www.- 
njpac.org. Lorin 
Maazel conducts 
Wagner, Walton, 
and Sibelius. Cana- 
dian violinist James 
Ehnes is soloist. $27 
to $92. 8 p.m. 


Golden Age Collec- 
tion, New Jersey 
Symphony Or- 
chestra, Richard- 
son Auditorium, 
Princeton University, 800-ALLE- 
GRO. www.njsymphony.org. 
Douglas Boyd conducts a pro- 
gram to showcase the orchestra’s 
collection of historic string instru- 
ments. Music by Corelli, Tippett, 
Respighi, Rossini, and Vivaldi. 
Featured musicians include 
Francine Storck, violin; Rebekah 
Johnson, violin; and Carole Whit- 
ney, cello. $20 to $75. 8 p.m. 


Orrin Star and Bill Griese, Folk 
Project, Morristown Unitarian 
Fellowship, 21 Normandy Heights 
Road, Morristown, 973-335-9489. 
www. folkproject.org. $7. 8 p.m. 


Art 


Montgomery Center for the Arts, 
124 Montgomery Road, Skillman, 
609-921-3272. www.- 
montgomerycenterforthearts.org. 
First day for “New Jersey’s 
Changing Face.” Opening recep- 
tion Sunday, January 8, 2 to 4 
p.m. On view through February 5. 
10 a.m. 


Silva Gallery of Art, Pennington 
School, 112 West Delaware Av- 
enue, Pennington, 609-737-8069. 
www.pennington.org. Opening re- 
ception for “Surf and Turf...and 
Concrete,” a solo show of works 
by Ken Mcindoe from 6 to 8 p.m. 
Gallery talk at noon. On view 
through January 28. Noon. 


& 


Joanne Dailey, LCSW 


166 Bunn Drive « Suite 101 « Princeton * New Jersey 08540 


609-683-0002 


Depression 
Anxiety 
Sexual Trauma 


; 


“4 


THERAPY FOR WOMEN 


Problems in Relationships 
Dependence 


Life Transitions 
Marriage + Divorce + Career 


“\ Ms. Dailey, a Princeton psychotherapist 
®% | for 20 years, offers psychotherapy focusing 
*3/} on emotional expression, mind/body 
- WP / integration, linking the past with the 
* Boe /4 present, and moving toward wholeness. 


What Exit? An opening recep- 
tion for ‘Urban Abstractions,’ an 
exhibiton of gritty urban land- 
scapes inspired by the New Jer- 
sey Turnpike by painter Zenna 
Broomer is Wednesday, Janu- 
ary 4, at Princeton Theological 
Seminary’s Erdman Gallery. 
609-497-7990. On view through 
Friday, February 10. ‘The Box,’ 
at left; ‘City Street,’ below. 


Montgomery Center for the Arts, 
124 Montgomery Road, Skillman, 
609-921-3272. www.- 
montgomerycenterforthearts.org. 
First day for “Art of Science” exhi- 
bition. On view through February 
12.1to4p.m. 


Gallery 14, 14 Mercer Street, 
Hopewell, 609-333-8511. www.- 
photosgallery14.com. Opening 
reception for shared show “Faces 
of Laos,” Jim Hilgendorf, and 
“Panoramic Landscapes: The 
Arctic, Galapagos, and Spain,” 
David H. Miller. Meet the photog- 
raphers on Sunday, January 8, 1 
to 3 p.m. On view through Febru- 
ary 5. 6 to 9 p.m. 


You’re a Good Man, Charlie 
Brown, Kelsey Theater, Mercer 
County Community College, 
1200 Old Trenton Road, 609-584- 
9444. www.kelseytheatre.net. 
Opening night for the newly-re- 
vised version of the musical 
chronicling a day in the life of 
Charlie Brown. The 21 new 
scenes and a revitalized score 
captures Valentine's Day, base- 
ball season, Lucy as a psychia- 
trist, Schroeder on piano, kite fly- 
ing, book reports, and Snoopy's 
adventures. Reception follows 
the performance. Through Janu- 
ary 15. $16. 8 p.m. 


The musical was first produced 
on Broadway in 1967. A major re- 
vival was undertaken in 1999 by 
composer and lyricist Andrew Lip- 
pa and director Michael Mayer. 
Comic strip creator Charles 
Schulz approved of the 21 added 
scenes, and the 17 deleted ones. 
Seven of the original 14 songs 
were revised and two new ones 
were added. This is the debut of 
the production at Kelsey Theater. 


Squabbles, Off-Broadstreet 
Theater, 5 South Greenwood Av- 
enue, Hopewell, 609-466-2766. 
www.0off-broadstreet.com. Come- 
dy about a writer of advertising 
jingles married to a lawyer, her fa- 
ther, and his mother — all under 
the same roof. Through Saturday, 


January 21. $23.75 to $25.25. 8 
p.m. 


® 


U.S. 1 25 


JANUARY 4, 2006 


‘McCarter Live at Princeton Public Library’: 
Gary Griffin, right, will direct ‘A Moon for the Mis- 


begotten’ the American classic by Eugene O’Neill, 
above, at McCarter Theater, opening Friday, Jan- 
uary 20. On Thursday, January 5, Griffin and cast 
members will give a preview talk at the library on 
Witherspoon Street. 609-924-9529. 
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Dancing 


Lambertville Country Dancers, 
St. Andrew’s Church, 50 York 
Street, Lambertville, 215-348- 
8471. www.lambertville- 
countrydancers.org. English 
country dance. $8. 8 p.m. 


Comedy Clubs 


Jackie Kashian and Eric 
Tartaglione, Catch a Rising 
Star, Hyatt Regency, 102 
Carnegie Center, 609-987-8018. 
www.catcharisingstar.com. Com- 
edy. Reservation. $15. 8 and 
10:30 p.m. 


Tom Rhodes, The Stress Facto- 
ry, 90 Church Street, New 
Brunswick, 732-545-4242. www.- 
stressfactory.com. $12. 8 p.m. 


Health & Wellness 


Princeton Center for Yoga & 
Health, 50 Vreeland Drive, Suite 
506, Skillman, 609-924-7294. 
www.princetonyoga.com. Free 
classes for first time visitors. 9 
a.m. 


West Windsor Senior Center, 
609-799-9068. Nutrition lecture. 
Register. Free. 1 to 3 p.m. 


Healing Through Creativity, 
Breast Cancer Resource Cen- 
ter, Bramwell House, YWCA 
Princeton, 609-497-2100. www.- 
yweaprinceton.org. Unveiling of 
the final projects of the last class 
resulting in papier mache torsos, 
each a unique work of art repre- 
senting one woman’s personal 
experience with breast cancer. 
5:30 p.m. 


introduction to Healing Herbs, 
Center for Relaxation and Heal- 
ing, 666 Plainsboro Road, Suite 
348, Plainsboro, 609-750-7432. 
www.relaxationandhealing.com. 


SENS 


Overview of commonly used 
herbs and healing properties. 
Register. $35. 7 p.m. 


Demonstration Class, Music To- 
gether, Kathleen Academy of 
Dance, 411 Route 206, Hillsbor- 
ough, 609-924-7801. Sample a 
music and movement class for 
newborn to kindergarten. Regis- 
ter. Free. 9:30 a.m. 


Family Theater 


Care Bears Live, State Theater, 
15 Livingston Avenue, New 
Brunswick, 732-246-7469. www.- 
StateTheatreNJ.org. “Caring and 
Sharing’. 2 and 7 p.m. 


Live Music 


Steve Turre Quartet, Corner- 
stone Cafe and Bistro, 25 New 
Street, Metuchen, 732-549-5306. 
www.cornerstonenj.us. Jazz. 
7:30 p.m. 


Steven Gellman, Trenton Gay 
and Lesbian Civil Association, 
Cafe Ole, 126 South Warren 
Street, Trenton, 609-396-2233. 
www.tgica.com. Coffeehouse so- 
cial. $5. 7:30 p.m. 


McGoldie Wilson, Swashbuckle, 
Silent Type, and Half the Battle, 
Conduit, 439 South Broad Street, 
Trenton, 609-656-1199. www.- 
conduitmusic.com. $10. 9 p.m. 


Keith Monaccio and April Smith, 
The 449 Room, 449 South 
Broad, Trenton, 609-989-7777. 
www.449room.com. Singer song- 
writer showcase. $5 cover. 9 p.m. 


GRAND OPENING 


IN SOUTH BRUNSWICK 


Waterfowl Migration, Plainsboro 
Recreation Park Ranger Divi- 


sion, Plainsboro Preserve, 80 
Scotts Corner Road, 609-897- 
7844. www.plainsboronj.com. 
Join the park rangers as they set 
up temporary blinds to observe 
waterfowl. Photographers wel- 
come. Through January. Free. 6 
a.m. and 6 p.m. 


Divorce Recovery Support 


Group, Princeton Church of 
Christ, 33 River Road, Princeton, 
609-581-3889. Open discussion. 
Free. 7:30 p.m. 


SingleFaces, Clarion Hotel, 515 


Route 1 South, Iselin, 732-345- 
9900. Dance. $12. 9 p.m. 


Sports 


Princeton Hockey, Baker Rink, 
609-258-3538. www.GoPrince- 
tonTigers.com. Yale. 7 p.m. 


Saint Paul’s Episcopal Church, 


East Oakland Avenue, 
Doylestown, PA, 215-348-5511. 
www.stpaulsdoylestown.org. 
Solemn Evensong and Benedic- 
tion and an organ recital. 5 p.m. 


Continued on following page 


Lunch Buffet Starting 


12/20/05 


Mon-Fri(11:30-3:00) Adult $7.50 Kids $4.25(7 years/under) 


Book Your Hoilday Parties 
>Business 

>Corporate Events 
>Family 


10% Off 


Take-Out Only 


Chinese Japanese Thai 


Always Something New 


4095 U.S.1 Suite 28 


South Brunswick,NJ 08852 
(south Brunswick Square Mall) 


(732)355-1919 


ICHIBAN 


JAPANESE CUISINE. 


Take Out 


Catering 


Over 25 Lunch Specials from $5.5 0 


Chef's Daily Specials 
Limited Orders Available 


66 Witherspoon St., Princeton 


Across from the Princeton Public Library 


609-683-8323 Open 7 Days 


Your silent partner... 


Me , 
Sum in 
quality corporate catering 


since 1984 — princeton — 609.921.2777 
www.mainstreetcatering.com 


‘Tre 


-~ 
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CERRE ee ore 
Ristorante 

* * * * 
Itafian-Mediterranean Cuisine 


“We are authentic sf true to the old world style, but use ingredients 
that are produced locally.” ~ Chef/Owner Jim Weaver 


Fine Dining © Bistro * Banquets for All Occasions 
Award-winning Wine List 


Located in 


The Forrestal Village 
609-452-1515 


www. trepiani.com 
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& New Jersey's _Savorite 


—/ndian Cuisine Zestaurant 


PALACE Eo ASIA (y 


~Spectacularly designed S> decorated, 
Palace of Asia promises 
to surround you in Good Yaste! 
Ciur mission is to make every 


Mew cerseyan proud 
to be our neighbor in the community. 


BSS 
Join us for Luncheon or Dinner 
and kindle the untque taste of 
Indtan Cutstne. 


“f 


Be 
For More Please visit our webstte: 
www palace-of-asia.com or call 609-689-1500 for reservations 
540 Lawrence Square Blvd. South, 
corner of Quakerbridge Road Lawrenceville, New Jersey 


COUPON 


| NEW! CAFEJO PERSONAL SINGLE 
. CUP COFFEE BREWER 


i 

| 

* 13 Varieties of Coffee Pods i 

mm ° A Perfect Cup of Coffee in 30 seconds t 

fm ° lea and Hot water available j 
* 20% less expensive than other single cup systems 

=f 

ht 

1 


¢ STARBUCK’S 
and WAWA Available 
¢ FLAVORED GOURMET ~ 


COFFEES Rape ' 


FREE DELIVERY 
Bevérage ; 


00-698-6656 * 215-943-5977 


° New York Chinatown style 


¢ Owner Has 25 Years Experience 
¢ Dine in the Warm Ambiance of Our 


(up to 160 persons) 
¢ Off-Premise Catering Available 
Call for details 


Eat In only 


Dinner. | 
, cet 2nd Dinner 2-Price*.\ 


* with coupon. Equal or lesser value. Expires 1/18/06. 
J = ee 


Expires 1/18/06. 


Continued from preceding page 


Authentic Chinese Decor & Cozy Atmosphere 
¢ Party Room Available for Special Occasions - 


With Coupon 


50% Off | 20% Off 


| 

I 

I 

I 

All Party Catering i 
& Delivery. ; 
a 


2022 Nottingham Way (Rt. 33 W), Hamilton, N.J. 
(4 miles from Rt. 1 & 295 - Exit 63 to 33 W., “%-mile on right) 
609-890-7600 © 609-890-7758 © Fax: 609-890-8797 


Jazz & Blues 


Tony Mennella and Dick 
Braytenbah Trio, Hopewell 
Bistro, 15 East Broad Street, 
Hopewell, 609-466-9889. www.- 
hopewelivalleybistro.com. Sina- 
tra-style vocals. $15 minimum. 7 
p.m. 


World Music 


Inca Son, New Jersey Perform- 


ing Arts Center, Victoria Theater, 


Newark, 888-466-5722. Andean 
and Peruvian music and dance 
troupe mixes traditional music 
and dance from the from the An- 
dean Mountains and Latin Ameri- 
ca in honor of Three Kings Day. 
$19. 2 p.m. 


Art 


Jan Lipes 2006, Gratz Gallery, 
30 West Bridge Street, New 
Hope, 215-862-4300. www.- 
gratzgallery.com. Preview recep- 
tion for “Jan Lipes 2006,” his fifth 
annual exhibit featuring all new 
work by the Bucks County 
painter. Valet parking. Snow date, 


Sunday, January 8, 3 to 6 p.m. On 


view through February 12. 6 to 9 
p.m. 


You’re a Good Man, Charlie 
Brown, Kelsey Theater, Mercer 
County Community College, 


1200 Old Trenton Road, 609-584- 


9444. www.kelseytheatre.net. 
Musical. $16. 8 p.m. 


Squabbles, Off-Broadstreet 
Theater, 5 South Greenwood Av- 
enue, Hopewell, 609-466-2766. 
www.off-broadstreet.com. Come- 
dy. $23.75 to $25.25. 8 p.m. 


Dancing 
Procrastinator’s Ball, Jersey 


Jumpers, Unitarian Church, 50 
Cherry Hill Road, 609-945-1883. 


Retrospective Exhibit: A 50-year retrospective 
of New Jersey artist Jack Shapiro, featuring ab- 
stract expressionist paintings and alabaster and 
bronze sculpture, opens with a reception 
Wednesday, January 4, 7 to 10 p.m., at Metuchen 
Art Works, 15 Station Place, Metuchen. 732-603- 
9299. Above: ‘Paul Robeson.’ 


www.jerseyjumpers.org. Lessons - 


in merengue followed by Latin 
dance with Banda Atomic. $15. 
7:30 p.m. 


Literati 


Classics Used and Rare Books, 
117 South Warren Street, Tren- 
ton, 609-394-8400. Trivial Pur- 
suit, Who Wants to be a Mil- 
lionare? The 100 Greatest Books 
Project is sponsoring One Tren- 
ton One Book in 2006 based on a 
master list of the 100 greatest 
books as chosen by Classics cus- 
tomers, Trenton residents, writing 
groups, and book clubs. Noon. 


Comedy Clubs 


Jackie Kashian and Eric 
Tartaglione, Catch a Rising 
Star, Hyatt Regency, 102 
Carnegie Center, 609-987-8018. 
www.catcharisingstar.com. Com- 
edy. Reservation. $15. 8 and 
10:30 p.m. 


Tom Rhodes, The Stress Facto- 
ry, 90 Church Street, New 
Brunswick, 732-545-4242. www.- 
stressfactory.com. $12. 8 p.m. 


History 


Annual Colonel Hand March to 


Opens 11-9 pm 


GREAT News For New Jersey 
Now In North Brunswick 


BREE PHO 


Best Vietnamese Restaurant 
Serving Fine Asian Cuisine 


¥ Legendary Appetizers - Fresh Summer Rolls & Crispy 
Spring Rolls 

¥ Finest Home Made Chicken & Beef Soups 

Y Tasty Grilled Chicken, Pork, Shrimp & Beef Dishes 

Y Great Vegetarian Dishes 

V Refreshing Desserts, Iced Coffee, Bubble Tea and more 


Catering & Parties Welcome 


Conveniently located in North Brunswick NJ 
(Off Rt.1 & Aaron Rd.- Next to G.S Farm Market)) 


1000 Aaron Road, North Brunswick, NJ 08902 
Tel: (732) 821-2133 (732) 821-8983 


Closed Monday 


VISA / MC Accepted. 


a 
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Trenton, Lawrence Histor- 
ical Society, Lawrence 
Township Municipal Build- 
ing, 609-895-1728. www.- 
thelhs.org. Historical reen- 
actment begins at the town- 
ship municipal building and 
travels along historic Route 
206 to Mill Hill Park in Tren- 
ton. Free. 10 a.m. 


Students 18 and under may 
earn a patch when they join 
in to trace the six-plus mile 
battle route into Trenton. 
Van transportation back to 
the municipal building pro- 
vided. Call the recreation 
department at 609-844- 
7067 for information. 


Food & Dining 


Winter Foodways, Johnson 
Ferry House, Washington 
Crossing State Park, 609- 
737-2515. Food historian 
Mercy Ingraham presents class. 
Register. $38. 10 a.m. to 4 p.m. 


Whisk & Spoon, Whole Foods 
Market, Windsor Green Shop- 
ping Center, West Windsor, 609- 
799-2919. www.wholefoods- 
market.com. “The Ultimate Com- 
fort Foods.” Register. $30. 11 
a.m. 


Health & Wellness 


Tai Chi, West Windsor Senior 
Center, 609-799-9068. Free. 
8:30 a.m. 


Princeton Center for Yoga & 
Health, 50 Vreeland Drive, Suite 
506, Skillman, 609-924-7294. 
www.princetonyoga.com. Free 
classes for first time visitors. 9 
a.m. 


Help with Difficult New Year 
Resolutions, New Jersey Self- 
Help Group Clearinghouse, Ra- 
mada Inn, Route 1 South, South 
Brunswick, 800-367-6274. www.- 
selfhelpgroups.org. “Self-Help 
Groups for Recovery From Addic- 
tions” features a variety of addic- 
tion support groups and family 
support groups. “Keys to Success 
in Overcoming an Addiction” pre- 
sented by Dr. Mark S. Woodford, 
president of the New Jersey As- 
sociation of Alcoholism and Drug 
Abuse Counselors. 10 a.m. 


History 


Brearley House Tour, Lawrence 
Historical Society, Meadow 
Lane, Lawrenceville, 609-895- 
1728. www.thelhs.org. Tour the 
restored 1761 eight-room Geor- 
gian style brick farmhouse. Free. 
10 a.m. to noon. 


Tower Tour for Families, Fonthill 
Museum, East Court Street and 
Swamp Road, Doylestown, 215- 
348-9461. Explore the winding 
passages of Fonthill and learn 
about the life of Henry Mercer 
through stories, objects, and 
prints. Children must be over 5 
and able to climb steep stairs. $9. 
10:30 and 11:45 a.m. 


World Dance for Kids, Drum & 
Dance Learning Center, Bar- 
racks Trading Post Plaza, Route 
206 and Elizabeth Street, Bor- 
dentown, 609-324-7383. www.- 
drumdancecenter.com. Explo- 
ration of dance and music from 
West African, Brazil, the 
Caribbean, Spain, Turkey, and 
the Middle East. For ages 7 to 12. 
Register. 9:45 a.m. 


Kids Music Round, Harmony 
School, Forrestal Village, Plains- 
boro, 609-333-0100. Winter ses- 
sion of parent-child music pro- 


Folk Music: Orrin 
Star will flatpick on 
guitar and mandolin, 
Friday, January 6, at 
the Minstrel Coffee 
House, Morristown 
Unitarian Fellowship, 
21 Normany Heights 
Road, Morristown. 
973-335-9489. 


Making the Grade, Mercer Coun- 
ty Community College, West 
Windsor, 609-586-9446. www.- 
mecc.edu. For high school stu- 
dents ages 14 to 18. $40. 10 a.m. 


Barnes & Noble, MarketFair, 
West Windsor, 609-716-1570. 
www.bn.com. “Magic Storytime” 
by Carl Heron. 11 a.m. 


Colonial Kids, William Trent 
House, 15 Market Street, Tren- 
ton, 609-989-3027. www.- 
williamtrenthouse.org. Hands-on 
activities for children aged 6 to 11 
including quill pen writing, toys 
and games, and scented sachet 
making. Children must be accom- 
panied by an adult. Children $1; 
Adults $2.50. 12:30 to 2 p.m. 


Family Theater 


Care Bears Live, State Theater, 
15 Livingston Avenue, New 
Brunswick, 732-246-7469. www.- 
StateTheatreNJ.org. “Caring and 
Sharing.” 10:30 a.m. and 2 p.m. 


Live Music 


William Daab, Java Moon Cafe, 
4110 Quakerbridge Road, Law- 
renceville, 609-275-7447. Jazz 
guitar. 6:30 to 9:30 p.m. 


Yomo Toro, Conduit, 439 South 
Broad Street, Trenton, 609-656- 
1199. www.conduitmusic.com. 
$25. 8 p.m. 


The Lounge, The 449 Room, 449 
South Broad, Trenton, 609-989- 
7777. www.449room.com. DJ 
Ramzee spinning for ages 30 and 
older. 10 p.m. 


Outdoor Action 


Freezing Cold Hash Run, Rum- 
son Hash House Harriers, 2053 
Woodbridge Avenue, Edison, 
732-572-0500. Non-competitive 
four to six-mile group run in Edi- 
son woods on an off-road course 
laid out with baking flour through 
woods, grass, swamp, and 
marsh. No fee, no awards, no 
recorded times. Asense of humor 
is a must. Must be over 21 to par- 
ticipate. 10:17 a.m. 


gram begins. Register. 10 a.m. Continued on page 34 
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Fresh Made To Order Sushi 


Freshness is what matters in Sushi. 
Comparable in quality & freshness to the 
finest restaurants in the areéa. 


Take-out & Catering 
Service Available. 


Teriyaki Boy cant be beat for its combination of 
well-prepared food and inexpensive prices. 
Princeton Living 


over 20 SUSHI selections from $5 29 


Choose from Teriyaki, Tempura, Udon or Combos & Platters. 


All food is cooked 
to order in 100% vegetable oil. 


MARKETFAIR 


609-897-7979 Fax: 609-897-1204 


Mon-Thurs. |0am-9pm, Fri-Sat |0am-!0pm, Sun | lam-7:30pm 


All TVs & Appl 
Washers/Drye 


Ranges 


Refrigerators 


*Excludes UMRP Models By Dacor, Viking, 
Thermador, Gaggenau, Neptune, Fisher Paykel 


Mrs.G TV and Appliances 


January Inventory 


Clearance Sale 


Sale Ends Sun., Jan. 15th 


12 Months** 


¢ No Payments 
¢ No Interest 


Select Brands 


& Products 
Valid Till 1/15/06 Only 


(For qualified credit customers.) 


Full Details in Store 


WE GUARANTEE LOWEST PRICE* 
FAST DELIVERY * GREAT SERVICE 
*From any local authorized dealer 


**Minimum purchase of $399 (net sell price) to Qualify, 
once qualified any other items can be added. 


™ Lawrenceville™ NJ/™ 
For Info Call (609) 882-1444 


s2S.com 
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Family Owned & Operated for 3 Generations 
Open Daily: Sun 11-5, M-F 9-9, Sat 9-6 
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Start at 
Around $1 Day! 


Get Clean, Fresh, 
Filtered Water with None 
of the Hassles of Bottled Water 


All prices include installation 
Multiple unit discount available 


Call Today 
for a Free 2-Week Trial 


www.smartwatercooler.com 


SMART Gs WATER 


Water Coolers Water Filter Systems 


a 
732-821-9458 


or email: info@smartwatercooler.com 


As cited in 


The New York Times 


MADDALENA 


“Siroka does a first-rate job of 
crystallizing the greed, betrayal, 
and passion of Renaissance Rome.” 

- Historical Novels Review 


Available at Image Arts, 


Barnes & Noble, Borders 
& local book stores. 


JUNCTION 
BARBER SHOP 


EVA JANA SIROKA 


33 Hightstown Rd., Princeton Jct. 
ELLSWORTH’S CENTER (Near Train Station) 


Hrs: Tues - Fri: 10am - 5:45pm 609-799-8554 


Sat: 8:30am - 2:30pm 


Review: ‘A Touch of the Poet’ 


he year 1s 1828. There 
are no paying customers as yet in 
the dimly-lit dining 
Melody’s rustic rundown tavern, a 
few miles outside of Boston. A lone 
seated man is playing the Uilleann 
pipes. The plaintive melody gradu- 
ally becomes more insistent and 
aggressive, and we hear, as in a dis- 
tant memory, the beating of a regi- 
mental drum, the whinnying of 
frightened horses amid the clatter 
of battle. The short prelude stirs the 
soul just enough to feel the pres- 
ence of a former glory that has not 
been allowed to dissipate, but re- 
mains as a constant in the ether of 
the tavern and in the illusions of its 
owner Cornelius Melody (Gabriel 
Byrne). It is a glory that permeates 
“A Touch of the Poet,” the only 
play of his planned 11-part Ameri- 
can history cycle that Eugene 
O’Neill managed to complete. 
Born into wealth in the old coun- 
try, Con is a continually drunk ex- 
Irish officer in Wellington’s army 
who suffered a disgrace while serv- 
ing in the Peninsula Wars. His im- 


’ migration to the new world has 


forced on him a life he cannot iden- 
tify with or make a success. He has 
come to America with his wife, No- 
ra (Dearbhla Molloy), and daugh- 
ter, Sara (Emily Bergyl), only to fall 
upon hard times when his remote 
tavern fails to attract customers. 
Unable to cope with his loss of 
prestige and honor, he nevertheless 
strides about the tavern in his bright 
red military garb, pompously con- 
fusing his dreams of the past with 
the sad facts that define the present. 
Unable to show any love for Nora, 
his doting, supportive, hard-work- 
ing peasant wife, he instead con- 
stantly assails her. 

He berates his daughter for 
wanting to marry a young gentle- 
man of means but is incensed when 
the boy’s parents make an offer of 
cash to prevent the wedding. For 
her part, Sarah scornfully rebukes 
her father for his failure to face re- 
ality. The principal conflict occurs 
when Sara falls in love with Simon, 
the well-to-do American who has 
fallen ill and remains unseen in an 
upstairs bedroom. Con takes of- 
fense to the negative response by 
Simon’s parents, notably his moth- 
er (Kathyrn Meisle), and the fami- 
ly attorney (Nicholas Gadsby), and 
effects-a revenge that turns out a bit 
differently than he expects. 


room of 


This exemplary, beautifully 
staged and acted revival, under the 
direction of Douglas Hughes, 
comes close on the heels of the 
well-received “A Moon for the 
Misbegotten” (produced during 
the 2000 season), and a lot of cred- 
it must go to the dynamic portray- 
als by Byrne, the star of both. 

As much as the late Jason Ro- 
bards distinguished himself as the 
definitive O’Neill interpreter, may 
I respectfully submit that Byrne is 
picking up the mantle with authori- 
ty, presence, and perhaps even a bit 
more panache. It is the lightness of 
touch that Byrne weaves through- 
out his character’s otherwise melo- 
dramatic excesses that validates 


Gd 
Gabriel Byrne re- 
mains in total control 
while he maneuvers 
in and out of every 
port of dreams. 


those who consider the play, in part 
as a parody of “The Count of Monte 


Cristo,” the vehicle that supported - 


Eugene’s father, James O’Neill, 
throughout his career. 


[. “Poet” Eugene O’ Neill inte- 
grates generosity and selfishness, 
as only the Irish-American master 
of epoch-scaled blarney could do. 
In doing so, he creates a classically 
structured portrait of a family 


bound by a love-hate relationship. 


Although the play needed neither 
flowery lyricism nor desperate 
dramaturgy to reveal itself as a 
closer look at the inner O’Neill, it 


“TRY-IT-OUT FIRST” 


and stay for a week to a month in one of our 


FURNISHED SUITES 


get to know our residents and feel the warmth and friendliness of 


BUCKINGHAM PLACE 


for yourself! 


Try-it-out first daily fees from $130/day 


155 Raymond Road ¢ Princeton 


732-329-8888 


www.buckinghamplace.net 


DLACE 


Providing Assisted Living with Excelleace 


Capturing O’Neill: 
Dearbhla Molloy and 
Gabriel Byrne. 


is nevertheless generously full of it 
and happily so. 

Boring moments exist in all 
O’Neill plays, but in “A Touch of 
the Poet” they seem to disappear 
quickly. The slow and methodically 
crafted story cleverly exposes the 
almost humorous contradictions of 
Con’s behavior. In this well-cast 
and excellently staged production 
the wordiness and flaws so often 
noticed in O’Neill’s plays are al- 
most instantly forgotten. 

Notwithstanding the contribu- 
tion of director Hughes for bringing 
nuance and detail, relevance and 
clarity to this play, there is much to 
say about the superior quality of the 
performances. All reflect the oblig- 
atory melodramatics even as we re- 
spond to the humor. That there will 
always be room made in an O’ Neill 
play for a few drunken incoheren- 
cies and a certain amount of vague 
motivation doesn’t disturb the ma- 
turing O’Neill’s complex consider- 
ation of Con. 

Byrne stunningly brings into 
perspective Con’s world of self- 
delusion and introspective digres- 
sions into the past, often while gaz- 
ing narcissistically into a mirror 
and reciting poetry. He alternates 
this without a missed beat with the 
bombastic and arrogant verbal 
abuse of his wife and daughter. It is 
a feat that Byrne pulls off brilliant- 
ly through a finely-tuned brogue. 
He never allows Con to become 
despicable or unsympathetic. His 
drunkenness never becomes a 
crutch, but an anchor he could drop 
at will. He remains in total control 
while he maneuvers in and out of 
every port of dreams. Humiliated 
at a duel of honor, Con loses the 
last vestiges of his dream world 
and seeks final refuge with his 
cronies at the bar (excellently por- 
trayed by Daniel Stewart Sherman 
and Byron Jennings, Ciaran 
O’Reilly and Randall Newsome). 

Bergyl is marvelously feisty as 
the strong-willed daughter, Sarah, 
but she also earns our attention 
with a wide range of emotions that 
could, when necessary, be un- 
leashed with hurricane force. As 
Nora, Molloy poignantly reveals a 
woman who could love for its own 
sake but never be totally shattered 
by its frustrations. Meisle affects a 
coyly insinuating layer to her per- 
formance as Simon’s mother, 
whose proprieties are momentarily 
shaken by the charismatic Con. 
Beautifully designed (setting and 
costumes) by Santo Loquasto, this 
dramatically harmonious, im- 
mensely humorous production is a 
splendid and welcome addition to 
the Broadway season. *%okOK% 


— Simon Saltzman 


‘A Touch of the Poet,’ through 
Sunday, January 29, Roudabout at 
Studio 54, 254 West 54th Street. 
$26.25 to $86.25. 212-719-9393. 
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The Highs (and 


Lows) of New York Theater in 2005 
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here is no certainty that attending 
musicals and plays will effectively change 
an individual, society, or the world-at-large 
for the better. But the one thing I am certain, 
as the year 2005 comes to a close on Broad- 
way and Off Broadway, is that “stuff hap- 
pens.” It happens that this was one of the best 
theater years in memory. 

As is my prerogative, my list of 10 best 
will take into consideration both Broadway 
and Off Broadway productions — specifi- 
cally 37 on Broadway and 63 off-Broadway, 
the total of 100 I attended during the year. I 
find it obligatory to have an honorable men- 
tion list, as there are just too many fine shows 
that need to be acknowledged and that have 
contributed to one of the best theater years in 
memory. And there was no way I could resist 
the impulse to include a list of dishonorable 
mentions, not to gloat but to remind myself 
— using the words of Cornelius Melody in 
Eugene O’Neill’s play, ““A Touch of the Po- 
et,” in response to the news that Andrew 
Jackson is running for president — “Every- 
where the scum is rising to the top.” 

It is pertinent to note that seven of my 10 
best of 2005 were produced by non-profit 
theater organizations and that four of the 10 
best were produced at Off Broadway the- 
aters. Were it not for the Manhattan Theater 
Club, Roundabout Theater, and Lincoln 
Center Theater, six of the ten best would 
most likely not have been produced at all. 


“Perfection is Obtainable” 


(609) 977-9286 


by Simon Saltzman 


Broadway will undoubtedly be remem- 
bered for the impressive number of new mu- 
sicals. For a change it wasn’t a year dominat- 
ed by musical revivals as only two — the 
mediocre “Sweet Charity” and the magnifi- 
cent “Sweeney Todd” braved the big 
street. Of the 14 new musicals that opened, 
only two made my top 10 cut. I made a diffi- 
cult decision to eliminate the plethora of so- 
called jukebox musicals that utilized the 
canon of such popular songsmiths as Bob 
Gaudio, Frankie Valli and the Four Seasons 


SRR A eS 
The composing, not the 
compiling, of music remains 
a major factor in my top 10 
choices — so | didn’t 
include any of the new genre 
of ‘jukebox musicals.’ 


(“Jersey Boys”), Elvis Presley (“All Shook 
Up”), the Beach Boys (“Good Vibrations”), 
and John Lennon (“Lennon”) from any sort 
of consideration for the top 10. 


l. is my conviction that it is the compos- 
ing not the compiling of music that shall re- 
main a major factor in my choices, despite 


Sweeney Todd: ‘A magnificent musical revival.’ 


the excellence of a production. For this rea- 
son, some of these musicals that were superi- 
or in their own ways made the honorable 
mention list. There is apparently no end in 
sight as Broadway prepares in the new year 
for the songs of Johnny Cash (“Ring of 
Fire”) and Bob Dylan (“The Times They Are 
a-Changin’’’). Even the John Denver song- 
book (“Almost Heaven”) managed a short 
spin off-Broadway. 

While a few of the seven new plays, such 
as Richard Greenberg’s strained comedy, “A 
Naked Girl on the Appian Way”; Steven 
Temperley’s loopy homage to legendary 
tone-deaf diva Florence Foster Jenkins, 
“Souvenir”; Elaine May’s forgettable “After 
the Night and the Music”; and Donald Mar- 
gulies’ sincere “Brooklyn Boy” were seri- 
ously flawed, there were two British imports 
that deserved the acclaim they received: 
Martin McDonagh’s “The Pillowman” and 
“Primo,” as adapted by and starring the great 
Antony Sher from the book “If This Is a 
Man” by Italian-Jewish chemist Primo Levi. 

There were a number of lackluster re- 
vivals. None were more disappointing than 
the two classics by Tennessee Williams: 
“The Glass Menagerie” (despite a first-rate 
Jessica Lange) and “A Streetcar Named De- 
sire” (with a second-rate Stanley). The ho- 
hum who-cared revivals of “On Golden 
Pond,” “Steel Magnolias,” and “Mark Twain 
Tonight,” and even Albee’s 1975 Pulitzer 


Prize winner, “Seascape.” never became 
must-sees. In total, there were 37 Broadway 
entries. 

Unfortunately there are many shows that 
were destined to fall between the cracks be- 
ing neither good enough nor bad enough to 
make it on a list, but for one reason or anoth- 
er deserve recognition. The strangest case 
scenario surrounds “In My Life,” a bizarre 
musical about a romance between a man 
with Tourette’s Syndrome and a woman with 
an obsessive compulsive disorder. Despite 
an otherwise melodic score by Joseph 
Brooks (“You Light Up My Life”), it gar- 
nered the worst reviews since the infamous 
“Carrie,” but also earned the devotion of a 
Wall Street tycoon who poured millions into 
promoting it (to no avail). 

Other commendable shows that landed in 
no-man’s land included two well-inten- 
tioned tuners, “The Color Purple” and “Little 
Women,” the well-designed “The Constant 
Wife,” and “A Dancer’s Life,” about and 
starring the amazing at 72-year-old Chita 
Rivera. A good case could be made for the 
popularity of “Julius Caesar,” a much ma- 
ligned production that starred Denzel Wash- 
ington, but nevertheless induced thousands 
of inner city school children to attend theater, 
some for the first time in their lives. So here 
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ALAN BIENSTOCK, MD 
Plastic & Reconstructive Surgery 
638 Lawrence Road 
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Acne @ Sun Damage ¢ Age Spots ¢ Wrinkles. 
Customized Facials ¢ Chemical Peels 
Microdermabrasion 


5 Centre Drive, Suite LA ¢ Monroe, NJ 
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Me before Botox® 


Stop Frowning 
within 1 Week! 
—— 

Safe & Effective! 
== 


Free Consultation 
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| Eye wrinkles 
| before Botox® 


with First Botox Injection 
R. Kaufmann, M.D. 
D. Wrone, M.D. 


Frinceton Dermatology 
Associates 


609-683-4999 (Princeton) | 
732-579-1290 (Somerset) 


SOI Hanison Street, Suite IE, 
Princeton, NJ 
IS45 Hwy. 27, Somerset, NJ 


1 week 
after Botox® 


$m.) 


Crow’s feet 
while smiling 


For frown lines, 
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after Botox® 


Design pe up, Ine. 
Audio/Visual Rentals, Lighting and Sound Systems, Special Effects 


Staging, Generators, Event Sites, Custom Projects, Invitations 
Themed Events, Onsite Operators Available 


‘Event Production Services: 
; rentals sales service installations © 
: www.EventFX.com _ P/609-581-7373 F/800-884-7291 Hamilton, Nd - 


Embreidery XK Silksereening 


Personatixed Service ~ ONa Minimums 
Delos © Fats * Blankets * Fleece 
Denim and Leather Jackets 
Colt Apparel, Clubs and Bags 
Monogramming 


Wedding and Darly Favors & Invitations 


Uniforms and much more! 


Showroom and fh poducltom facility: 
127 US Fighway 206 © Suile 23 ¢ Fiamillon, * 
609-581-8826 
Credit Cards Accepted 
Conlract Services Availabk 


www .ima ye-es.com 


Who’s Afraid of 
Virginia Woolf? 
‘Dynamite revival.’ 
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are the winners and losers in alpha- 
betical order and with a few obser- 
vations along the way. 


The 10 Best of the Year 


(Includes Broadway, Off Broad- 
way, Plays and Musicals. Note: For 
shows that are still running theater 
information is given.) 

A Touch of the Poet. Gabriel 
Byrne gives a towering perform- 
ance in a terrific production of one 
O’Neill’s least known and surpris- 
ingly funny dramas. See review 
page 28. Roundabout at Studio 54, 
254 West 54th Street. 


Dessa Rose. Lincoln Center 
produced this thrilling musical 
about the relationship of a black 
slave (La Chanze) and a white 
woman (Rachel York) during the 
Civil War years. Lynn Ahrens and 
Stephen Flaherty (Ragtime) deliv- 
ered another great score with a 
book based on Shirley Williams’s 
novel. La Chanze is currently sen- 
sational in “The Color Purple.” 


Dirty Rotten Scoundrels. This 
musical comedy with an unstop- 
pably funny book by Jeffrey Lane 
and a witty score by David Yazbek 
(The Full Monty) should have won 
the Tony over Spamalot. Imperial 
Theater, 249 West 45th Street. 


Doubt. John Patrick Shanley’s 
Tony and Pulitzer Prize winner 
about a nun who has it. I have no 
doubt about the excellence of this 
play. Walter Kerr Theater, 219 
West 48th Street. 


Private Fears in Public Places. 
Alan Ayckbourn’s clever and smart 
comedy about the lives of six ordi- 
nary people was produced for a 
limited time Off-Broadway as part 
of the British Festival and got rave 
notices. It will return this year for 
an open-ended run. Watch for it 
and don’t miss it. 


Sweeney Todd. This chilling 
new multi-tasking (all performers 
play their own instruments) ver- 
sion of Stephen Sondheim’s gory 
opera comes courtesy of Britain’s 
Watermill Theater and its artistic 
director John Doyle. Patti Lupone 
at her peak. Eugene O’Neill The- 
ater, 230 West 49th Street. 


The Light in the Piazza. Craig 
Lucas (book) and Adam Guettel 
(score) have created a sublime and 


beautiful-to-look-at musical the- 
ater experience based on Elizabeth 
Spencer’s novel. Vivian Beaumont 
at Lincoln Center, 150 West 65th 
Street. 


The Trip to Bountiful. This Off- 
Broadway revival of Horton 
Foote’s forever lovely and touching 
play stars a sublime Lois Smith and 
almost obligatory Foote interpreter 
Hallie Foote in this Signature The- 
ater production, which is offering 
all seats for $15. Signature Theater 
Company, 555 West 42nd Street. 


Third. Wendy Wasserstein’s 
best play in years focuses on a con- 
flict between a middle-aged pro- 
gressive university professor and a 
wealthy, smart, but conservative 
male student. 

Who’s Afraid of Virginia 
Woolf. A dynamite revival of Al- 
bee’s best play about a dysfunc- 
tional marriage paired the explo- 
sive Kathleen Turner and the as- 
tonishing Bill Irwin. 


All Shook Up. This fun and sit- 
uation-filled romantic musical 
amusingly blended Presley hits in- 
to a modern adaptation of Shake- 
speare’s Twelfth Night. 


A Soldier’s Story. A tension- 
packed. Off-Broadway revival of 
Charles Fuller’s 1982 Pulitzer 
Prize-winner about a murder in an 
army barrack. 


Counselor at Law. Off-Broad- 
way’s Peccadillo Theater Compa- 
ny staged Elmer Rice’s 1931 melo- 
drama with brio and 20 fine actors 
including a terrific John Rubinstein 
in the title role. What a rare treat. 


Jersey Boys. This highly enter- 
taining musical bio of Frankie Val- 
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li and the Four Seasons features a 
solid book, hit tunes, and a great 
cast that highlights the amazingly 
high voice of John Lloyd Young as 
Valli. August Wilson Theater, 245 
West 52nd Street. 


Miss Witherspoon. Off-Broad- 
way’s Playwrights Horizons pre- 
sented Christopher Durang’s fun- 
niest, nuttiest, and most irreverent 
comedy in years, which followed a 
successful premiere at McCarter 
Theater this fall. 


Romance. Off-Broadway’s At- 
lantic Theater Company brought us 
David Mamet’s farcical burlesque 
that skews the American judicial 
syste. A howl from start to finish. 


Spamalot. Even if you are nota 
fan of the 1975 film Monty Python 
and the Holy Grail, you will get a 
bellyfull of laughs in this silly mu- 
sical circus of Arthurian tomfool- 
ery. Shubert Theater, 225 West 
44th Street. 


The Intelligent Design of Jenny 
Chow. The Atlantic Theater Com- 
pany gave us another winner with 


When you invest in United Way of Greater Mercer County you do not just 
change lives. You change your community. We invite you to make a 
difference in your community and invest in what matters. Helping children 
succeed matters, fostering self-sufficiency matters, caring for seniors and 
people with disabilities matters, accessing healthcare matters, building 
stronger neighborhoods matter... your investment matters. 


a 
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Dirty Rotten Scoundrels: ‘Unstoppably funny.’ 


Rollin Jones’ surreal and poignant 
play about a brilliant obsessive com- 
pulsive young woman with a severe 
case of agoraphobia, who creates an 
android to be her alter ego. 


The 25th Annual Putnam 
County Spelling Bee. Junior High 
spelling geniuses compete to 
William Finn’s bright score. Circle 
in the Square, 1633 Broadway. 


The Woman in White. Andrew 
Lloyd Webber just sneaked into the 
running with his ultra-melodic 
telling of Wilkie Collins’ Victorian 
melodrama in an extraordinary 
production designed to make you 
think you are watching a movie. 
Marquis Theater, 1535 Broadway. 


Dishonorable Mention 


After the Night and the Music. 
Another of Elaine May’s mistakes. 


A Mother, A Daughter, and a 
Gun. And a critic who had to sit 
through it. 


We do what works. 
edo what matters. 


To learn more, visit us at www.uwgmc.org. 


what matters.” 


3131 Princeton Pike ¢ Bldg. 4 
Lawrenceville, NJ 08648 
609.896.1912 


Chitty Chitty Bang Bang. Just 
change the first letter to S. 


Fran’s Bed. Mia Farrow died in 
it not quickly enough. 

Good Vibrations. Only in the 
Beach Boys’ dreams. 


Hot n’ Throbbing. Only in 


playwright Paula Vogel’s wet 
dreams. 
Jackie Mason’s _ Freshly 


Squeezed. Oy vey. 


Miracle Brothers. An all-wet 
musical about people who turn into 
dolphins. 


Mr. Marmalade. Mr. Sicko. 


Waiting for Godot. Don’t hold 
your breath. 


The Public Theater recently an- 
nounced it is going to produce 
“Stuff Happens,” David Hare’s bril- 
liantly-informed play about the Iraq 
war. I was fortunate enough to see it 
in L.A. this summer. It should be on 
your must-see list. Like I said (or 
was it Rumsfeld?), “stuff happens.” 
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FREE CLASSES JAN. 4 - JAN, 8 FOR NEW VISITORS 


Take a tree 
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See for yourself why people say we're 
the region’s finest yoga center. 
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The Center for massage, chiropractic, acupuncture 
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Over 80 workshops and daily classes. 
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ELOS™ Photo-Rejuvenation: 
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25% off* your first treatment 
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am trying my best to 
make a living as a creative entre- 
preneur of sorts. Freelance illustra- 
tions, selling wallets, deejaying, 
playing live music. But Princeton 
is one of the hardest places to do 
such a thing. I consider myself 
lucky with what little success I’ve 
achieved here,” says Princeton res- 
ident Nim Ben-Reuven. An exhibit 
of the illustrator/comic strip artist’s 
paintings opens with a reception 
this Wednesday, January 4, at 
Small World Coffee in Princeton. 
The exhibit will be on view 
through Tuesday, February 7. 

The artist has lived in Princeton 
for the majority of his life. He at- 
tended Princeton High School, 
graduating in 1997, and earned a 
bachelors degree in sociology in 
2001 from Rutgers College. 

While growing up, Ben-Reuven 
was surrounded by his father 
Moshe’s paintings. “There were at 
least three paintings of his in every 
single room of the house,” he says. 
He remembers his father’s paint- 
ings as being “‘so colorful and won- 
drous; they gave me nightmares, 
they gave me good dreams. And I 
felt like — I gotta start doing that 
some day.” Born in Israel, Moshe 
moved to Princeton in 1973 to get 


if You Think Martial Arts Is Just for Kids, 


Think Again! 


Meet some of our executive class members - from left, Steve Lidz, Sr. VP, 
AIG; L. Greg Smith, Sr. VP, Lee Hecht Harrison; Dr. Sam Levine, Oral and Maxillofacial 
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SeAsened Communications; Neil Campeas, Principal, Hamilton Twp. School District; 
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You’ ve spent most of your life working on your career. 
isn’t it time to work on YOU? 


We provide our members with the highest quality intelligent adult programs. 


Rick Tucci, Director 


Princeton Academy of Martial Arts 
14 Farber Rd, Princeton 


Call 609-452-2208 NOW for your complimentary trial class! 


his Ph.D. in engineering, but he 
painted quite a bit in the 1960s and 
70s until his children were born. 
(As is a common practice in the 
Middle East, Moshe changed his 
last name to Ben-Reuven, which 
translates from Israeli into “son of 
Reuven.”) He currently runs his 
own business in Princeton, MBR 
Research, which focuses on the 
production of renewable, clean en- 


a eae 
Ben-Reuven says 
that what drives his 
interest in animals as 
a central theme is 
“our perception of an- 
imals as having cer- 
tain emotions.’ 


ergy. Ben-Reuven’s mother, 
Michal, received a self-directed 
master’s degree from the College 
of New Jersey and is self-em- 
ployed, providing Feldenkrais 
therapy, a yoga-like approach to 
targeting relief of chronic pain. 


1 a constant doodler 
since childhoold, it was at Rutgers 
where Ben-Reuven first began to 
share his drawings with the public, 
most notably with two comic 
strips, “Number 5,” and “Chemical 
Corporation Baby Funnies,” which 
have run in the Rutgers Daily Tar- 


by Cassidy Enoch-Rex 


gum for almost eight years. “At 
Rutgers I really wanted to do some- 
thing with drawing, so my fresh- 
man year I decided to do political 
cartoons,” Ben-Reuven says. But 
after a couple of months of produc- 
ing what he deems “the worst polit- 
ical cartoons ever,” he switched to 
comic strips. And while he admits 
to receiving his share of hate mail, 
eventually the comic strips reached 
an almost cult-like status. The 
strips have enjoyed so much popu- 
larity that Ben-Reuven has been 
selling silk-screened t-shirts and 
handmade, and yes, duct tape wal- 
lets featuring images of some of the 
characters. : 

While most of the characters in 
the comic strips are, he says, 
“strange-looking human charac- 
ters”, Ben-Reuven began to place 
silent animal characters in the 
background, characters who slow- 
ly grew in importance both in the 
comic strips and paintings. Ben- 
Reuven’s recent paintings revolve 
around simple animal characters, 
both invented and real, drawn in 
pen and ink and set within colorful 
backgrounds ranging from city- 
scapes to simple shapes of color. | 

Three years ago he started to 
write -and illustrate a children’s 
book focusing on animals, which 
he is now completing in collabora- 
tion with writer Emily Raboteau, 
entitled “The Bird That Swallowed 
the Moon.” After trying the project 
on his own, Ben-Reuven decided 
that his writing abilities did not 
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match the quality of his illustra- 
tions and luckily, Raboteau — an 
established writer, resident of 
Brooklyn, New York, and the sister 
of one of Ben-Reuven’s long-time 
Princeton friends — agreed to help 
him write the story. Currently the 
book is still in production stage and 
publisher have not yet been ap- 
proached. 

Ben-Reuven says that what 
drives his interest in animals as a 
central theme is “our perception of 
animals as having certain emo- 
tions, and what type of animal it is 
that has a style of emotion that hu- 
mans anthropomorphize onto it. | 
always thought it was neat that 
people have different perceptions 
of what an animal is thinking.” 

He affectionately refers to one 
of the recurring characters in his 
paintings as “Monkey-Bear,” a 
character who debuted in his comic 
strips “as an undocumented Na- 
tional Geographic animal that the 
magazine didn’t want to get into 
beeause they were too depressing.” 
Monkey-Bear is no doubt influ- 
enced by Ben-Reuven’s love of 
George Herriman’s comic strip of 
the early 1900’s, “Krazy Kat.” 


- 


Register Now for DPD’s Programs: 
+ Winter Development League 
+ Group Lessons 
+ Private Lessons 
+ Strength, Speed & Agility 


“Herriman has one of the most 
magical styles of drawing, and it’s 
a good comic strip too,” Ben- 
Reuven says. “It had a lot to do 
with strange animals, not your Dis- 
ney style of animals, but animals 
that are all hiding something, some 
background that you are not quite 
sure of and nothing is quite 
straightforward with them.” 

In_ Ben-Reuven’s _ paintings, 
Monkey-Bear’s motives are just as 
elusive. Monkey-Bear is always 
drawn with the same facial expres- 
sion with two large round eyes star- 
ing straight ahead, heavily shaded 
underneath. There is a small trian- 
gular nose with a single thin line 
descending from it to the bottom 
edge of the face, with no dis- 
cernible mouth to speak of. 

In one of the paintings, Monkey- 
Bear stands in an empty room with 
red-orange walls, a blue floor, and 
grey ceiling. A small light hangs 
above him, and he is standing just 
outside of a pink circle, staring 
blankly forward, holding a pistol in 
his hand, seemingly pointed 
nowhere in particular. It is a stark 
composition, simple colors and 
Monkey-Bear. Viewers are left to 


TOKEN 
BATTING CAGES 
NOW OPEN!! 


create their own story, their own 
take on the scene beginning with a 
question perhaps as simple as “Is 
this a good or bad situation?” The 
image leaves the viewer to brood. 
At their best, Ben-Reuven’s 
paintings are thoroughly ambigu- 
ous — in a good way. Take the two 
paintings, “Waiting to Be Let In” 
and “Waiting to Be Let Out,” in 
which we see Monkey-Bear again, 
in one painting staring at an empty 
house and in the other, inside of a 
house staring out. Looking at either 
painting, due to the emotionless 
face of Monkey-Bear, one is left to 
wonder whether or not the bear re- 
ally cares to be one place or the oth- 
er, inside or out. And the titles add 
to the wondering: Who is Monkey- 
Bear waiting for? Why can’t he go 
in or out of his own accord? There 
seems to be a slightly uncomfort- 
able complacency in both of the 


paintings. Time is even ambiguous 


in both. You would be hard pressed 
to say whether or not it was dawn or 
dusk, day or night in either, due to a 
well-chosen color palette of muted 
orange and yellow, blue and grey. 
Ben-Reuven says the animals in 
his paintings can be viewed in 
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Animal Instinct: ‘On 
a Regular Tuesday,’ 
opposite page; 
‘Somewhat Paranoid 
About the Meeting,’ 
above left; ‘If You 
Look Closely 
Enough,’ above; and 
the artist, Nim Ben- 
Reuven, at right. 


many different ways: “Where a lit- 
tle kid might notice a cute bird 
traipsing about a skyline, an older 
person might see a very morose 
bird barely trying to make an effort 
to move its wings in some ridicu- 
lous and perilous setting. Either 
way, it suits me.” 

The paintings in the exhibit hold 
very true to an underlying comic 
strip aesthetic, but rather than tell a 
story, they invite viewers to create 
their own. Each painting stands as 
if a single, wordless frame from a 
comic strip — the frame after the 
setup and prior to the punch line, 
when both the characters and view- 
ers are invited to ruminate. Ben- 
Reuven supplies us simple, color- 
ful and quiet situations, and the 
rest is up to us. 

Says Ben-Reuven: “There is no 
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“ 


670 Route 33, Hamilton, NJ 0861 


underlying message — or is there? 
I ask the viewer to use his or her 
imagination in discovering the 
who, what, when and why of the 
painting. And from that, they can 
develop their own world of stories 
and explanations. As children, we 
used to do a whole lot more than we 
do as adults.” 


Nim Ben-Reuven opening re- 
ception, Wednesday, January 4, 7 
to 10 p.m., Small World Coffee, 14 
Witherspoon Street. Opening re- 
ception for an exhibit by comic 
strip artist and children’s book il- 
lustrator Nim Ben-Reuven. Also 
on exhibit is the work of Rich Feld- 
man, a Cartoonist. On view through 
Tuesday, February 7. 609-924- 
4377. 
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The Big Picture: An exhibit of the photographs o . 
Rock, Bartoleme Islands, Galapagos,’ above) and Jim Hilgendorf (‘Igor 
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f David H. Miller (‘Pinnacle 


Princess, Laos,’ left) opens with a reception on Friday, January 6, at Gallery 14, 
14 Mercer Street, Hopewell. Meet the artsits, Sunday, January. 609-333-8511. 
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ran appointment 


Wildlife and You Lecture Series, 
Plainsboro Recreation Park 
Ranger Division, Plainsboro 
Preserve, 80 Scotts Corner Road, 
609-897-7844. www.plainsboro- 
nj.com. What happens to fish 
when water is polluted? How can 
we help conservation and preser- 
vation efforts? Topics span a 
broad range of interests. Regis- 
ter. Free. Noon to 1:30 p.m. 


Open House, Princeton Friends 
School, 470 Quaker Road, 
Princeton, 609-683-1194. www.- 
princetonfriendsschool.org. Pre-K 
to grade 8, co-educational Quak- 
er school. After school and camp 
programs available. 1 to 3 p.m. 


SingleFaces, Victorian Manor 
2863 Woodbridge Avenue, Edi- 
son, 732-345-9900. www.- 
singlefaces.com. Dress down 
dance. $12. 9 p.m. 


Sports 


Princeton Hockey, Baker Rink, 
609-258-3538. www.- 
GoPrincetonTigers.com. Brown. 
7 p.m. 


Trenton Titans Hockey, Sover- 
eign Bank Arena, Hamilton Av- 
enue at Route 129, 609-599- 
9500. www.trentontitans.com. 
Reading. $11 to $26. 7 p.m. 


Organ Recital, Christ Church, 5 
Paterson Street, New Brunswick, 
732-545-6262. www.- 
christchurchnewbrunswick.org. 
Frederico Andreoni, Milan, Italy. 
6:30 p.m. 


Art 


Gallery 14, 14 Mercer Street, 
Hopewell, 609-333-8511. www.- 
photosgallery14.com. Meet pho- 
tographers Jim Hilgendorf and 
David H. Miller. 1 to 3 p.m. 


Montgomery Center for the Arts, 
124 Montgomery Road, Skillman, 
609-921-3272. www.montgo- 
merycenterforthearts.org. Open- 
ing reception for “New Jersey’s 
Changing Face,” an exhibit fea- 
turing art confronting the issue of 
New Jersey’s vanishing land- 
scape and familiar historical sites 
being changed by suburban 
sprawl. On view through February 
5.2to4p.m. 


You’re a Good Man, Charlie 
Brown, Kelsey Theater, Mercer 
County Community College, 
1200 Old Trenton Road, 609-584- 
9444. www.kelseytheatre.net. 
Musical. $16. 2 p.m. 


Squabbles, Off-Broadstreet 
Theater, 5 South Greenwood Av- 
enue, Hopewell, 609-466-2766. 
www.off-broadstreet.com. Come- 
dy. $23.75 to $25.25. 2 p.m. 


Night Out with NAMI, NAMI Mer- 
cer, Music Building, College of 
New Jersey, Ewing, 609-777- 
9766. www.namimercer.org. Ben- 
efit lecture recital features pianist 
and psychiatrist Richard Kogan, 
who performs the music of Lud- 
wig van Beethoven and discuss- 
es his turbulent life. Concert only 
$50; Concert, Starry Night recep- 
tion, and dinner. $150. 3 p.m. See 
story page 45. 


Star Trek 


USS Avenger, Borders Books, 
East Brunswick, 732-449-9666. 
www.ussavenger.org. Monthly 
meeting for members of area Star 
Trek and science fiction fan or- 
ganization. All interested persons 
welcome. 3 p.m. 


Christmas Carol Sing-Along, 
Church of Saint Ann, 1253 Law- 
rence Road, Lawrenceville, 609- 
882-6491. The adult choir pres- 
ents a variety of solo and sing- 
along Christmas favorites. 3:30 
p.m. 


Health a Wellness 


Princeton Center for Yoga & 
Health, 50 Vreeland Drive, Suite 
506, Skillman, 609-924-7294. 
www.princetonyoga.com. Free 
classes for first time visitors. 9 
a.m. 


Morning Meditation, Center for 
Relaxation and Healing, 666 
Plainsboro Road, Suite 348, 
Plainsboro, 609-750-7432. www.- 
relaxationandhealing.com. Guid- 
ed and silent group meditation. 
No experience necessary. Regis- 
ter. Free. 10 a.m. 


Blood Drive, Congregation B’nai 
Tikvah, 1001 Finnegans Lane, 
North Brunswick, 732-297-3198. 
11 a.m. to 3 p.m. 


Yoga for a Better Back and 
Neck, Center for Relaxation 
and Healing, 666 Plainsboro 
Road, Suite 348, Plainsboro, 609- 
750-7432. www.- 
relaxationandhealing.com. Gen- 
tle yoga poses and stretches. 
Register. $40. 2 p.m. 


History 


Open House, Historical Society 
of West Windsor, Schenck 
House, 50 Southfield Road, West 
Windsor, 609-799-1278. Self- 
guided tour of 1790-1830 kitchen, 
Victorian double parlor, and ex- 
hibit of West Windsor history in 
museum rooms. English-Dutch 
barn, outhouse, corn crib, and 
other farm buildings on view. Do- 
nations welcome. 1 to 4 p.m. 
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Angel Tips: High-Quality Products and Services 


remium products, luxuri- 
P:: surroundings, innova- 

tive sterilization methods 
and a wide selection of services 
make Angel Tips unique among 
nail salons. 

Recently opened in the new 
Hopewell Town Center, Angel 
Tips takes pride in its high-end 
philosophy. “We're bringing a 
new level of service to the indus- 
try” said manager Jamie Choi. 

The salon’s owner, Young 
Moon-Choi, known to regulars as 
“Moon,” has more than two 
decades of experience in the in- 
dustry, and owns four other pri- 


. vate nail salons. With Angel Tips, 


Moon and her experienced tech- 
nicians are able to offer spa-level 
services, including massage 
therapy. 

“We're proud of this store,” 
Choi continued. “We use the 
highest grade products avail- 
able, including the exclusive skin 
care line found at the Oscar’s. 
Even our chairs are the best in 
the market. We test everything 
before we purchase it for our 
Clients.” 

Angel Tips is a combination of 
beauty and safety. “It’s important 
that a nail salon is extremely 
clean and sanitary,” explained 


Choi. “We have the latest tech- 
nology in this area, and sterilize 
everything between customers. 
Even our nail oil includes a natu- 
ral antiseptic.” 

But, it’s not just the amenities 
that are top-notch. All Angel Tips 
technicians are licensed, and 
participate in continuing educa- 
tion to stay on top of the latest 
trends. This includes the salon’s 
massage therapist, who current- 
ly is studying acupuncture and 
Chinese herbal medicines. “We 
look to exceed expectations in all 
areas,” said Choi. “We go all out 
for our customers so they'll be 
happy and continue to return to 
Angel Tips.” 

Angel Tips offers spa-quality 
nail services, including mani- 
cures, pedicures and all nail 
care regimens, including UV 
gels. The salon also offers mas- 
sage therapy, skin care and wax- 
ing. “Our spa manicures and 
pedicures are very special,” Choi 
noted. “We use soothing items 
like seaweed clay masks, citrus 
scrubs and more.” 

Regular customers - and there 
are many - often participate in 
the Halo Club membership pro- 
gram. A $50 annual fee entitles 
members to preferred pricing 


and discounts on all services, as 
well as a personal toolbox. Halo 
Club members also accumulate 
points, which can be redeemed 
for services. “We also donate 10 
percent of Halo Club member- 
ship fee proceeds to women’s 
charities,” added Choi, who em- 
phasized the importance of sup- 
porting women’s organizations. 

Besides providing individual 
clients with relaxing services, An- 
gel Tips also is available for par- 
ties. Birthdays, wedding, book 
clubs and girls’ night revelers 
can rent the shop for a private 
party. 

To welcome the New Year, An- 
gel Tips is hosting a party of its 
own on Jan. 8. “This is your 
chance to see what we're all 
about, and experience the Angel 
Tips difference,” Choi said. The 
party will feature refreshments 
and complimentary gifts includ- 
ing the Halo Club cards. 

Angel Tips is open seven 
days: Monday through Friday, 
9:30 a.m. to 7:00 p.m.; Saturday, 
9:00 a.m. to 6:00 p.m.; and Sun- 
day, 9:30 a.m. to 5:30 p.m. 
Walk-ins are welcomed. 


Angel Tips, Hopewell Town 
Center. 800-1 Denow Road, Pen- 
nington, NJ. 609-818-0411. 


Angel Tips offers spa-quality nail services;manicures, pedicures and all nail care 
regimens. The salon also offers massage therapy, skin care and waxing. 


ton, 609-989-3027. www.- 
williamtrenthouse.org. Hands-on 
activities for children ages 6 to 11 
including quill pen writing, toys 
and games, and scented sachet 
making. Children must be accom- 
panied by an adult. Children $1; 
Adults $2.50. 12:30 to 2 p.m. 


The Nature in Me, Washington 
Crossing State Park, Washing- 
ton Crossing State Park Nature/ 
Interpretive Center, 609-737- 
0609. Children will trace and cut 
out a life-sized paper outline of 
themselves and fill in the empty 
space with pictures and illustra- 
tions cut from nature magazines. 
Appropriate for 5 to 8 years. Free. 
1:30 to 2:30 p.m. 


Baby Yaga & Philipika, West 
Windsor Library, 333 North Post 
Road, 609-799-0462. A Russian 
fairy tale by the Folk Tale Pup- 
pets. A Building Bridges to Our 
Cultural Heritage Program. Reg- 
ister. Free. 2 p.m. 


- Family Theater 


Care Bears Live, State Theater, 
15 Livingston Avenue, New 
Brunswick, 732-246-7469. www.- 
StateTheatreNJ.org. “Caring and 
Sharing.” 1 and 4:30 p.m. 


Se Bie he RS Be Yo ie He Tie Be SS Tee Be Ge Be 
= 4 The Optical Gallery of Princeton 


* Complete selection of family eyewear 

* Lindberg optics 

* Aspex, Coach, Fendi, Serengeti, Cottet Morel, 
Koali eyewear and many more 

* Comprehensive eye exams . 

* Glaucoma, cataract & macular degeneration screenings 

+ All types of contacts (disposable, 30 day, cont. wear, 
Ciba night & day, bifocal, RGP & B&L Purevision) 

* New breakthrough treatment for dry eye 

* Day, evening & Saturday appointments 

* Laser Vision consultations 


Complimentary Upgrade to 
Crizal Aidt 
with Purchase of Frame & 
» Varilux/Definity Lenses. 
For Ist 100 clients 


HOLIDAY PROMO 


~ Lenses (a $95 Value) 


Live Music 


Myra Murphy and Chris Covatta 
Jazz Duo, Raubsville Inn, 25 
Canal Road, Doylestown, 710- 
252-2165. www.raubsvilleinn.- 
com. Jazz standards with brunch. 
Noon. 


Reggae Night, Conduit, 439 
South Broad Street, Trenton, 609- 
656-1199. www.conduitmusic.- 
com. 9 p.m. 


Winter Lecture Series, Bucks 
County Audubon Society, Visi- 
tors Center, 2877 Creamery 
Road, Solebury Township, 215- 
297-5880. www.bhwp.org. “See- 
ing the Forest and the Trees” pre- 
sented.by Ann Rhoads, co-author 
of “Trees of Pennsylvania, A 
Complete Reference Guide.” 
Register. $10. 2 p.m. 


Open House, Princeton Montes- 
sori School, 487 Cherry Valley 
Road, 609-924-4594. www.- 
princetonmontessori.org. Presen- 
tation and tour. Register. 1 p.m. 


Sports 


Trenton Titans Hockey, Sover- 
eign Bank Arena, Hamilton Av- 
enue at Route 129, 609-599- 
9500. www.trentontitans.com. 
Wheeling. $11 to $26. 3 p.m. 
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Dr. Mark J. Donlon, 


Optometric Physician 
LIC#5189-T0044 

oat Princeton Shopping Center 
609.921.6620 

(Between the UPS store and the NYSC) 


_ January 9 | 


Robeson Readers, Princeton 
Public Library, 65 Witherspoon 
Street, 609-924-9529. www.- 
princetonlibrary.org. Intergenera- 

‘tional short story discussion 
group for ages 9 to 12 and adult. 
Register. 4:30 p.m. 


Delaware Valley Poets, Barnes & 
Noble, MarketFair, 609-716- 
1570. www.delawarevalleypoets.- 
com. Readings followed by an 
open mic. Free. 8 p.m. 


Health & Wellness 


Stroller Strides, J and J Family 
Fitness, MarketFair, Route 1, 
West Windsor, 888-628-9938. 
www-.strollerstrides.net/princeton. 
Demonstration class for mom and 
baby fitness. Meet in the center 
court by the benches. Free. 9 
a.m. 


Tai Chi Chuan, Jewish Commu- 
nity Center, 999 Lower Ferry 
Road, Ewing, 609-883-9550. 
www.jccctoday.org. $6. 10 a.m. 


Continued on following page 
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Flex Spending 


Accounts 
Accepted! 
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PRINCETON DIAMOND EXCHANGE 


FINE DIAMONDS AT WHOLESALE PRICES 


5 
the» 


BUYING, SELLING, DESIGNING AND REPAIRING 
FINE AND ANTIQUE JEWELRY AND WATCHES 


1225 STATE ROAD PRINCETON NJ 08540 


* 609.924.9400 


Tooth Fairy Dental Spa 


| Is Affordable 


V Dental Insurance 
V Corporate Flexible Spending Account 
Vv In-office Financing 
V Invisalign Financing - 129/Month 


2 Dental Offices: M-F 8AmM-8PpM « Sat. 8AM-3PM 


Princeton Meadows Office Center 
Building 1100, Suite 1181-1185 


Plainsboro, N.J. 
609-799-5577 


www.toothfairydentalspa.com * njfamilydentist.com 
Emergencies and New Patients Welcome! 


Marjan Habibian D.D.S. 
Nadeem Haseeb D.D.S. 


365 Clarksville Road 
West Windsor, Nj 08550 
609-7 16-7600 


CONCERT 


WINNER 


Schubert / Liszt: 
Rachmaninoff: 


PRINCETON 
UNIVERSITY 
CONCERTS 


THE PADEREWSK! MEMORIAL 
2005 YOUNG CONCERT ARTISTS 


2005 PRINCETON UNIVERSITY 
CONCERTS PRIZE 


GLEB IVANOV, piano 


Haydn: 
Chopin: 
Barber: 


Liszt: 
du Dante 


TICKETS: $35, $28, $20; STUDENTS, $2 609.258.5000 
RICHARDSON AUDITORIUM IN ALEXANDER HALL 


_ wWww.princeton.edu/sites/puconcerts | 


Sonata in E-flat, Hob.XVI:52 

Grande Valse in A-flat Major, Opus 42 
Piano Sonata, Opus 26 

Barcarolle, Erlkonig, Standchen : 
Vocalise, Opus 34,no. 14 

Fantasia quasi Sonata: Aprés un lecture 


Thursday 
January 19, 2006 
at 8:00 pm 
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Rider Furniture 


an 
AL 
ok 


Fine Quality Home Furnishings at Substantial Savings 


SOFA & RECLINER SALE 


The Entire Month of January 


Gift Certificates Available 
Dining Room, Bedroom, Occasional 
Custom Made Upholstery * Accessories * Leather Furniture 
Prints * Serta Bedding * Youth Showroom 
- HUNDREDS OF MANUFACTURERS 
é 4621 Route 27, Kingston, NJ 


: he 
609-924-0147 


www. riderfurniture.com ma 6D 
Mon-Fri 10-6, Thurs. 10-8 pm * Sat. 10-5 pm, Sun. 12-4 
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A Boy's Active and Creative Mind 
A Boy’s Compassion for Others 
A Boy's Courage 


A BOY’S SCHOOL 


PRINCETON ACADEMY OF THE SACRED HEART 
an independent. JK-—8 Sacred Heart School for boys 


OPEN HOUSE 


January 11, 2006 
Program begins at 9:00 a.m. 


RSVP 
101 Drake’s Corner Road, Princeton, NJ 08540 609.924.8143 


SNORING? 


Snoring is no longer a laughing matter. 
It can be a symptom of Obstructive Sleep 
Apnea (OSA), which can have major 
health implications, including: 


* Hypertension (High Blood Pressure) 
* Heart Problems ¢ Stroke 


Are you CPAP intolerant 
or unhappy with your CPAP? Oral 
Appliance Therapy may be a viable 
alternative for both OSA and snoring 


For additional information or consultation call: 


% 


Central New Jersey 
‘Dental Sleep Center 


Gary S. Klein, D.M.D. 
609-586-6688 


3705 Quakerbridge Rd., Suite 203, Hamilton 


A US. 1 ADVERTISING FEATURE 


The Latest in Assisted Reproductive Technologies 


fter fine-tuning our Success 

Through Reproductive Tech- 
nology (START) program and 
achieving pregnancy rates ex- 
ceeding the national average, 
DVIF&G has launched three new 
programs in the field of Assisted 
Reproductive Technologies 
(ART): 
preimplantation genetic diagno- 
sis (PGD) 
oocyte cryopreservation (OCP) 
in vitro maturation of oocytes 
(IVM) Preimplantation genetic 
diagnosis (PGD) is a procedure 
where a single cell can be me- 
chanically removed from an em- 
bryo on day three of its culture 
after in vitro fertilization (IVF). 
This cell can then be tested for 
defective chromosomes. If the 
cell is determined to be normal, 
then the embryo from which it 
came can be transferred back to 
the patient without risk of trans- 
mitting a genetic disease. PGD 
is primarily applied in patients 
that-have inherited chromosomal 
abnormalities, genetically trans- 
mitted diseases, or who have 
suffered recurrent early pregnan- 
cy loss. 

The oocyte cryopreservation 
program (OCP) is reserved only 
for those patients that are faced 
with the struggle for survival 
against cancer during their re- 


By George S. Taliadouros, M.D. 


productive years. In the past, 
preservation of their reproduc- 
tive potential was either not ad- 
dressed or the measures that 
were taken were ineffective. 
Most of the women that had un- 
dergone chemotherapy and/or 
radiation therapy did not recover 
their reproductive potential, even 
though they might have recov- 
ered menstrual function. In vitro 
fertilization-embryo transfer 
(IVF-ET), following these treat- 
ment modalities, has dismal re- 
sults. OCP at START is a safe 
technique and offers a glimpse of 
hope to those women who 
would like to preserve their re- 
productive potential. 

In vitro maturation of oocytes 
(IVM) is a procedure revolution- 
ized in Europe and now avail- 
able at DVIF&G’s START pro- 
gram and at a few other facilities 
in the U.S. The patients undergo- 
ing IVT-ET are at high risk to de- 
velop severe ovarian hyperstim- 
ulation syndrome (OHSS), espe- 
cially if they suffer from polycys- 
tic ovaries (PCO). During the 
IVM procedure patients are treat- 
ed with gonadotropins for only 
three days, and the developing 
oocytes are retrieved and ma- 
tured in the laboratory for fertil- 
ization and embryo transfer. This 


approach substantially reduces 
the amount of medication given, 
the office visits, ultrasounds, and 
blood tests that the patients re- 
ceive, resulting in a significant 
decrease in the cost and time in- 
vested. 


George S. Taliadouros, M.D. 
has been practicing reproductive 
endocrinology and infertility in 
New Jersey for over 15 years 
and founded the Delaware Val- 
ley Institute of Fertility & Ge- 
netics (DVIF&G) in 1994. To 
make an appointment with Dr. 
Taliadouros at the DVIF&G of- 
fice in Lawrenceville, please call 
609-895-008. For more informa- 
tion on DVIF&G's infertility serv- 
ices, please visit www.dvifg- 
.com. 


The oocyte cryopreservation program (OCP) is reserved for those patients faced 
with the struggle for survival against cancer during their reproductive years. 
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Michal Ben-Reuven, 51 Clover 
Lane, Princeton, 609-924-2595. 
Feldenkrais Awareness through 
Movement. $120 for eight weeks. 
Register. 5 p.m. 


Mens Issues Group, Central New © 
Jersey Area, 609-688-9001. Infor- 
mal group of middle-aged men 
discuss the challenges in relation- 
ships, work, and health concerns. 
Call for information and direc- 
tions. 7:30 p.m. 


PFLAG, Trinity Church, 33 Mercer 
Street, Princeton, 609-683-5155. 
www.pflagprinceton.org. Support 
group for parents, families, and 
friends of lesbians and gays. 
Free. 7:30 p.m. 


Hopewell Valley Chorus, 
Hopewell Valley High School, 259 
Pennington-Titusville Road, Pen- 
nington, 609-737-2438. www.- 
princetonol.com/groups. Spring 
concert rehearsal with unaudi- 
tioned membership. 7 p.m. 


ches 


History 


Blueberries: New Jersey’s Won- 
der Fruit, Historical Society of 
West Windsor, Schenck House, 
50 Southfield Road, West Wind- 
sor, 609-799-1278. Judith Krall- 
Russo presents an illustrated talk 
about New Jersey’s wonder fruit, 
its healthful benefits, and the vari- 
ety of ways to prepare and savor 
the berries. The history of the 
berry focuses on its beginnings in 
the Pinelands and the cultivation 
by Elizabeth White and Frederick 
Coville. Baked goods prepared 
with blueberries. Free admission. 
8 p.m. 


Lectures 


Open House and Networking 
Event, NJAWBO, Law office of 
Lynne Blessing McDougall, 2857 
Route 33, Suite 2, Robbinsville, 
609-924-7975. For new atten- 
dees and prospective members 
who own a business or are think- 
ing about starting a business. 
Register. Free. 5:30 to 7:30 p.m. 


Tuesday 


- January 10 


Princeton Recorder Society, 
Kingston Presbyterian Church, 
Main Street, 908-874-5267. 
www.princetonol.com/groups. 
Open meeting. 7 p.m. 


Brown Bag Series, Roxey Ballet, 
Canal Studios, 243 North Union 
Street, Lambertville, 609-397- 
7616, ext. 807. www.roxeyballet.- 
com. Bring your lunch and watch 
rehearsal. Register. $10. 1:30 
a.m. 


Underneath the Lintel, George 
Street Playhouse, 9 Livingston 
Avenue, New Brunswick, 732- 
246-7717. www.gsponline.org. 
Mystery drama by Glen Berger 
about a Dutch librarian on a.quest 
to find the man who returned a 


Sin, ead 


Grades 1-12; January 9th, 8:30 am 
Pre-School; January 11th, 9:00 am 
Kindergarten; January 18th, 8:15 am 


Tour the school and meet our faculty. 


Stuart Country Day School 
of the Sacred Heart 


Come see what we've all abort. 


Co-€d Pre-School, Girls onty K-12 
www.stuartschool.org * 609-921-2330 
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book, 113 years overdue. 
Through February 5. $28 to $56. 
8 p.m. 


Comedy Clubs 


Joe Materese, The Stress Facto- 
ry, 90 Church Street, New 
Brunswick, 732-545-4242. www.- 
stressfactory.com. $12. 8 p.m. 


Crafts 


Origami, Princeton Public Li- 
brary, 65 Witherspoon Street, 
609-924-9529. Paper folding for 
ages 8 and over. Supplies provid- 
ed. Register. 7 p.m. 


Health & Wellness 


Gentle Yoga, Breast Cancer Re- 


source Center, Bramwell House, 


YWCA Princeton, 609-497-2100. 
www.ywcaprinceton.org. Breath- 
ing, relaxation, and visualization 

exercises weekly through March 
14. Register. Free. 10 a.m. 


Princeton Center for Yoga & 

Health, 50 Vreeland Drive, Suite 
506, Skillman, 609-924-7294. 
www.princetonyoga.com. Relax- 
ercise with Michal Ben-Reuven. 
$15. Noon. 


West Windsor Senior Center, 
609-799-9068. Glaucoma 


Voices of the lvy League: Proof of the Pudding, 
the women’s a cappella group from Yale Universi- 
ty, performs Friday, January 6, at the Bucks Coun- 
ty Performing Arts Center, 1100 Edgewood Road, 
Yardley, Pennsylvania. 215-493-3010. 


screening. Register. Free. 1 to 3 
p.m. 


Ruth A. Golush, 666 Plainsboro 
Road, Suite 348, Plainsboro, 609- 
426-9693. Chi Kung. Register. 
$20. 7 p.m. 


Guest Speaker Series, Breast 
Cancer Resource Center, 
Bramwell House, YWCA Prince- 
ton, 609-497-2100. www.- 
ywcaprinceton.org. “Is a Clinical 
Trial Right for You? presented by 
Kristen Fessele, Human Re- 
search Services Cancer Institute 
of New Jersey. Free. 7:30 p.m. 


Lectures 


Non-Fiction: Your Road to Writ- 
ing Success, Mercer County 
Community College, West 
Windsor, 609-586-9446. www.- 
mccc.edu. Nine sessions. $153. 
6:30 p.m. 


David Hackett Fischer, Law- 
renceville School, Kirby Arts 


Center, Lawrenceville, 609-896- 
0400. www.Lawrenceville.org. 
Pulitzer Prize winning author 
presents a talk, “George Wash- 
ington on the Lawrenceville 
Road: A New Look at the Ameri- 
can Revolution.” A history profes- 
sor at Brandeis University, he has 
taught at Harvard University, Uni- 
versity of Washington, and Oxford 
University. His recent publications 
were “Liberty and Freedom” and 
“Washington’s Crossing.” Free. 
7:30 p.m. 


Princeton Macintosh Users 
Group, Jadwin Hall A-10, Wash- 
ington Road, 609-258-5730. 
www.pmug-nj.org. “Video Editing 
on the Mac,” Daniel Flax. Hard- 
ware, software, and workflow 
choices; options for digital video 
cameras and software for cap- 
ture, edit, and post production. 
7:30 p.m. 


Continued on following page 


Bright, Creative and Learning Different 


The Lewis School is an Internationally 
Recognized Educational Resource where 
three generations of bright learning different 
students have prepared successfully to achieve 
their scholastic and personal best. Orton- 
Wilson Reading and research- 
speech-language 


“\ 


) Gillingham, 
“3 based, multisensory 
instruction is offered curriculum-wide to 
students with learning related to 
dyslexia, auditory processing and attention 
deficit. Lewis is a nurturing, traditional day 
ya school where self-esteem and great promise 
/4 are salvaged, and individual intelligences are 
4 valued and prospered. 


1% The Lewis School 


~Since 1973~ 


At the Forefront of Education that Empowers 
Learning Different Students to Thrive and Succeed 


issues 


For Admissions, Afternoon Education, 
Speech Therapy & Educational Evaluations 


Co-educational, PreK-College Preparatory Levels 


Please Contact The Admissions Office: 
53 Bayard Lane Princeton, NJ 08540 
609- 924- 8120 www. N.lewisschool. org 


ender. Member of Ths 


The Lewis School is non-profit, non-sectarian not discriminate on the basis of race, international Dyslexia Assocation smor 1973. 


RALPH LAUREN ° ELLEN TRACY « ESCADA 


Drinceton 
CONSIGNMENT 
Boutique 


STYLISH WINTER SELECTIONS 


FOR EVERY OCCASION 
SIZES 0 THROUGH 26 


1378 Route 206, Village Shopper Skillman, NJ 08558 - 609-924-2288 
M-F 10-6; Thurs. 10-8; Sat. 10-5; Sun. 1-4 


DONNA KARAN : LOUIS FERAUD » MONDI 


* JOTHD + CTdINIOVT 


ARMANI « CHANEL « HERMES 
EDEL 


Introducing New Packages at The Hampton 
Inn Princeton 


The beautiful Hampton Inn Princeton is located 
conveniently on US 1 South between Forrestal Village 


and the Ridge Road intersection. 


Our Hotel is now offering these exciting new packages: 


Shop and Drop 
Stay and Romance 
Get Pampered Spa Package 
Stay and Dine 


Visit our website to learn more about these packages and our 
Special Weekend Rates starting at $89.00 
inclusive of breakfast buffet. 


www.princeton.hamptoninn.com 


Phone: 609-951-0066 
4385 US | South Princeton, NJ 08540 


Looking Fabulous isthe Goat.. 


There's only one place to go...to Dr. Jill Hazen 


The benefits of a multi-modality approach under the supervision of 
Dr. Jill Hazen, one of Princeton's leading Plastic & Reconstructive Surgeons, 
are numerous. Call us today to receive additional information or to schedule a 
consultation. You can start looking and feeling better often after just one session. 


Hazen Plastic 
Surgery Center 


Bee 
aq 
HAZEN 


PLASTIC SURGERY 


Knowing who to Trust is the Secr et 


Hazen Aesthetic Laser & Skin 
Care Center of Princeton 


® Mini & full face lifts 

= Eye, brow & neck lifts 

# Breast augmentation/reduction 
® Liposuction/Body sculpting 

= Tummy tuck 


Laser treatments 

Restylane® Botox® & Collagen 
Microdermabrasion 

Chemical peels & facials 
Professional skin care products 


31] Commons Way * Princeton, NJ 
www.hazenplasticsurgery.com 


609.921.7747 
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GALLERZ 


Photographic Art 


“White Sands” Jutland, Denmark 
David H. Miller 


“Igor Princess” 


Jim Hilgendorf 


Faces of Laos 
photos by Jim Hilgendorf 


Panoramic Landscapes: The Artic, Galapagos, & Spain 
photos by David H. Miller 


Exhibit Opens January 6 Through February 5 
Friday, January 6, Reception 6-9 p.m. 
Meet the photographers on Sunday, January 8, 1-3 p.m. 


Gallery Hours: 
Saturday & Sunday, 12 to 5pm and by appointment 


609-333-8511 ¢ 14 Mercer Street ¢ Hopewell, NJ 


www.photosgallery14.com 


mdkE BEsur cur 
music TOGET HEB. 


Come spend time with your kids in one of our exciting family-style classes. 
Create a rich musical environment that encourages your child to explore the 
joy of music. Join infants, toddlers, preschoolers and the grownups who 
love them in moving, singing, playing instruments and having fun. 

Find out what beautiful music you and your family can make together. 
Winter Classes Begin January 7. 

Ten Princeton-area Locations. Now in Plainsboro! 


MUSIC 
TOGETHER 


BRINGING HARMONY HOME. 


(609) 924-7801 x308 * WWW.CMYC.COM 


Continued from preceding page 


Science Lectures 


Amateur Astronomers Associa- 
tion of Princeton, Peyton Hall, 
Ivy Lane, Princeton University, 
609-252-1223. www.- 
princetonastronomy.org. Guest 
speakers. Free. 8 p.m. 


Live Music 


Smoot, Wabi Sabi, and Shack- 
maxon, Conduit, 439 South 
Broad Street, Trenton, 609-656- 
1199. www.conduitmusic.com. 
$7.8 p.m. 


Open House, The Bridge Acade- 
my, 1958-B Lawrenceville Road, 
Lawrenceville, 609-844-0770. 
www.banj.org. For students with 
language-based disabilities. 9:30 
a.m. 


Registration, Princeton Adult 
School, Moore Street, 609-683- 
1101. www.princetonadultschool.- 
org. More than 130 courses in- 
cluding outdoor survival, classical 
music, and science. Register on- 
line or in person. Classes on 
Tuesday and Thursday evening 
at Princeton High School and oth- 
er area locations. Use front en- 
trance on Moore Street for in-per- 
son registration. 7 to 8:30 p.m. 


4, 
i 
t, 


Historic Instruments: The New Jersey Sympho- 


ny Orchestra presents a concert showcasing its 
collection of historic string instruments, including 
Stradivarius violins from 1708 and 1713, and a 
1690 Gofriller cello, Friday, January 6, at Richard- 


son. 800-ALLEGRO. 


Gallery Talks: My America, 


Gallery 125, 125 South Warren 
Street, Trenton, 609-393-8998. 
www.trenton-downtown.com. 
Dale Cotton, artist of “The Lay- 
ered Image.” 12:30 p.m. 


Underneath the Lintel, George 
Street Playhouse, 9 Livingston 
Avenue, New Brunswick, 732- 
246-7717. www.gsponline.org. 
Mystery drama by Glen Berger 
about a Dutch librarian on a quest 
to find the man who returned a 
book, 113 years overdue. Pre- 
view performance. Through Feb- 
ruary 5. $28 to $56. 8 p.m. 


Princeton Country Dancers, 
Suzanne Patterson Center, Mon- 
ument Drive, 609-683-7956. 
www.princetonol.com/groups/- 
ped. Contra dance. $7. 8 p.m. 


For the most advanced cataract treatment, 
see Dr. Miedziak. 


Doctors” by Castle Connolly. 


| | If you have cataracts, there are very clear reasons to focus on us for help. Join our ReSTOR Revolution. 


The Princeton Eye Group 


; 4 FELTON, WONG, WONG AND REYNOLDS, PA 


Princeton Healthcare Center 
419 No. Harrison St., Suite 104 
Princeton, N} 08540 
609.921.9437 


Somerset Village 
900 Easton Avenue 
Somerset, NJ 08873 

732.565.9550 


Introducing the ReSTOR' Lens Implant. As part of the highly skilled team of cataract 
surgeons at Princeton Eye Group, Anita I. Miedziak provides only the most advanced treatments for cataracts. 
Among them is the ReSTOR Lens Implant, the breakthrough procedure for cataract patients. 
) The FDA-approved ReSTOR Lens provides both distance and near vision ranges after 
| cataract surgery. Once again, the group leading the way with the greatest experience 

\ and success with this procedure is The Princeton Eye Group. 

‘ ap Drs. Felton, Wong, Wong, Reynolds, Miedziak, Liu. and Epstein are listed among 

if ‘America’s Top Ophthalmologists” by Consumers’ Research Council and they have 

been named as “New York-New Jersey Top Doctors” and among “America’s Top 


To schedule a consultation, call 609-921-9437 or visit our web site at www.princetoneyegroup.com. 


STEPHEN M. FELTON, M.D., PH.D., MICHAEL Y. WONG, M.D, 
RICHARD H. WONG, M.D.,R. DAVID REYNOLDS, M.D., ANITA 1. MIEDZIAK, M.D, 
SAMUEL M. LIU, M.D., PH.D., JOHN A. EPSTEIN, M.D, 


1600 Perrineville Road 
Monroe Twp., NJ 08831 
609.655.8808 


et 


Concordia Medical Building 


net 


Literati 


Readings Over Coffee, Prince- 
ton Public Library, 65 Wither- 
spoon Street, 609-924-9529. 
Some great short speeches, plus 
selections from “Our Friends the 
Animals” and “Broken Friend- 
ships,” read by Pat Connor. Free. 
10:30 a.m. 


CASA, 609-637-4910. www.- 
casamercer.org. Information ses- 
sion for volunteers. Court Ap- 
pointed Special Advocates is a 
non-profit organization committed 
to speaking up in court for the 
best interests of abused and neg- 
lected children who have been re- 
moved from their homes. Training 
begins in October. Call to register 
and for location. 7 p.m. 


Comedy Clubs 


Joe Materese, The Stress Facto- 
ry, 90 Church Street, New 
Brunswick, 732-545-4242. www.- 
stressfactory.com. $12. 8 p.m. 


Simply Yoga, 4437 Route 27, 
Kingston, 609-252-0977. www.- 
meditationinnewjersey.org. Bud- 
dhist thought and meditation 
class with Kitt Randall. $10. 7:15 
to 8:45 p.m. 


Jazz Vespers, Princeton Univer- 
sity Chapel, Washington Road, 
609-258-3654. Jazz Vespers En- 
semble conducted by Anthony D. 
J. Branker. Free. 8 p.m. 


Cross Country Cooking, 
Grounds For Scuipture, 18 Fair- 
grounds Road, Hamilton, 609- 
689-1089. www.groundsfor- 
sculpture.org. Dinner features 
New England cuisine. Register. 
Dinner, $29.95; class, $69. 6:30 
p.m. 


Wine Appreciation, Mercer 
County Community College, 
West Windsor, 609-586-9446. 
www.mececc.edu. Four sessions. 
$87. 6:30 p.m. 


Whisk & Spoon, Whole Foods 
Market, Windsor Green Shop- 


ping Center, West Windsor, 609- 
799-2919. www.- : 


wholefoodsmarket.com. “Raw 


— with Joel.” Register. $20. 7 
m, 


Ruth A. Golush, East Windsor, 
609-426-9693. Pi Gu for weight 


control. Register. $20. 10 a.m. 
and 7:30 mn 


Breast Cancer Resource Center, 
Bramwell House, YWCA Prince- 
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Happily Ever 
After: ‘Prin- 
cess Clas- 
sics,’ Disney 
on Ice, opens 
Wednesday, 
January 11, at 
Sovereign 
Bank Arena, in 
Trenton. 609- 
599-9500. 


ton, 609-252-2003. 
“The Power of Empow- 
erment,” a half-day 
workshop presented 
by Susanne G. Lee of 
Instant Productivity. 
Open to breast cancer 
patients and survivors. 
Light lunch included. 
Register. Free. Re- 
scheduled from 
December 7. Noon. 


Blood Drive, American | 
Red Cross, 707 ‘ 
Alexander Road, ° 
Training Room, 800- 
GIVELIFE. www.- 
pleasegiveblood.org. 
Walk-ins are welcome. 
Tuesday through 
Thursday, 12:30 to 
7:30 p.m.; Friday, 8 
a.m.to3p.m.;Satur- -& 
day, 7 a.m. to 2 p.m. 
12:30 to 7:30 p.m. 


Gentle Yoga, Breast Cancer Re- 
source Center, Bramwell 
House, YWCA Princeton, 609- 
497-2100. www.ywcaprinceton.- 
org. Breathing, relaxation, and vi- 
sualization exercises weekly 
through March 15. Register. 
Free. 7 p.m. 


History 


Guided Tour, Drumthwacket 
Foundation, 354 Stockton 
Street, 609-683-0591. New Jer- 
sey’s official governor's resi- 
dence. Free with reservation. 10 
a.m. to 2 p.m. 


Belly Dance for Kids, Drum & 
Dance Learning Center, Bar- 
racks Trading Post Plaza, Route 
206 and Elizabeth Street, Bor- 
dentown, 609-324-7383. www.- 
drumdancecenter.com. Basic 
dance technique with the styliza- 
tion of belly dance. For ages 7 to 
12. Register. 5:30 p.m. 


Disney On Ice, Sovereign Bank 
Arena, Hamilton Avenue at 


Route 129, 609-599-9500. Open- 
ing night for “Princess Classics.” 
Through January 15. $11.50. 7 
p.m. 


Parent Education Classes, Hi- 
Tops, 21 Wiggins Street, Prince- 
ton, 609-683-5155. www.hitops.- 
org. “Power Plays: Teen Dating 
Violence and Assault” presented 
by Elizabeth Walters. Register. 
Free. 7 p.m. 


Gerry Niewood Trio with Sarah 
Jane Cion, Cornerstone Cafe 
and Bistro, 25 New Street, Me- 
tuchen, 732-549-5306. www.- 
cornerstonenj.us. Jazz. 7:30 p.m. 


Burning Jersey, Even Further, 
and Assume Nothing, Conduit, 
439 South Broad Street, Trenton, 
609-656-1199. www.conduit- 
music.com. $10. 8 p.m. 


Central Jersey Sierra Club, West 
Windsor Library, North Post 
Road, West Windsor, 609-902- 
3121. www.sierraactivist.org. _ 
Screening of “Wal-Mart: The High 
Cost of Low Price,” a Robert 
Greenwald feature length docu- 
mentary that dives into the deeply 

rsonal stories and everyday 
ives of families and communi- 
ties. Panel discussions with Sier- 
ra Club members and area Let's 
Stop Wal-Mart activists follows. 
7:30 p.m. 


Continued on page 42 


| Princeton Dermatology Associates at Monroe, 


Dr. Roderick T. Kaufmann 
Introduces 


Dr. Kehua Li, MD 


Specializing in 
Dermatology, 
Dermatopathology 
& 


Dermatologic 


. Li & Look Forward 
e Care of Our Patients. 


We Warmly Welco ; 
to His Participation int 


Princeton Dermatology Associates 
5 Centre Drive, Suite 1A © Monroe Centre at Forsgate, N.J. 08831 
609-655-4544 


Please join us as we celebrate the 


GRAND OPENING 


on January 8, 2006 « 12:00 pm — 3:00 pm 


Hors D'oeuvres * Champagne 
Reception « Complimentary Gifts 


Open seven days a week. _ 
We offer a full range of spa services in a clean 
and comfortable environment using high quality 
products by experienced and caring professionals. 


Experience the difference. 


located at 


Hopewell Town Center | 
800-1 Denow Road (Denow Road and Route 31) 


609-818-041 1 
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CA" sAow 
_, . that makes a difference 


C ..would lke to wish all 7 


of our chents avery © 


“" Happy New Year” 


Becky (Hair Stylist) 
Sharise (Manicurist) 
Philip & Joanne, Owners & Stylist 


609-844-0028 


2687 Main Street ¢ Lawrenceville 
Hours: Tue., Thur., Fri. 9am-7pm © Sat. 8am-2:30pm 


www.royallimoandcoach.com 


Where Questions, Not Answers, Rule 


by Carolyn Foote Edelmann 


n an exceptionally 
rainy recent night, 16 strangers 
gather at the Princeton Public Li- 
brary for the second meeting of 
Princeton’s own Socrates Cafe. 
One participant carries Christo- 
pher Phillips’ bestseller, titled 
“Socrates Cafe: A Fresh Cup of 
Philosophy” (W. W. Norton, 2001). 
Most have not read it. All, howev- 
er, have heard, by word of mouth 
and media, that this unique circle 
of inquiry — an informal forum for 
exploring life’s big and little ques- 
tions that is sprouting up all over 
the country and the world — is 
available on the fourth Tuesday of 
every month, in an upstairs confer- 
ence room at the library. The next 


_ meeting: Tuesday, January 24. 


This month’s gender-balanced 
group spans ages, types, back- 
ground, and interests. Facilitator 
Kelly McGannon, a_ sprightly 
blonde doctoral student in the de- 
partment of art and archaeology at 
Princeton University, says that the 
launch meeting attracted 22 partic- 
ipants, and the December event a 
baker’s dozen: an equal mix of men 
and women, graduate students, a 
pilot, a psychotherapist, an editor, 
even a mother-daughter duo, and 
Esther Mills, the host of “Talk to 
Me” on Princeton’s TV30, who 
will 
Wednesday, January 11, at 6:30 
p.m. Reflecting Princeton’s multi- 
cultural mix, participants included 
an Asian woman from France and a 
Colombian woman. Many are re- 
peat attendees. Princeton’s Socrat- 
ic “Anything Goes!” proves head- 
ier than New Year’s Eve, a workout 
for our most important muscle — 
the brain. 

McGannon is warmly welcom- 
ing. She reminds that our purpose 
together is active listening. She 
then oversees the question selec- 
tion process, saying, “We will 
democratically decide.” The Octo- 
ber meeting’s topic was, “What is 
human nature?” ~+November’s 
proved somewhat incendiary: “Is 
there any such thing as a good 
war?” December’s topic, “What is 
patriotism?” won over nine others, 
including “Is technology killing 
culture?” 

From that moment on, however, 
winning and losing have no place 
in a Socrates Cafe. Apart from Mc- 
Gannon’s affiliation with the uni- 
versity, the education levels and 
professions of the participants re- 
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Infant - 8th 


Open House 
Sunday, January 8 
Presentation @& Tour 
7:00 pm 


Princeton Montessori School 


purposeful learning - independence - respect 


www.princetonmontessori.org 
Take Our Virtual Tour 


Immediate Openings -Toddler-4 years 
Accepting Applications - All 06-07 Programs 


487 Cherry Valley Road, Princeton _- RSVP 609-924-4594, ext. 293 


interview McGannon on. 


main unknown. Groups gather to 
examine not the personal, but the 
universal, the multi-layered gray 
areas in between stark black and 
white. 

These “cafes” are the brainchil- 
dren of Christopher Phillips, 46, 
who has been nicknamed 
“Socrates-in-a-turtleneck.” 
Phillips views himself as “the 
Johnny Appleseed of philosophy.” 
Criss-crossing the country in per- 
son and in the pages of his seminal 
book, “Socrates Cafe,” Phillips is 
pledged to re-ignite the love of the 
question. His ultimate vision is to 
enhance the human condition, the 
actual state of the world. 

Phillips and his wife, Cecilia 
(they met at a Socrates Cafe), seem 
to personify T.S. Eliot’s Prufrock 
challenge: “Do I dare disturb the 
universe?” In August, 1996, 
Phillips launched the Socrates 
Cafe in, of all places, Montclair. 
The. couple, who live in Virginia 
and Mexico, also head the nonprof- 
it Society for Philosophical Inquiry 


ed 
Airline pilot and tele- 
vision producer 
William Newland calls 
his two Socrates Cafe 
experiences ‘Viagra 
for the mind.’ 

LO eee eae 


(www.philosopher.org). Approxi- 
mately 300 gatherings now occur 
worldwide, most weekly. Each is 
coordinated by a volunteer facilita- 
tor. Concerned over proliferating 
shallowness and materialism, the 
couple dreams of resuscitating the 
spirit of Athens at its peak, of en- 
riching the 21st century with So- 
cratic inquiry, worldwide, at every 
economic and educational level. 


1. participate in a Socrates 
Cafe, you do not have to have read 
Phillips’ books (he is also the au- 
thor of “Six Questions of Socrates” 
and “Philosopher’s Cafe” a chil- 
dren’s book). Nor do you have to 
have taken a course in philosophy. 
It’s simply fine to come bearing an 
attitude of “I-don’t-know-any- 
thing-about-philosophy, but-I- 
know-what-I-like!” Although poli- 
tics simmers below the surface, 
participants fend off partisanship. 
The Socrates Cafe discussions, and 
I’ve been to three of them now, 
have not descended to diatribe or 
polemic. What remains paramount 
is precision of inquiry, fairness, 
and mutual respect. If dialogue is 
the Socratic goal then “polylogue” 
is the electrifying reality at Prince- 
ton’s Socrates Cafe. 

The road of discussion of “What 
is patriotism?” at the December 
meeting took many turns. In true 
Socrates Cafe style, more ques- 
tions than answers emerged; for 
example, “Can patriotism become 
corrupted?” The group, says Mc- 


= 


Open M-F 9:30-7:30 
Saturday 9:30-6 


Kingston Nails & Spa 


609-688-8880 


Kingston Shopping Center Unit 9 
4437 Rt. 27 © Princeton, NJ. 


Gannon, concluded that it could- 
n’t, that its essence would prevail 
regardless of who was in power or 
what events were transpiring. She 
raised the query, “When have you 
felt patriotic?,” and some partici- 
pants said they felt patriotic under 
Kennedy, after the tsunami, and 
during World War II. j 

The question, “Is there a differ- 
ence between patriotism and citi- 
zenship?,” brought up “Can non- 
citizens be patriotic?” This led to 
“What is citizenship?” Relative 
consensus evolved that true citi- 
zenship requires sacrifice, whether 
soldiering or Abigail Adams’ melt- 
ing the family pewter into bullets 
for the Revolution. An essential 
facet of citizenship may be speak- 
ing the language of the country. 
The resonant question was “Is it 
possible to be patriotic, yet 
ashamed of your country?” The 
bottom line at Socrates Cafe is that 
what’s important is the question it- 
self; conclusions are not absolutely 
reached; rather discussion widens 
and widens. 

Phillips downplays his personal 
role, elevating participants, and 
writes: “The ‘common mam 
woman’ is very much beyond com- 
mon.” In his first book, cinematic 
episodes take place in settings 
from coffeehouses to elementary 
schools: “Children not only love 
questions; they LIVE the ques- 
tions!” He writes that Socrates 
Cafes particularly soar in maxi- 
mum-security prisons. 

Phillips’ second book, “Six 
Questions of Socrates,” is de- 
scribed in the book jacket as “a 
modern-day journey of discovery 
through world philosophy.” It 
could easily be called, “Around the 
World with Six Questions.” In the 
book questions of virtue, modera- 
tion, justice, good, courage, and 
piety are considered by people of 
Japan and Mexico, Navajos and 
Sioux, neighbors of the World 
Trade Center soon after 9/11, Ko- 
reans, and American prisoners. 
Phillips also moderates a reunion 
of early Socrates Cafe participants, 
compromised children from the 
Mission Hill Section of San Fran- 
cisco. What this book shares with 
the first is emphasis on questions. 
Questions of nationhood seem to 
predominate over questions of per- 
sonhood. 

At the Princeton Socrates Cafe 
psychotherapist Janet Black says 
she appreciates the balance that 
McGannon engineers, despite the 
incendiary nature of the November 
meeting’s question regarding 
“good war.” “The precision of the 
Socratic process eliminated per- 
sonal bias,” Black says. “This is 
not a place for people with an axe 
to grind. Interestingly, it did seem 
to matter what answers emerged. It 
may not matter whether answers 
are reached.” 

Airline pilot and television pro- 
ducer William Newland calls his 
two Socrates Cafe experiences 
“Viagra for the mind,” adding that 
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he is delighted that “it regularly 
challenges my assumptions.” Janet 
Stern — whose “hats” include “‘ed- 
itor, Arts Council of Princeton, 
zoning board, TV30, and film 
buff’ — relishes McGannon’s 
Opening reminders that set the 
tone: “Where else do you force 
yourself to listen, to reflect? You 
tend to know when you must speak 
— after a lot of listening. It opens 
our minds.” 

R. Sloane Franklin, a doctoral 
student at Princeton Theological 
Seminary writes in an E-mail about 
the opening meeting in October: 
“McGannon has done a truly won- 
derful thing in creating a space for 
open discussion. It certainly seems 
a viable foundation for meaningful 
communal action.” 

At any Socrates Cafe, the ques- 
tion is the order of the day or night. 
As Phillips writes: “Many have on- 
ly the flimsiest idea of the ques- 
tion’s power and potential.” In 
lower schools and senior centers, 
staff are regularly confounded by 
participation and profundity in 
Socrates Cafe meetings, even in 
the normally tongue-tied. Phillips 
continually urges everyone to give 
free rein to his/her sense of wonder, 
which Plato called “the mark of the 
philosopher.” Phillips is always 
pushing “The Fourth R” — reason- 
ing. Readers of Phillips’ books, 
which together form a kind of thou- 
sand and one nights of Socrates 
Cafes, are steeped in wisdom, bril- 
liance, intellectual and moral 
courage, pathos, and humor. 

Christian Science Monitor 
writer Craig Savoye reported on a 
Chicago Socrates event at a shelter 
for homeless women: “It was 
something between a place and a 
state of mind.” The “Socrates 
Cafe” book jacket includes a quote 


from Harvard psychiatrist Robert 


Coles, which praises the book for 
its “morally energetic and intro- 
spective exchanges with children 
and adults from all walks of life,” 
which come to reveal sometimes 
surprising, often profound reflec- 
tions on the meaning of love, 
friendship, work, growing old, and 
other large questions of. life. 
Phillips also draws from his own 
academic background to introduce 
us to the thought of philosophers 
through the ages. Socrates Cafe is 
an engaging blend of philosophy 
and storytelling.” 

McGannon calls the Princeton 
gatherings “antidotes to general 
apathy.” My own journaled No- 
vember notes read: “Tonight we 
experienced America at its best, 
democracy as it is meant to be.” 
Credit for parity could reside in the 
fact that last names are neither 
asked nor given, let alone educa- 
tional degrees. No turf given 
means no need to defend it. 

As Phillips writes: “To know is 
not the most important thing. Seek- 
ing is.” And I found that at the 
Princeton Socrates Cafe journey 


becoming destination, and replen- 
ishment is its outcome. 
McGannon launched this op- 
portunity in Princeton because she 
had grown up with monthly discus- 
sion groups in her parents’ Ohio 
home. She earned a bachelors in 
1999 from the department of hu- 
manistic studies (“think really and 
wildly interdisciplinary,” she says) 
at St. Mary’s College in Notre 
Dame, Indiana, and an M.A.R. 
(masters in arts and religion) from 
Yale University Divinity School. 
She then accepted a job back at St. 


Princeton Public 
Library first green- 
lighted just three 
Socrates Cafe meet- 
ings — now dates are 
set through May. 


Mary’s, where she and some Yale 
colleagues, who had come to St. 
Mary’s to pursue their PhDs in the- 
ology, formed an ongoing “more 
academic” potluck discussion 
group in South Bend. 


A siving in Princeton to pur- 


sue her Ph.D. in medieval art and 
architecture, McGannon was sur- 
prised not to find similar opportu- 


nities within either the town or 


gown communities. After reading 
Phillips’ book in the spring of 
2005, a Google search revealed no 
Socrates Cafe in the Princeton 
area. She E-mailed Phillips and, af- 


Feeling good: 


remember that? 


Come Full Circle 


And the Question Is: 
Kelly McGannon, a 
PhD candidate at 
Princeton, calls the 
Socrates Cafe meet- 
ings ‘antidotes to 
general apathy. ’ 


ter receiving approval for a Prince- 
ton launch, she first considered 
area coffee shops but then deemed 
them too noisy, too small, or both. 
McGannon then approached 
Princeton Public Library readers’ 
services coordinator, Sue Roth, who 
was intrigued and requested a pro- 
posal. When I ask McGannon what 
proposal factors most likely suc- 
ceeded, she answers, “Well, Sue 
read the book. And, I was persist- 
ent.” This last may be an understate- 
ment. McGannon first received a 
green light for Cafe gatherings for 
three months — in October, No- 
vember, and December. But when 
the launch meeting drew an intense 
crowd of 22, meeting dates were 
immediately set into May of 2006. 
Determined to transcend bound- 
aries, if Kelly McGannon has her 
way, Princeton will soon be host- 
ing Socrates Cafes for children. 


Socrates Cafe, Tuesday, Janu- 
ary 24, 7 p.m., Princeton Public Li- 
brary, 65 Witherspoon Street. An 
informal discussion group, based 
on the Socratic Method and 
Christopher Phillips’ —_ book, 


“Socrates Cafe.” Facilitated by 
Princeton University doctoral stu- 
dent Kelly McGannon. 609-924- 
9529. 


Therapeutic massage, yoga classes and skin care 
for every member of the family. Open 7 days a week. 


*329 Princeton-Hightstown Rd. (Rt. 571), East Windsor 
(the blue house next to the Getty Station at Old Trenton Rd.) 


www. fullcirclemassage.com 609-371-0888 
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“Dedicated to Quality and Service” 


Dr. Mary E. Boname 
Optometric Physician 
TPA CERT #TO 00637 
LIC HOA 5298 


Benedict A. Fazio 
NJ Opthalmic Dispenser 
Lic. # D 1640 


ention 


Dr. Rudolph Domino is retiring after a 


distinguished career as an Optometric Physician 


in Princeton. He has entrusted Dr. Mary E. Boname 


with his patient records. Dr. Boname and the staff of 


Montgomery Eye Care look forward to providing 


continuity of care for Dr. Domino’s patients. 


1325 Route 206, Suite 24 @ Skillman, NJ 08558 
609-279-0005 ¢ fax: 609-279-0004 
WWW.www.mecn/.com 


o 


NTDTV @ 


Jan. 20@8pm, Jan. 21@2pm and @8pm 


Info & Tickets online: 
www.gala.ntdtv.com 
www.radiocity.com 


Call now for tickets: 
888-260-6221, 888-260-6223 
ricketmaster: 212-307-7171 
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EACHERS 


The greatest gift 
parents give to their children 


ROUTE 518, RAMBLING PINES, HOPEWELL, NJ (609) 924-2206 
WWW .PRINCETONLATINACADEMY.COM 


OPEN HOUSE 


JANUARY 15'", 2006 
12:00-2:00 PM 
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Contact Lens Center 


Quality Care that’s Convenient and Affordable 


Comprehensive Eye Examinations 
Professional Friendly Service 
Appointments 7 Days A Week 


We Fit All Lens Types 
Including Astigmatism 
And New Technology 
-Silicone Contacts!!! 


Independent Doctors of Optometry 
Office Located Inside Princeton 


LensCrafters Market Fair! 
(609) 520-1008 


JIM |. CICCARELLO, O.D. 
NJ Lic. #O0A05450 
Cert. # TO 00802 


Eye Care 


(a oo scccciatas 
PETER COLANGELO, O.D. 


NJ LIC. # OA04458 
CERT. # TO 00499 


Log on to www.icareassociates.com 
For valuable coupons 
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' Princeton Health Food | 


Next door to Wawa at Rts. 206 & 518 


| BEST SELECTION OF VITAMINS | 


IN AREA 


35% OFF 


Source Naturals 


Vitamin Supplements 
(except specials) 


609-279-1636 


Mon-Fri 10-6:30; Sat 10-5 
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Open House, Princeton Acade- 
my of the Sacred Heart, 101 
Drake's Corner Road, Princeton, 
609-921-6499. www.princeton- 
academy.org. Register. 9 a.m. 


Thursday 


January 12 


Many Faces of Mozart: Mozart’s 
Autumn Years, New Jersey 
Symphony Orchestra, State 
Theater, New Brunswick, 800-AL- 
LEGRO. www.njsymphony.org. 


Gilbert Barga conducts full 


Mozart program. Featured musi- 
cian is Karl Herman on clarinet. 
$20 to $75. 8 p.m. 


Pop Music 


Martin Luther King Jr. Celebra- 
tion, New Jersey Performing 
Arts Center, Prudential Hall, 
Newark, 888-466-5722. Musical 
event features Grammy Award 
winner Edwin Hawkins and Bish- 
op Walter Hawkins. Bernice John- 
son Reagon speaks about the life 
and legacy of King. $15 to $37. 7 
p.m. 


Pre-performance reception hon- 
oring Reverend M. William 
Howard Jr. and Marion A. Bolden 
r: 5 p.m. in the Chase Room. 

31. 


Art 


Fiber Art Workshop, The Atrium 
on the Brook, River Road, Belle 
Mead, 908-874-8770. Three-day 
workshop in basket weaving is 
led by fiber artist Nancy Kay An- 
derson. Beginners through inter- 
mediate. Register. $250 includes 
lunch and materials. 10 a.m. to 4 
p.m. 


Arts Council of Princeton, Con- 
temporary Gallery, Princeton 
Shopping Center, 301 North Har- 
rison Street, 609-924-8777. 
www.artscouncilofprinceton.org. 
Reception for “Telling Our Sto- 
ries,” a shared show for storyteller 
Rebecca Kelly, sculptor Yvonne 
Love, and book artist Miriam 
Schaer. Through February 18. 
Workshops in conjunction with 
exhibit include “Children’s Story 
Hour and Book Arts Workshop,” 
Saturday, February 4, noon; and 
“Introduction to Book Arts, Satur- 
day, February 18, 1 p.m. 6 to 8 
p.m. 


Brown Bag Series, Roxey Ballet, 
Canal Studios, 243 North Union 
Street, Lambertville, 609-397- 
7616, ext. 807. www.roxeyballet.- 
com. Bring your lunch and watch 
rehearsal. Register. $10. 1:30 
a.m. 


Cabaret, Ritz Theater, 915 White 
Horse Pike, Oaklyn, 856-858- 
5230. www.ritztheatreco.org. First 
night for the, Kander and Ebb mu- 
sical based on the play “I Ama 
Camera.” Through February 18. 
$20 to $25. 7:30 p.m. 


Underneath the Lintel, George 
Street Playhouse, 9 Livingston 
Avenue, New Brunswick, 732- 


Opportunities 


The Arts 


McCarter Theater  an- 
nounces registration for its first 
ever Three-Day Play Weekend, 
an intensive weekend of acting 
for young actors in grades 5 to 7. 
Over three days, Friday through 
Sunday, February 3 through 5, 
students will work with McCarter 
professionals to create, rehearse, 
and perform a ten-minute play. 
$300. To register visit www.- 
mccarter.org, and click on Three- 
Day Play Weekend. 


Randy James Dance Works 
seeks dancers for company posi- 
tions. Auditions for female 
dancer, on Wednesday, January 4, 
1 p.m., and male dancer, Thurs- 
day, January 5, 1 p.m., at 890 
Broadway, Studio 6-3, New York 
City. Visit www.rjdw.org. 


Arts Council of Princeton of- 
fers a wide range of classes for 
adults in painting, drawing, 


| mixed media, photography, cre- 


ative writing, dance, and ‘drama. 
Classes for children and teens in- 
clude ceramics, painting, draw- 
ing, comic book art, mixed me- 
dia, photography, dance, drama, 
and creative writing. Most class- 
es are held at the Contemporary 
Arts Center in the Princeton 
Shopping Center. Visit www.- 
artscouncilofprinceton.org — or 
call 609-924-8777 for informa- 
tion. 


MCCC at Artworks presents 
non-credit classes beginning Sat- 
urday, January 21, at the historic 
Trenton art school and gallery at 
19 Everett Alley, Trenton. Class- 
es include clay sculpture, portrait 


painting, cement casting, draw-— 


ing basics, sculpture for kids, 
block printing, and drawing for 
the graphically challenged. Visit 
www.mcecc.edu or call 609-586- 
9446. 


Villagers Theater auditions 
for “Of Mice and Men” are 
Wednesday and Thursday, Janu- 
ary 18 and 19 at the theater. Need- 
ed are nine men ages 18 to 80, and 
one woman age 17 to 30. Prepare 
a two-minute monologue. Visit 
www. villagerstheatre.com for in- 
formation. 


The Mighty Oak Players 
seek six men and six women of 
all vocal ranges for “Rodgers & 
Hart: A Celebration,” to be pro- 
duced Friday, March 24; Sunday, 
March 26; Saturday, April 1; and 
Sunday, April 2, at Monroe 
Township High School. Bring 
sheet music and be prepared to 
sing 16 bars of a song (preferably 
Rodgers & Hart). Auditions are 


Tuesday and Wednesday, Janu- 
ary 17 and 18, 7 p.m. C all 732- 
521-3782 for information. 

Philomusica seeks singers 
with sight-reading skills and 
choral experience. Classical mu- 
sic auditions are Mondays, Janu- 
ary 9, 16, and 23. Visit www.- 
philomusica.org or call 888-744- 
5668 for appointment. 


Omicron Theater Produc- 
tions seeks actors in speaking 
and non-speaking parts ages 20 to 
60 and backstage help. Auditions 
by appointment Friday, January 
6, through Saturday, February 4. 
Call 609-443-5598 for informa- 
tion or appointment. 


Bach Ballet Company holds 
auditions for new company mem- 
bers age 10 and up on Saturday, 
January 7, from 1] a.m. to 1 p.m. 
All auditioners and their parents 
are required to attend an informa- 
tional meeting from 10 to 11 a.m. 
$15 master class fee. There is a 
participation fee and volunteer 
duties for parents and dancers. To 
register or for information call 
609-773-0099. 


Volunteers Needed 


Court Appointed Special 
Advocates (CASA) of Mercer 
County is seeking volunteers for 
the 30-hour training program in 
March. Trained volunteers speak 
up in court for the best interests of 
abused and neglected children in 
foster homes, group homes, or 
treatment facilities. Information- 
al sessions are Wednesdays, Jan- 
uary 11 and February 15, at7 p.m. 
Call 609-434-0050 for informa- 
tion and for location. 


Princeton Public Library of- 
fers a free three-week workshop 
on Microsoft Word beginning 
Thursday, January 12, 4 p.m. 
Registration required and library 
cardholders are given preference. 
Visit www.princetonlibrary.org 
or call 609-924-9529. 


Donate Please 


Jersey Cares will be collect- 
ing coats at the New Jersey Dev- 
ils vs. Philadelphia Flyers game 
on Monday, January 9, at 7:30 
p.m. Fans making a donation are 
eligible to win autographed Dev- 
ils’ memorabilia. Coats will be 
distributed to shelters, orphan- 
ages, faith-based programs, and 
senior citizen centers. For infor- 
mation call 201-935-6050. 


246-7717. www.gsponline.org. 
Mystery drama about a Dutch li- 
brarian on a quest to find the man 
who returned a book, 113 years 
overdue. Through February 5. 
$28 to $56. 8 p.m. 


Hyppolytus, Princeton Universi- 
ty Theater & Dance Program, 
Matthews Acting Studio, 185 Nas- 
sau Street, 609-258-1742. www.- 
ae a tee Greek tragedy. 

hrough January 15. $12. 8 p.m. 


Ryan A, Henninger « Carpenter/Builder, LLC 


Full Service Contractor from Hourly Handyman Service 
to New Construction. Specializing in Custom Cabinet & Cabinetry 
Computer Alded Design Avaliable 


Do You Have a "Honey-Do" List? 


Hourly Handy Man Service 
Fully Insured * Reference Upon Request 


Formerly RAH Home Improvement 


609-883-6269 


Independent Film Series, Law- 
rence Library, Darrah Lane and 
Route 1, Lawrence Township, 
609-882-9246. Screening of 
“Spare Parts,” set in a small bor- 
der town in southern Slovenia. 
Register. Free. 7 p.m. 


Dancing 


Dancing by Peddie Lake, 112 
Etra Road, Hightstown, 609-443- 
8990. www.dance.homestead.- 
com. Four-week dance class of- 
fering instruction in swing, foxtrot, 
waltz, and Latin dancing. Begin- 
ners at 7:30 p.m.; intermediates 
at 8:30 p.m. No partner ired. 
Register. $80 per couple. 7:30 
p.m. 


yes Princeton Public Li- 
609-924-8822 www.princeton- 
library.org. Susan Roth demon- 
strates BookLetters, a service 
with book review, information, 
and newsletters. Free. 1 p.m. 
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At the Movies 


Confirm titles with theaters. 


Aeon Flux. Action with Charl- 
ize Theron and Frances McDor- 
mand. AMC. 


Bluff Master. Indian comedy. 
Regal. 


Breakfast on Pluto. Drama 
written and directed by Neil Jor- 
dan. Montgomery. 

Brokeback Mountain. Drama 
based on short story by Annie 
Proulx featuring Jake Gyllenhaal 
and Heath Ledger portraying bi- 
sexual cowboys. MarketFair, 
Montgomery. 


Cheaper by the Dozen 2. 
Comedy with Steve Martin and 
Bonnie Hunt. AMC, Destinta, 
MarketFair, . 


Chicken Little. Disney’s ani- 
mated film features Zach Braff in 
the title role. AMC. 


Chronicles of Narnia: The Li- 
on, The Witch, and The 
Wardrobe. Fantasy based on the 
classic novel by CS Lewis. AMC, 
Destinta, MarketFair, Multiplex, 
Regal. 


The Family Stone. Drama fea- 
tures Diane Keaton, Craig T. Nel- 
son, and Sarah Jessica Parker. Des- 
tinta, AMC, MarketFair, Regal. 


Fun With Dick and Jane. 
Comedy with Jim Carrey and Tea 
Leoni. AMC, Destinta, Market- 
Fair, Regal. 

Good Night, and Good Luck. 
Drama about the Joseph McCarthy 
days with David Strathairn and 
George Clooney. Montgomery. 


Harry Potter and the Goblet 
of Fire. Daniel Radclife plays the 
part of Harry, a teenage boy grow- 
ing up. AMC, MarketFair, Multi- 
plex, Regal. 

King Kong. Remake directed 
by Peter Jackson. AMC, Destinta, 
MarketFair, Multiplex, Regal. 


Memoirs of a Geisha. Drama 
based on Arthur Golden’s best- 
seller stars Ziyi Zhang, Gong Li, 
and Ken Watanabe. AMC, Garden, 
MarketFair, Montgomery, Multi- 
plex, . 

Munich. Steven Spielberg dra- 
ma based on the deaths of the 1972 
Israel Olympic Team and a result- 
ing Israei assassination team. 
AMC, Garden, Regal. 


Pride & Prejudice. Romantic 
drama directed by Joe Wright is 
based on Jane Austin’s novel. Mar- 
ketFair, Montgomery. 

The Producers. Musical film 
based on the Tony Award winning 
play stars Matthew Broderick, 
Nathan Lane, Will Ferrell, and 
Gary Beach. AMC, Multiplex, Re- 
gal. 


The Ringer. Comedy stars 
Johnny Knoxville as a contestant 
in a Special Olympics event for the 
cash prize. Destinta, Multiplex, 
Regal 


Rumor Has It. Romantic com- 
edy. AMC, Destinta, MarketFair, 
Multiplex, Regal. 


Syriana. Political thriller with 
George Clooney, Matt Damon, and 
Jeffrey Wright. AMC, MarketFair, 
Montgomery, Multiplex, Regal. 


Walk the Line. Joaquin 
Phoenix and Reese Witherspoon in 


drama about Johnny Cash’s early 
career. AMC, Multiplex. 


Wolf Creek. Horror film based on 
true events in the Australian outback. 
AMC, Destinta, Multiplex, Regal. 


Yours, Mine, and Ours. Den- 
nis Quaid and Rene Russo in re- 
make of romantic comedy about 
large families. AMC, Multiplex. 


ee 

AMC Hamilton 24 Theaters, 325 
Sloan Avenue, !-295 Exit 65-A, 609- 
890-8307. Stadium-seating 24- 


Political Thriller: 
George Clooney stars 
in ‘Syriana.’ 

ER! eR 


screen multiplex. $8.50; $6.50 mati- 
nees; $7.50 students; $5.50 children. 


Destinta, Independence Plaza, 
264 South Broad Street, Hamilton, 
609-888-4500. Stadium-seating 12- 
screen multiplex. $7.50; $5.50 stu- 
dents; $5 matinees & Tuesday 
nights. 


Garden Theater, 160 Nassau 
Street, 609-683-7595. Two screens 
with stadium-seating. $8; $5 for 
shows before 6 p.m. 

MarketFair-UA, Route 1 South, 
609-520-8700. Stadium-seating. $8; 
$5.25 matinees, students, and seniors. 


Montgomery Center Theater, 
Routes 206 and 518, Rocky Hill, 
609-924-7444. $8; $5 matinees. 

Multiplex Cinemas Town Center 
Plaza, 319 Route 130 North, East 
Windsor, 609-371-8473. Stadium- 
seating, 15 screens. $7.50; $5.25 
matinees. 

Regal Theaters, Route 1 South, 
New Brunswick, 732-940-8343. Sta- 
dium-seating multiplex. $8.50; $5.25 
matinees. 


AN EVENING OF 
AMERICAN ACOUSTIC MUSIC 


‘ “featuring 
The David geen 
The Peter Rowan and To 


Quartet and 
ny Rice Quartet 


opening act 
King Wilkie! 


Friday, January 20th, 8 pm 


Friday, 
January 27th 


February 11 - 3pm 
February 12 - 11am, 
2pm, and 5pm 


Also Appearing: 
Doo Wop Reunion II 


BB King 
PATRIOTS THEATER 


the W 


Box office: 609-984-8400 
or 1-800-955-5566 


ie 


February 24th 
March 23rd 
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Trenton, New Jersey 


MUSIC LESSONS 


ALL INSTRUMENTS 


INSTRUMENTS 
SHEET MUSIC + REPAIRS 
RENTALS * ACCESSORIES 


' WWW.FARRINGTONSMUSIC.COM 


609-387-9631 
Burlington 


Lessons Only 
609-897-0032 
Princeton JC1 


609-448-7170 
Hightstown 


609-924-8282 
Princeton 


So much 
more than a’ 


Chapin Rife srere)| 


OPEN HOUSE 
Pre-K through Grade 8 
Jan. 11 9- 11am 
SNOW DATE: Jan. 18 


4101 Princeton Pike Princeton, NJ 08540 609-924-2449 www.chapinschool.org 
SRE NA ae 


WHY GO ANYWHERE 
ELSE FOR YOUR 
NEW SMILE? 


WHEN YOU WANT THE BEST, YOU WANT 30 YEARS 
OF EXPERIENCE. VISIT THE OFFICE OF DR. MEL BABAD 
OF HAMILTON FOR THE SMILE 
YOU'VE ALWAYS WANTED. 


ALL DENTAL PROCEDURES SHOWN ON THE SWAN OR ABC’S 
EXTREME MAKEOVER CAN BE PERFORMED RIGHT HERE IN 
CENTRAL NEW JERSEY AT A FRACTION OF HOLLYWOOD PRICES. 
WE OFFER: 

* DA VINCI VENEERS * BREATH TREATMENT 
* ZOOM 2 WHITENING * WHITE FILLINGS 
* INVISALIGN * COMPUTER IMAGING 
* LASER GUM PROCEDURES 


CALL US TODAY 
FOR YOUR FREE CONSULTATION. 
YOU CAN HAVE A BEAUTIFUL SMILE! 


MELVIN S. BABAD, DMD 
1941 S. BROAD STREET 
HAMILTON, NJ 08610 


609-396-949 | 


ad U.S. 1 JANUARY 4, 2006 


Srinivas S. Vasireddi M.D., FACP 


Diplomate American Board of Gastroenterology 


Affiliated with Robert-Wood Johnson University Hospital 
JFK, RBMC (Old Bridge) & Bayshore Hospital 


WEES! SINGLES EXCHANGE 


SS FREE CLASSIFIEDS FOR SINGLES 
~e And response charges that won’t break the bank. 


Are you tired of spending $8 or $9 or more to respond to a “free” singles 
ad? Are you tired of accessing the messages of singles 
who end up being geographically undesirable? 


T4 U.S. 1 can help. 


It’s low-tech but highly selective. It’s geographically targeted. Respondents are 
people who live or work in the U.S, 1 circulation area. And best of all, you know 
exactly how much each response is going to cost you — just $1 per response. . 
No hidden charges. (Offer limited to those who work and live in the greater Princeton business community.) 


1 Response 


U.S. 1 Singles 
Exchange 


Reliable Care From A Name You Can Trust 
Offering State-Of-The-Art On Site Office Testing 


To submit.your ad simply send it by mail or fax or E-mail to U.S. 1. Include your name and the address to which we 
should send responses (we will keep that information confidential). We will assign a box number, print the ad in 
forthcoming issues of U.S. 1 (and post it on the Internet, of course) and forward all responses to you ASAP. 


Remember: it’s free, and people can respond to you for just $1. Good luck and have fun. 


U.S. 1 Singles Exchange, 12 Roszel Road, Princeton 08540 
Fax: 609-452-0033 * E-mail: info@princetoninfo.com 
Questions? Call us at 609-452-7000 


CONVENIENT HOURS DAILY 
MONDAY - FRIDAY: 9 TO 6 PM 


ust 


WE PARTICIPATE IN ALL PLANS 
Web: http://doctor.medscape.com/SRINIVASVASIREDDIMD 
SERVING ALL OF CENTRAL NEW JERSEY 


Tel: 732-888-4800 


Fax: 732-888-4779 

668 N. Beers Street, Ste. 101 
Holmdel, NJ 07733 

(Exit 117 off GSP) 


Tel:732-205-9886 


Fax: 732-205-9887 
Bridgepointe, Bldg. D 
205 Bridge Street 
Metuchen, NJ 08840 
(Exit 2A of 287) 


fo 


Ps oo 
A“ Rediscover your senke oS 
ht reat color 


Pcie 
eee Sr 

o8 _ 

. 9 


Lo : 
Chilbea Cc. mpevs 
f Sf A, m . 


Fs 
Fi 


VOREAL. 
PP Or ES STON NE ty 
6-1 -{-{ -e 
a Salon 


. 
by 


If you Spent New Year’s Alone... 


Don’t Let That Happen for Valentine’s Day! 


Call Together Today! 
We’re so good - we guarantee our personal 
introductions! If you are single (or single 

again), call Together for a free consultation. 


. = Celebrating over 30 years of success stories 
i vein tana | VYVVYVYN NY YY 
: oo ITQsETHER 


609-895-1969 
www.togetherdating.com Let Us Introduce You! 


MEN SEEKING WOMEN 


Charming Male: 58, looks and feels 
younger, liberal, athletic, creative, 
seeks female with similar qualities. Box 
229604 


Hello, Active Nature Lover: Seeking 
similarly inclined. Let’s go for a short 
hike up in the Poconos and enjoy na- 
ture’s restorative beauty.On less adven- 
turous days, we can see a movie, stroll 
though Princeton or New Hope/Lam- 
bertville and explore the cultural, social 
and aesthetic rhythms, sights and 
sounds. Enjoying the human spirit and 
soul. Act now before it snows 4 feet. Re- 
spond within 48 hours and receive a free 
cup of coffee. Think possibilities. Box 
228903 


In Search Of: a gentleman that is be- 
tween 40-65. Everyone says I’m beauti- 
ful and attractive but my real beauty is 
what's inside my heart. Box 229640 


Let’s Have Dinner: SBM, 49, 185 
Ibs., 5°11”, I’m a very kind hearted per- 
son, thoughtful and caring. | cook, but al- 
so like to dine out. | enjoy good conver- 
sation over the phone. | like art show, 
traveling, dancing, basketball, movies, 
music, reading and long drives.I’m a 
very mature person, easy to talk to and 
be with. | know how to treat a lady. I’m 
self-confident and like to have a good 
time. | am healthy and very fit. I’m look- 
ing for a woman that has a positive atti- 
tude, who loves life. People tell me I’m 
handsome and distinguished. Box 
229619 


Looking for Specific Woman withA 
Light Blue BMW: at Wegmans SU- 
permarket some time ago. Thin, black 
hair, glasses, about 5’4”, about 40. Box 
228983 


SWM, 52: who loves to watch and at- 
tend baseball games as well as other 
sporting events. | am deeply involved in 
supporting political candidates. | am a 


Consider 


Laser Hair Removal 


ASTER SE WO 


MEN SEEKING WOMEN 


registered Democrat. Some other hob- 
bies include movies, reading and col- 
lecting sports and political memorabilia. 
| also have a passion for music. | like 
classical music and 1950’s rock ‘n’ roll 
music the most. | am bright, easygoing, 
and loyal, and | am in search of a SWF 
35 to 62 who like myself is a non-smok- 
er who shares my interests, and wants a 
warm, stable, and interesting gentle- 
man. | have a disability but | am able to 
have an active and sustained relation- 
ship. Box 218092 


WOMEN SEEKING MEN 


A Needle in a Haystack: | am a 56- 
year-young at heart DWF, 5’ 7”, auburn 
hair and blue eyes. | have a zest for life, 
love the shore, dancing, classic cars, 
R&B, jazz and rock, arts, cooking, gar- 
dening, and much more. | know my soul- 
mate is out there but | haven’t found him 
yet. I’m seeking a S/DWM, n/s, 48-60, 
who would like to get to know me, have 
fun, and see what might develop. Life is 
a celebration...come celebrate with me! 
Box 229104. 


DWF 57: 5’7’ thin build, short red hair, 
| keep myself up to date. Looking for a 
gentlemen, between the age of 55-60 
who takes pride in themselves, for 
friendship, companionship and maybe 
more. | like to go to dinner, out for cock- 
tails but mainly | am a homebody and 
love to spend time with family.! like the 
shore and the mountains and | love the 
South. P/t smoker and social drinker. 
Box 229617 


If You’re a Man: in his sixties who en- 
joys reading before the fire, with good 
music in the background, like walking, 
travel, good theater and films, write this 
petite, good looking, slim, interesting 
woman. Box 229647 


SWF Early 50’s: looking for a partner. 
Searching for an emotionally and finan- 


WOMEN SEEKING MEN 


cially stable man who is caring, creative 
and spiritually-minded and who under- 
stands a creative, independent, secure, 
very active and health-conscious 
woman. Jazz musician or enthusiast 
would be great! Box 229627 


You Light the Fire, |'ll prepare a deli- 
cious supper, and after we’ll slow dance 
to the oldies and cuddle together. We'll 
share life, love, our families, friends, and 
trips. | have a love of nature & the out- 
doors. You'll have a gentle heart, smiling 
eyes, be 50-70, single, health-con- 
scious and have financial stability. I'll be 
a kinda cute, petite, green-eyed blonde, 
age 59, young-in-heart AND body, hon- 
est, down-to-earth, a good communica- 
tor and a homeowner. Please write 
soon! Box 229616. 


MEN SEEKING MEN 


Single Bi Man: | am a Bi-single suc- 
cessful white businessman, 50 years 
old, in the Mercer County area. | am 
looking for a Bi-younger white male be- 
tween 22 and 35 for a discreet friend- 
ship. Please supply a phone number 
where | can be in communication with 
you, if you answer my ad. | look forward 
to hearing from you. Box 210497. 


White Male 60: seeking male friend 
for day out, would like to meet for lunch 
on weekdays. Must be drug and disease 
free. Please respond with phone num- 


ber and best time to call. Box 229649 


SEEKING COUPLES 


White Man In My 40’s: looking for 
one adventurous couple to share some 
fun times with. I'm very open minded 
and sensitive to your wants and needs. | 
can be bi. If you want, let’s meet for a 
drink and take it from there. Also, looking 
for a woman with a sense of adventure. 
Box 229527 


Learn how Dr. Sharon Gertzman 
can make you look 
and feel years younger. 
Find the fountain of youth at 


Serenity Center 
for Well Being, LLC 


Laser Hair Removal * 
Spider Veins * 
Microdermabrasion * 
Rosacea * 

Sun Damage * 
Chemical Peels * 
Medical Acupuncture * 


1 ee au Facials * 
A gentle laser light easily removes nee 
unwanted hair from the facial area, sa sac 
bikini line & underarms utilizing different 
lasers for different skin types. | 
Call us today for a e! 
Call 609-683-4999 reocousiatce | 
. 609-737-7737 
For your Appointment Today. or visit us at . 
www. SerenityNJ.com 4 
Dr. Roderick Kaufmann 23 Route 3 Nort 


301 North Harrison Street, Suite 1E ¢ Princeton, NJ Pennington, NJ 08534 
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Beethoven on the Couch 


by Euna Kwon Brossman 


eter Ilyich Tchaikovsky is said to 
have written: “Without music I would go in- 
sane.” In fact, the Russian composer of such 
beloved works as Swan Lake and the Pathe- 
tique Symphony was chronically depressed, 
in part, because of his homosexuality in a 
world that would have banned him as an out- 
cast. George Gershwin was considered a hy- 
peractive troublemaker as a child and in to- 
day’s world, most likely would have been di- 
agnosed with some sort of attention deficit 
disorder. Robert Schumann experienced fre- 
netic periods of creative energy, at one time 
creating three string quartets within a two- 
week period. And Wolfgang Amadeus 
Mozart, the most gifted musical prodigy of 
all time, may have suffered from Tourette’s 
syndrome in addition to the psychological 
woes produced by an overbearing father. 

While mental illness seems to be over- 
represented among giants in every genre — 
think of Vincent Van Gogh, who cut off his 
own ear, and Sylvia Plath, who put her head 
in the oven to kill herself — there seems to be 

a very strong link between music and mad- 
ness among some of the world’s greatest 
composers, according to Richard Kogan, 
who is in a particularly unique position to 
make that observation. The New York-based 
psychiatrist and co-director of the Human 
Sexuality Program at the Weill-Cornell 
Medical Center also happens to be a 
renowned international concert pianist. The 
New York Times describes him as “‘a superb 
musician whose playing is eloquent and 
compelling.” : 

Since 1998 Kogan has bridged the worlds 
of music and medicine in a series of lecture- 
concerts that combine piano recital with 
medical analysis. They demonstrate the con- 
nection between the psyche of the musician 
and his music-making. Kogan is a regularly 
featured presenter at such events as the annu- 
al meetings of the American Psychiatric As- 
sociation and the Aspen Summer Music Fes- 
tival. For the last three years he has also 
brought his talents to the College of New Jer- 
sey to benefit NAMI Mercer, the Mercer 
County affiliate of the National Alliance for 
the Mentally Ill, an organization that serves 
to educate, support, and advocate for the 
mentally ill and their families in Mercer 
County. This year, Kogan will present a per- 
formance-lecture on Ludwig van Beethoven, 
“Night Out with NAMI,” with a concert and 
dinner, Sunday, January 8, in the Music 
Building at the college. Janssen Pharmaceu- 
tica of Titusville has given $25,000 as corpo- 
rate sponsor of the event. 

Kogan acknowledges that since many 
psychological analyses have been done after 
various composers’ deaths, it is hard to pin- 
point any of these diagnoses with 100 per- 
cent accuracy. However, he does observe 
that certain conditions, bipolar disorder, for 
example, seem particularly conducive to cre- 
ative achievement. “Bipolar disorder is char- 
acterized by a swing into a manic state with a 
decreased need for sleep, increased energy, 
and periods of sharpened imagination. More 
important than mental illness, some kind of 
inner conflict seems to be a precondition for 
bursts of creativity. People who are blandly 
content don’t feel the need to create.” 

His third career, as lecturer-performer, 
was born when he had to do a symposium on 
creativity and mental illness for the Ameri- 
can Psychiatric Association. “In order to pre- 
pare, I read the biographies of composers of 
music I had played all my life, including 
Schumann, Tchaikovsky, Beethoven, and 
Mozart. And I realized that patterns in what 
was described about their moods and behav- 
iors were similar to those of patients I had 
seen in my office.” ; 


In show-and-tell form, Kogan alternately 
plays a composer’s music and then takes the 
microphone to weave in an explanation of 
the psychobiographical forces in the com- 
poser’s life that helped create it. “This format 
gives audiences an opportunity to hear the 
context in which the music was created and 
to appreciate it more. To bring the listener in- 
to the world of the composer’s mind en- 
hances the experience.” 

In past years, Kogan has featured Gersh- 
win, Schumann, and Tchaikovsky. In his lec- 
ture on Ludwig van Beethoven (1770-1827), 
Kogan will play three of Beethoven’s 
sonatas: Opus 10 No. 2; Opus 57, nick- 
named the Appassionata Sonata; and Opus 
110. They represent the early, middle, and 
late phases of his life, including the final 
stages when'he became completely deaf. 
“NAMI’s work is to help destigmatize men- 
tal illness,” says Kogan. “Beethoven himself 
could have benefited from a mental health 
professional. He had volatile moods, para- 
noid persecutory delusions, and suicidal de- 
pressions at different times in his life. Like 
his father, who was an alcoholic, he also be- 
came one. He probably had manic and psy- 
chotic tendencies as well.” 


noe of the urgency of Beethoven’s 
need to create was that he started going deaf 
at a critical stage of musical development, 
when he was about 30 years old. By the time 
of his death in 1827, he was completely deaf. 
“After losing his hearing he contemplated 
suicide but decided not to kill himself be- 
cause he had a sense of his artistic destiny 
and he felt an obligation to fulfill it.” But 
Beethoven was so frustrated by his deafness, 
says Kogan, that he sublimated his anger and 
passion into his music. “This was only way 
he could express his rage against the heavens 
and curse at his fate, creating emotions that 
he would not have needed to contact if he had 
led a more peaceful life. His Ode to Joy, the 
last movement of the Ninth Symphony, was 
one of the last great works of his life, and was 
performed for the first time when he was 
completely deaf. Nothing has expressed uni- 
versal brotherhood, triumph, and complete 
joy in the way this piece of music has. Be- 
cause of his suffering, he created this happi- 
ness for us.” 

Kogan says the roots of Beethoven’s mu- 
sic also lie in his terribly turbulent childhood 
with an alcoholic father who beat him and a 
mother who stood by. To escape the harsh- 
ness of his life, Beethoven created a fantasy 
to fortify himself against his father’s brutali- 
ty. He openly declared that his father was not 
his real father, and in fact, he encouraged 
people to believe that he was the illegitimate 
son of the King of Prussia. “While most chil- 
dren would have given up this romantic fam- 
ily fantasy, Beethoven never did, carrying 
this fantasy into his adulthood. He had a 
hunger for greatness. He maintained a yearn- 
ing to have a legitimacy confirmed upon him 
and yet developed lifelong disdain for au- 
thority, which he often railed against, again, 
expressing himself through his music.” 

Beethoven also had a tendency to pine for 
unavailable women, pursuing women of the 
aristocracy and women who were married or 
attached in some way. Because his great ro- 
mances were unfulfilled, Kogan says this un- 
fulfilled passion emerges in his music. His 
famous Moonlight Sonata was dedicated to a 


- as his “Immortal Beloved,” 


woman named _ Géiuletta 
Giucciardi, a countess out of 
his reach. “As was his fanta- 
sy about his royal blood- 
lines, these romances were 
also fantasies. By choosing 
to fall in love with aristo- 
crats who were married, he 
was ensuring that they 
wouldn’t succeed.” He did 
have a passionate affair with 
the woman who would 
come to be known in history 


documented in letters that 
exist today. There is much 
speculation about who she 
was, most likely someone of 
royalty or wealth, but no one 
really knows. (The story is 
explored in the 1994 film, 
“Immortal Beloved,” ‘star- 
ring Gary Oldman as 
Beethoven.) This woman, 
Immortal Beloved, told Beethoven she 
would leave her husband for him. At first he 
declared they would live a glorious life to- 
gether, but ultimately, he decided not to em- 
brace the life of happily ever after. “As an 
artist, he believed that his destiriy would not 
allow him to share his life with anyone else,” 
Kogan says. 

The “Immortal Beloved” —_ was 
Beethoven’s last and greatest love. After that 
relationship was over, he devoted the next 
five years of his life pitted against his sister- 
in-law, to win the guardianship of his 
nephew, Karl, after his brother died. “What 
was fascinating about his pursuit of this 
guardianship was that during it, he was ina 
creative slump. Beethoven seemed to feel a 
need for some sort of family structure to 
complete his life and make him creative 
again. Once he gained custody, he became 
extraordinarily creative. Beethoven aban- 
doned the heroic style of his music and, with 
this child in his life, entered a new stage of 
musical development, becoming more per- 
sonal, communicative, and expressive.” 

Richard Kogan was born in Elizabeth, 
New Jersey, the second of five children. His 
father was a gastroenterologist who had a 
practice in Elizabeth for 50 years. His mother 
was a music teacher, who first sat him down 
at the piano at the age of four. “I was told I had 
a lot of energy, and I was probably tearing up 
the house and scribbling on the walls. Music 
was a way to harness that energy.” His talent 
was evident, and by the age of six, he was 
studying piano with Nadia Reisenberg in the 
pre-college division at Juilliard. One of the 
friends he would make at Juilliard was fellow 
student Yo-Yo Ma, who would become a 
world famous cellist. Kogan took his musical 
talent to Harvard, where he majored in music 
and also pursued a pre-med program. His 
path would cross again with Ma, who was al- 
so studying at Harvard, and they became 
good friends, In his freshman year, Kogan 
and Ma enlisted a third musician, violinist 
Lynn Chang, to form a trio. The three of them 
played all through Kogan’s undergraduate 
years (he graduated in 1977) and also when 
he went to Harvard Medical School (he grad- 
uated in 1982). 

Attending medical school and simultane- 
ously pursuing his career as a concert pianist 
was, needless to say, a challenging balancing 
act, but the dean of the medical school inter- 
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Richard Kogan combined his careers as a concert pianist 
and psychiatrist into a third career as lecturer-performer. 
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Music and Mental Iliness: 
Richard Kogan infuses a 
performance of Beethoven 
with insight into the artist’s 
tortured mind. 


ceded to allow Kogan to do both. “He would 
give me months off between my clinical 
clerkships in order to concertize.” 

Kogan lives in New York City with his 
wife and three children, a 11-year-old son, a 
14-year-old daughter, and a 15-year-old 
daughter, who is a pre-college division stu- 
dent at Juilliard, playing cello. 


ee says his lecture-concerts have 
enabled him to embark upon a gratifying per- 
sonal journey that has helped him become a 
better musician. “Knowing about the lives, 
conditions, and struggles of the great com- 
posers on a deeper level has made me play 
their music in a much more committed way.” 
Kogan is hoping to inspire others in the same 
way with a new series of presentation-per- 
formances on DVD, “Music & the Mind,” 
which feature the life and works of the clas- 
sical composers. Produced by Yamaha, the 
first installment focuses on the brilliant 19th 
century composer Robert Schumann. 

Kogan is convinced that music can be 
used to help today’s mentally ill. The chal- 
lenge is to tap into the powerfully creativity 
urges and pull of certain psychiatric condi- 
tions while removing the pain and stigma of 
mental. illness. Music can also be used to 
soothe. He is excited about the implications 
of scientific work that documents what mu- 
sic does to the immune system and how that 
work can be used to help patients. “We have 
so much music around us, most of it is back- 
ground noise, ringtones on cell phones, mu- 
sic in elevators, but not enough people are re- 
ally listening closely. Music is a ttemendous- 
ly underutilized resource. It has extraordi- 
nary healing properties. There’s so much suf- 
fering. There are many troubled kids and 
adults who would benefit by having more 
music in their lives. These used 
music to heal themselves. They can help heal 
us as well.” 


Night Out with NAMI, a concert and 
dinner, Sunday, January 8, 3 p.m., in the Mu- 
sic Building at the college. $50 for the con- 
cert alone; $150 for the concert, reception, 
and “Starry Night” dinner. Call 609-799- 
8994 or E-mail home@namimercer.org. For 
information on Kogan’s DVD series, “Mas- 
ters & the Mind,” call 800-759-1294. 
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Your Career 
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Fischer draws a sharp line be- 
tween talking and communicating 
your point. Just because you talk a 
lot, doesn’t mean you're very good 
at it. An active executive may 
speak 25,000 words during the 
work day. The question is: How 
many of these words are actually 
communicating a message? And 
how many of those messages are 
the ones you intended? As with 
anything, sheer dint of repetition 
will only carry your speaking skills 
so far. 

Message mapping. “We live in 
a data smogged society,” says Fis- 
cher. “Amidst all the stuff thrown 
at us, you have to thoughtfully en- 
code your message and make it 
memorable.” The biggest blunder 
Fisher sees with speakers, however 
brilliant, is the tendency to gush. 
They add to the data avalanche, 
rather than editing their speech 
concisely. 

Message mapping primarily en- 
tails setting priorities. First deter- 
mine your message. This is not so 
much what the speaker says, but 
what concept he wants the audi- 
ence to carry away. What under- 
standing do you want your commu- 
nication to create? From there, 
work out a process leading your au- 
dience to the conclusion of your 
message. Too often speakers get 
fixed on a medium before even dis- 
cerning their own message. 

All too familiar is the thought 
pattern of “I’m going to make a 
PowerPoint presentation; now 
what should I say?” PowerPoint is 
merely fascinating wallpaper. Let 
the main theme serve as the foun- 
dation, and choose your wallpaper 
to enhance it, suggests Fischer. 


The precious pause. Ours is a 
society that urges us to fill every 


moment with sound. Since we 
can’t keep our minds racing as fast 
as our speech, we often stop and 
still try to keep control of the con- 
versation with verbal pauses: 
“Ahs” and “Uumms.” Unfortu- 
nately, such paralanguage only dis- 
tracts from the speaker and his 
words, It takes practice, but it is 
worth working at eradicating these 
words, 

“Most people need to slow their 
speech to the pace of their thought, 
and effectively employ poignant 
pauses for emphasis,” says Fisch- 
er.When actor John Wayne was 
first given one-line parts, he delib- 
erately made pauses to give his 
face more on-camera time. Later, 
after learning how powerful these 
pauses made his speech, he kept 
them in. 


Examine the instrument. 
“Your voice is a powerful instru- 
ment, “says Baldinger. “You have 
to look inside yourself and find 
those qualities you naturally have 
that appeal to an audience. It’s al- 
most a spiritual journey.” 

For the visually oriented, speak- 
ers must create colorful images; for 
the auditory learners, speakers 
must offer a rich resonance. And 
for those who react most strongly 
to emotional speech, speakers must 
imbue their voice with sentiment. 


Visualize the audience’s re- 
sponse. Coach Fischer is a great 
believer in recording her pupils’ 
voice and letting them hear them- 
selves as they truly sound to others. 
She also shows students their voice 
patterns on a spectrograph. During 
our interview, Fischer noted that 
this writer’s voice has a tendency 
to trail off at the end of sentences. 
By watching my speech pattern on 
screen, I could practice delivering 
a stronger finish. 

For students requiring an entire 
change of tone, Fischer employs a 
visualization technique. One 


speaker 


complained that his 
recorded voice always sounded 
preachy and pompous, as if his 
every word required a podium. Her 
solution: “When you speak, envi- 
sion yourself out from behind that 
podium, sitting in a chair, shirt- 
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Performance Enhancements: Former NFL play- 
er Brian Baldinger sought coaching to perfect his 
sportscasting voice; vocalist Pamela Enders uses 
sports psychology to prepare for performances 
and others make corporate presentations. 


sleeves rolled up, conversing with 


your audience.” 


Brand your speech. “James 
Earl Jones is probably the best ex- 
ample of voice branding,” says Fis- 
cher. “All of us recognize his voice 
instantly — and we pay attention.” 
Such distinctive voice branding 
should not involve taking it beyond 
its normal pitch or forcing it into 
something unnatural. But itis pos- °- 
sible to study and exaggerate vari- 


ous aspects. 


Tony Curtis began as a striving 
actor with a “dese, dem, dose” ac- 
cent straight out of Brooklyn. To 
give his speech more leading-man 
erudition, he emulated the wildly 
British-born Cary 
Grant and ended up with a Brook- 
lo-Yorkshire tone that invariably 
marked him as cultured, suave, yet 


successful, 


American. 


Both Baldinger and Fischer ad- 
vocate a more self-developmental 


WINDSOR INDUSTRIAL PARK 
OFFERS AN UNPARALLELED CENTRAL 


NEW JERSEY LOCATION! 


approach. Study, but don’t wholly 
imitate the best. Rather, try for a 
distinctively individualize style 
based on natural speech. 

“Tt’s all in the training — hard 
training,” says Baldinger. “You 
would laugh if you saw me in the 
car when I’m driving. I’m always 
doing vocal strengthening exercis- 

In addition to the sound, this ath- 
lete trains equally hard on his con- 
tent. He has a mental list of 1,500 
players complete with personal an- 
ecdotes, and is ready to add them 
into his speeches and game com- 
mentary. He studies yoga for 
breath control and avoids “hard 
partying” to keep his voice pure. “I 
said that when I went into this busi- 
ness, I was going to be better than I 
was as a player on the field,” he 
says. His growing list of network 
contracts suggests that he has met 
his goal. 


Speak Masterfully 


Whhen-2 psychologist starts 
to wonder about her own perform- 
ance as a singer, she does what 
she’s trained to do — she noses 
around in the literature until she 
finds out the whats, whys, and 
wherefores. In the case of Pamela 
Enders (info@pamelaenders- 
.com), it was sports literature that 
helped her move from perform- 
ance anxiety to relaxation and en- 
joyment. She now applies what she 
has learned from this literature to 
performance in both corporate and 
performance situations through 
workshops and individual and 
group coaching. 

Mental toughness is a term that 
emerged from research in sports 
psychology. Enders defines it as 


MELENDEZ REALTY, LLC 
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HR] 609-392-3635 
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Strategically situated on North Main Street in Windsor Township 
(Mercer County), this 310,000 square foot, 20-building industrial/flex 
park offers immediate access to Routes 130 and 33, just 
minutes from NJ Turnpike Exit 8 and 1-95. On-site amenities 
include construction, facilities management, leasing services. 


Join the Windsor Industrial Park family of tenants 
who discovered the perfect location for the right price. 
Current 
Availabilities 


2,500 Sq. Ft. 
Available Immediately 
with 2 offices 


ONE OF A KIND 


5,000 Sq. Ft. Available 


18,000 Sq. Ft. Available 
Jan. 15, 2006 
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732-625-1055 
Contact Chris Kaempffer 


Industrial Office Retail Land Investment 


Office: 3499 Rt. 9N, Suite 1E, 
Freehold, NJ 07728 
732-635-1055 


Fine Cuisine Italian Restaurant in Hopewell: Easy access, high visibility and well established clientelle. 
Private parking, sits 70 patrons with lots of elbow room. Beautifully decorated with greenn house addition 
plus outdoors seating for summer. Business Only: $225.000 


Bar/Restaurant & Food Delivery Service: (Business Only) Located within the Lamberton Street 
Redevelopment Project. Close to Sovereign Bank Arena and other major projects soon to start construction. 
Class "C" liquor license. 602 Federal Street, Trenton. $375,000 
Bar/Restaurant/Night Club: Excellent location, high visibility, easy access and parking. Turn-key operation for 
somebody that knows about entertaining. Solid brick building in very good structural condition. Upper levels can 
be converted to three 2-bedroom apartments. Broad "C" liquor license. Appointments only. $590,000 
Thriving Flower Shop Business & Real Estate: Only flower shop left in the Hamilton area of South Broad St. 
Property has greenhouse addition, detached 2-car garage, two 2-bedroom apartments & off street parking. 
Excellent location for a restaurant as well. Real Estate & Business $650,000, Real Estate O 00,000 
1737 Princeton Avenue, Lawrenceville: 67' x 450’ irregular jot with a 4,867 SF building. for office & storage. 
Property zoned HC allowing up to 24,000 SF strip mall construction. $975,000 
37 Howard Street, Trenton: 5-bedroom home in final stages of renovation. Hardwood, ceramic 
and wall-to-wall carpets on floors. House on dead-end street with hardly any traffic. $150,000 
204 Center Street, Trenton: Mixed use property features a storefront and a 3-bedroom fully renovated 
apartment. A must see for investors looking for income properties or someone starting own business. $210 000 
Opportunity Extraordinaire in Ewing: Convenience store, deli, pizzeria, lottery tickets, ATM machine. 
Excellent location with ample parking. This business generates over $2,000 daily sales. Business Oniy- $575,000 
Investors & Builders: 25 Harrison Street, Hamilton: Excellent opportunity to buy this solid brick building and 
convert it into rental units or condos. This is a sure winner. $459,000 
1052 South Broad Street, Trenton: This two family unit, each with 2-bedrooms is located in the busiest part 
of S. Broad St. all utilities separate and renting $850/no each. Building in good conditions. Price $220,000 
1061 South Broad Street: Mixed-Use property has a 4-bedroom dwelling and a large storefront both rented. 
$1,000/mo rental for dwelling and $800/mo rental for storefront. Off street parking and 1-car garage on rear alley. Rentals below 

market rate can be improved. Public transportation and lots of foot traffic. Listed Price $200,000 


Just for Investors, Builders and/or Developers: Two acre property with frontage to Kusser Road between 
Whitehorse Avenue and 295 overpass. Property classified for commercial & retail. Listed Price: $250,000 


Mixed-Use Property at Centre Street: Two storefronts and one 3-bedroom apartment plus off-street parking. 
Positive cash flow. Property within the Lamberton Street Urban Redevelopment Project guarantees safe 
investment and increasing market value. List Price $350,00 


THESE AND MANY MORE, CALL FOR INFORMATION _ 


JANUARY 4, 2006 


U.S.1 47 


“the ability to con- 
sistently perform 
toward the upper 
range of your talent 
and skill regardless 
of competitive cir- 
cumstances. It is 
the constellation of 
psychological and 


“9 vn kspring- 
cognitive qualities 


The articles printed 
here have been adapted 
from U.S. 1’s weekly Sur- to 
vival Guide section, edit- 
ed by Kathleen McGinn 
Spring. Please direct 
comments or questions to 


Broad, inter- 
nal. “Lawyers 
and CEOs tend 
favor this 
one,” says En- 
ders. “It is used 
for big picture 
work.” It in- 
volves taking in- 
formation from 


that determine 
one’s competitive edge.” She cites 
five mental factors necessary for 
excellent performance: 


Reboundability. The ability to 
mentally bounce back from set- 
backs and mistakes. 


Ability to handle pressure and 
stay calm in the clutch. 


Concentration. The ability to 
focus on what’s important and 
block out everything else. Trial 
lawyers in the middle of a trial, for 
example, must concentrate on 
cross-examinations no matter what 
else is happening in the courtroom. 


Confidence. 


the environment 
and using it to analyze issues, solve 
problems, and plan strategy for the 
future. 


Narrow, internal. Used to re- 
hearse an activity or a speech. It fo- 
cuses on only one thing and in- 
volves systematically repeating the 
activity internally. 

Narrow, external. Used to hit a 
ball, shoot a basket, or sink a putt. 
When balls are coming to batters, 
they must ignore the fans scream- 
ing, the other team, and focus only 
on the ball. 

“It is important to know what 
type of concentration is required 
for each kind of action,” says En- 


Motivation. ders, “and to become aware of what 
Says Enders, might interfere 
‘the good ney: i ii concentra- 
about mental Enders helps people _ tion.” She cites 
toughness is that two major types 
these skills can be become aware of of distraction: ex- 
trained and negative thinking ternal, which in- 
taught.” that can undermine cludes things like 

Enders’ work is Suial rf noise, people 
Send ph Barcho- eir performance. talleing: Bb ‘the 


logical 
one of which de- 

scribes concentration, suggesting 
that it can be focused either inter- 
nally or externally, and either 
broadly, looking at the big picture, 
or narrowly, focusing on one thing. 
This theory implies four types of 
concentration: 


Broad, external. Used to quick- 
ly read and react to the world 
around you. When lawyers walk 
into a courtroom, they: use this to 
size up the jury, see who the wit- 
nesses are, and see what the other 
side looks like. Basketball players 
would use this to decide where to 
move the ball on the court. 


ee 


weather; and in- 
ternal, which in- 
volves things like not feeling well 
physically or engaging in internal 
dialogue. 

Enders tries to help people be- 
come aware of negative thinking 
that can undermine their perform- 
ance. “It is often so automatic that 
people are not aware of it,” she 
says. “They are just aware of the 
consequences — anxiety and de- 
pression.” A batter in a dugout who 
is up next with bases loaded and a 
tie score in the ninth inning may be 
thinking, quite unconsciously: 
How can I possibly get a hit? I 


Continued on following page 


Office Building for Sale 
Trenton, NJ 
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Ist Floor: 


2nd Floor: 
3rd Floor: 
Full Basement: 


1308 Brunswick Ave. 


1 block south of the Brunswick Circle 


Location: — 1308 Brunswick Ave., 

Lot Size: Approx. 25’ x 160’ 
Building Size: | Approx. 2350 SF on 3 floors 
Potential Uses: Residential, office, or retail 


This beautifully renovated 3-story has new zoned heating 
system, T-1 line ready, updated electric panel, 
refinished floors, new kitchen cabinets and appliances. 

Reception area, with 9’ ceiling, 
fireplace conference room, kitchen 
3 offices, bathroom 

Open for additional workspace. 
Building mechanical systems 


For further information, call: 
Tim Norris CCIM 


CALLAWAY 609-921-1070 


www.ntcallaway.com 


Sales Training: 
An Ongoing Process 


Prciotting to Jim Barnoski, 
consultant with Somerset-based 
Performance Selling (732-764- 
0200), “anybody can be a salesper- 
son if they have four things: desire, 
commitment, humility, and ac- 
countability. But, really, that’s life, 
isn’t it?” 

“People sell every day,” says 
Barnoski. “Our training methodol- 
ogy is not just about sales and busi- 
ness. It’s really about ongoing rein- 
forcement to sharpen your skills 
and is a never-ending effort,” says 
Barnoski. “Without it, you don’t 
grow. A lot of sales people believe 
that once you know sales, and have 
been selling for one or two years, 
you’ve got it. That’s crazy. You 
have to be able to grow and face 
your fears, and move out of your 
comfort zone to get to a higher lev- 
oL” 

Barnoski says that every piece 
of training has to include some ele- 
ment of coaching because every 
person is dealing with his own 
demons. Every salesperson has to 
overcome his own discomfort. 
“For instance,” he says, “they may 
have a problem talking about mon- 
ey, or have a high need for ap- 
proval. They might have difficulty 
making decisions by themselves, 
or they may get emotionally in- 
volved instead of staying objective 
on a Sales call. So they don’t think 
clearly and don’t say what they 
need to say, because they heed the 
voice in their head saying, “be care- 
ful, you almost got it.’” 

Sales professionals deal every 
day with how to get people to make 
decisions and how to get people to 
reveal their real problems. They 
need to discover their true level of 
commitment to fix those problems. 
“We speak to ‘how do you get the 
truth?’ because, it really doesn’t 
matter what the product is, we’re 
dealing with process and behavior 
and overcoming our own fears.” 


200 FORRESTAL ROAD 


Overcome fear. According to 
Barnoski, that’s what sales is really 
about: overcoming fear and being 
able to ask certain personal ques- 
tions to try to break through. “Sell- 
ing means you have to be a little bit 
of an actor, and a little bit of a psy- 
chologist to understand what 
drives and motivates people.” 

Learn to develop strong sales- 
people. Barnoski says that many 
times sales managers, particularly 
in small businesses, were superstar 
sales people at one time, or techni- 
cally brilliant. But they don’t nec- 
essarily know how to hire people. 
They don’t know how to develop 
them or make them accountable. 
“Superstars expect that everybody 


OLE SOLE LAE LETLE 
‘A lot of sales people 
believe that once you 
know sales, and have 
been selling for one 
or two years, you’ve 
got it. That’s crazy.’ 


will perform at the same level they 
did,” he says, “and most people 
don’t have that level of desire and 
commitment.” 


Qualify your prospects. Who 
are your ideal prospects? He talks 
about how to size up prospects 
within minutes of a first meeting, 
and how to qualify them. “One of 
the biggest mistakes salespeople 
make is chasing prospects who are 
never going to be their customer,” 
he says. 


Sell to the customer’s needs. 
But people buy for their own rea- 
sons, not for the salesperson’s rea- 
sons. Unfortunately, says Barnos- 
ki, many inexperienced salespeo- 
ple sell features and benefits that 
are of no interest to the prospect. 
“We talk about identifying and 
tracking the personal behaviors 
they need to be successful. What 
behaviors need to take place for 
them to get in front of enough qual- 
ified leads to make their numbers.” 


Explain the benefits of 
prospecting. Many salespeople 
may not want to make cold calls, or 
go to network meetings, or ask for 
referrals. “They don’t understand 
how their behavior today produces 
an outcome two to three months 
from now,” he says. “They think 
they’re making 20 cold calls be- 
cause their boss told them to. They 
resist it and find reasons not to do 
it. They haven’t determined that 20 
cold calls a day can result in an ex- 
tra $5,000 to $10,000 in their pock- 
et a year.” 


Move out of the comfort zone. 
That’s one reason why training of- 
ten fails. “Most trainers give tech- 
nique, when the problem may be 
improper team culture, or it might 
be the inability of salespeople to 
find new accounts because they’ ve 
spent their entire career working an 
account where they knew every- 
body. They need to be taught 
prospecting.” 

Says Barnoski: “You don’t get 
better until you change. If you keep 
doing the same thing, you can’t ex- 
pect different results. That’s the 
definition of crazy.” 


Be patient with new salespeo- 
ple. The first three months of a 
salesperson’s life with a new com- 
pany, he should not be left to his 
own devices. “Maybe they’re com- 
ing from a world that’s different 
from the one they’re entering, and 
they are confused and going in the 
wrong direction,” says Barnoski. 
“Typically the manager just gets 
frustrated with the salesperson, 
when actually they’re at fault. We 
talk to managers about account 
planning and how you manage be- 
havior, because behavior drives 
everything in sales.” 


Barnoski says the two most im- 
portant things required in success- 
ful selling are guts and humor. 
“You have to have guts to be effec- 
tive because people are constantly 
trying to pull you down. Even more 
important, is a sense of humor. If 
you’re not having fun, you’re do- 
ing it wrong.” 
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struck out last inning. But if the 
batter is aware of these negative 
thoughts, he can change them into 
something positive, like thinking 
about his RBIs and hits during the 
preceding week.” 

“Changing this way of negative 
thinking,” says Enders, “you must 
be able to dispute and debate your 
negative thoughts.” The first step is 
to evaluate the beliefs expressed in 
these negative thoughts. Enders 
describes the thought process you 
might use to debate these beliefs: 

Evaluate the evidence to see if 
the belief is true. Although the 
baseball player did not do too well 
in this game, in the previous three 
games he had RBIs and a home 
run, and he has a contract for $X 
million. “Most of time you will 
have reality on your side,” says En- 
ders. 

Think about alternative expla- 
nations for the belief. “Many 
events have many causes,” she 
says. The baseball player may not 
be doing well today because of a 
pulled muscle, a bad cold, fatigue, 
or simply because he didn’t prac- 
tice enough the previous day. 

Analyze the implications of the 
belief. For the player it is that he 
will be lousy today in the batter’s 
box. If the negative belief is cor- 
rect, which it sometimes is, then 
the person must decide what steps 
to take to address the problem and 
to develop an action plan. The bat- 
ter might need to work closely with 
the coach, get feedback, and find 
out what is wrong. 

“Too often,” says Enders, “peo- 
ple give up.” She advises develop- 
ing an objective, dispassionate per- 
spective — as if someone else has 
the problem. 


Take Boring Out of 
the Board Room 


. 

M y vision is to take the bor- 
ing out of the board room,” says 
Eileen Sinett. As a speech and 
presentation coach she has worked 
for over 25 years to “give people 
comfort and authenticity in speak- 


-ing to groups.” Sinett’s Plainsboro- 


based company is Comprehensive 
Communications Services (609- 
799-1400). “I want the speaker to 
transcend the information,” she 
says. “The speaker should be as 


memorable, and as remembered.” 


Her advice includes: 


Begin with the end. Think 
about what you want to leave be- 
hind. What is the outcome that you 
want from this speech? The map, 
or plan, of the speech is the final 
step in preparation. “This is not an 
outline like we learned in high 
school,” says Sinett. Instead, she 
sees the plan of the speech “more 
as a landscape or a flow chart. It al- 
lows you to use both the right and 
left sides of your brain.” 

Sinett suggests a number of for- 
mats to help the speaker plan the 
presentation. She sometimes uses 
the outline of a hand to illustrate 
her point. The thumb is the opening 
and the little finger is the closing of 
the speech. The three fingers in be- 
tween are the major points of the 
presentation, while the webbing 
that connects the fingers are the 
transitions from one point to the 
next. 


Use a map strategy. Changing 
from an outline to a map strategy of 
speech planning, “gives you dou- 
ble the benefit with no additional 
effort,” says Sinett. A second possi- 
ble format for her presentation map 
is a quadrant, with boxes or circles 
above and below for the opening 
and closing. “You can color-code 
your quadrants and as you them, 
you see everything you need at a 
glance,” she explains. 


By using color, text, and shape 
to develop the presentation, “you 
improve your retention” of the 
content of the speech, she says. It 
becomes one less thing to be wor- 
ried about when making your pres- 
entation. 


Limit the number of concepts. 
A speech or presentation should in- 
clude no more than one to three 
concepts, says Sinett. “Most peo- 


ROE SLL AED 
A major piece of the 
presentation is ‘what 
the body is doing in 
front of the audience,’ 
says Eileen Sinett. 


ple can retain three to five ideas, 
plus or minus two. That’s between 
one and seven ideas that they will 
remember. If your presentation in- 
volves more concepts, you risk 
your audience not remembering 
them,” she adds. 


Stand up straight. A major 
piece of the presentation is “what 
the body is doing in front of the au- 
dience,” Sinett says. “Speaking in 
front of a large group is not the typ- 
ical routine for most of us. There is 
adrenaline and excitement. The 
body reacts unconsciously to that.” 

Unconscious mannerisms can 
often become distracting to listen- 
ers. Small mannerisms, such as 
picking at nails or straightening a 
tie, will distract the listener. The 
speaker may move too much, or 
may not move enough, making 
themselves “seem dead,” she says. 


Add energy. “The presence and 
connection between the spirit and 
the body is the essence of the mes- 
sage,” says Sinett. “You want to 
make your presentation be alive. 
That is what makes it different 
from watching something on a 
video or reading it in a paper. It 
should be memorable and charis- 
matic.” 


Grow As a Leader, 
Grow Your Business 


eo are heroic, strong, 
and flawless. On the battlefield, we 
envision Alexander; in the board 
room, it’s giants like Morgan, 
Rockefeller, and Gates. The rest of 
us think we must muddle along as 
mere managers. But Stephen 
Payne, founder of Leadership 
Strategies (609-921-3399), which 
has its offices at Research Park, 
just doesn’t buy it. 

Ask any hunter in England. For 
generations, the Payne family 
name has marked the finest in hand 
made sporting guns. It is from this 
heritage of individual craftsmen 
working with pride on precision in- 
struments that Payne developed his 
ideals of what breeds success in 
business. 

“Probably the greatest miscon- 
ception about leadership comes 
from a system that assures us that 


we are no good at leading and there - 


is nothing we can do about it,” says 
Payne. A leader is someone, any- 
one, who can get the right people 
behind the right project and inspire 
them to do their best. Most of us 
have done this sporadically al- 
ready. Payne merely wants execu- 
tives to expand it into their major 
goal. 


Hand in glove. “Simply, your 
business will never grow if you 
don’t,” says Payne. To head a big- 
ger company, you yourself must 
become a bigger person and a 
stronger leader. First, you must dis- 
cover your own strengths and de- 
fine them sharply. Then, define 
with equal clarity the precise goals 
of your business. E) meeting 
you call must be aimed toward the 
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goal. And your personal strengths 
must be applied to those areas of 
optimum effect. In short, you will 
be constantly thinking, and it will 
become contagious. 


Flawed leaders. Every year 
thousands of consultants pocket 
millions of dollars by pointing out 
some employee’s weaknesses and 
trying to coach them into strengths. 
Payne believes that people were 
not born to be crammed into petri- 
fied job descriptions, but rather 
that descriptions should be flexed 
to the individual. Each executive 
should vigorously define his weak~ 
nesses, along with his strengths, 
and then should note exactly what 
he can do best. The rest should be 
delegated. 

You may be a remarkably inven- 
tive entrepreneur. who cannot 
crunch numbers or market to save 
your fiscal life. You can invest time 
and funds and raise yourself to al- 
most adequate in either of these 
fields. Or you can seize the leader- 
ship opportunity and set some ac- 
counting and marketing experts on 
the fast track of their own personal 
strength, teaming them with yours. 


The great fertilizer. An aged 
university professor once re- 
marked sagely: “Out there among 
us right now are better poets than 
Homer and better playwrights than 
Shakespeare. It is our job to find 
them.” Payne sees this as the goal 
of every business leader as well. In 
his view, a good leader walks the 
floor of his plant looking at each 
employee and saying “what can [ 
do to help you perform, or lead bet- 
ter?” Much of this entails matching 
each individual to his greatest ca- 
pabilities; then creating the ideal 
soil in which workers will grow 
and achieve. 

While Payne believes strongly 
in leadership meetings and specific 
training, he takes a dim view of re- 
treats and team building exercises. 
Climbing a wall or going camping 
is artificial and can prove distract- 
ing. Any group incapable of solv- 
ing its problems, as he puts it, “at 
the kitchen table — in the real 
world,” has something sadly lack- 
ing, and may not be the right team 
to begin with. é 


Leaders w/ Vision 


W. know how to get there; 
we just don’t know where to go. 
Twenty years ago, the business cri- 
sis was inadequately-trained man- 
agers. Faced with global growth, 
companies pined for executives 
who could adapt, negotiate, and 
compete on a worldwide scale. In 


answer, MBA schools rolled up - 


their sleeves, repackaged their cur- 
ricula, and the corporate realm 
quickly got all the properly trained 
managers it required. They knew 
how to guide their firms anywhere. 

But today’s business crisis is 
leaders. There is a need for people 


- with the vision to point us in the 


right direction. James Hyman, 
president of the Hopewell Com- 
munity Bank (www.hvcbonline.- 
com), and Joseph P. Teti, CEO of 
Triangle Reprocenters (www.tri- 
angleart.com), provide a map for 
developing leaders. 

Teti is always on the lookout for 
capable new leadership talent. He 
admits that he seeks leaders en- 
dowed both by nature and nurture 
— a mix of learned skills and in- 
herent traits. 


_ Entrepreneurial spirit. While 
difficult to define, Teti finds this 
trait easy to spot. His company in- 
cludes 11 fhonchine heneiieineeal 
he says that most of the franchise 
owners have been working class 


people, with no family role models _ 


of ownership or management. “At 
the same time,” he says, “their abil- 
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ities were great and we had not 
enough slots in house to hold their 
ambition.” 

This is a company owner’s most 
delicate dilemma. How is it possi- 
ble to let the leader forge ahead on 
his own, yet keep him bound 
enough to the firm to bring the oth- 
ers along with him? For Triangle, 
the franchise option has proved an 
excellent solution. 


Urge to please. This may not fit 
the swashbuckling image of Amer- 
ica’s legendary capitalists, but for 
both Triangle’s Teti and Hopewell 
Community Bank’s Hyman it is a 
top leadership attribute. “Each in- 
dividual, whether employee or 
customer, is unique,” says Hyman. 
“Each must be motivated in a dif- 
ferent way. And a leader has to 
have the interpersonal skills to do 
a 

Accuracy. The larger the busi- 
ness, the more important the details 
become. A good business leader 
constantly absorbs enormous num- 
bers of facts on which he bases his 
decisions. The more precise his 
knowledge, the better not only his 
decisions, but those of all the staff. 
A passion for accuracy is conta- 
gious, Teti says, and it comes from 
the top. 

Inherent in this striving for ac- 
curacy is the ability to carefully se- 
lect and delegate to able individu- 
als. If he truly is a leader, the exec- 
utive will acknowledge his own 
weaknesses and surround himself 
with experts who can fill in the nec- 
essary skills. 


- Initiative. Annual reviews can 
bring up the employee mantra: 
“But I’ve done everything you’ve 
asked. What more do you want?” 
Neither Hyman nor Teti are seek- 
ing the individual who just per- 
forms all the tasks or does his job 
by rote. “A leader must be able to 
maneuver within policy, reason his 
way through to a solution, and do it 
on his feet,” says Hyman. 


As a final thought, Teti ticks off 
the obvious, but unfortunately rare 
skills that an outstanding leader 
possesses — an absorbing interest 
in the business, ability to meet 
deadlines, a non-threatening, con- 
genial persona, and just plain hard 
work. 

“Not everyone has to lead others 
as an executive,” says Teti, “but 
everyone can exhibit leadership 
qualities — being there physically 
and mentally, at their best, five 
days a week.” 


Good Leaders: 
To Thyselves Be True 


Aa an entrepreneurial spirit 
to a teacher turned psychologist 
and you get Teena Cahill (609- 
683-0970). In her 50s, having tak- 
en time out of her career to care for 
her sick husband, she decided she 
wanted to be a “top speaker” — na- 
tionally. Her first step was to hire a 
hall in Florida, invite her friends 
and neighbors, and give a talk — 
with all the action documented by a 
wedding videographer. She im- 
pressed an agent, and after six 
months of “begging people to 
speak” and “trying to figure out 
what a hot speaker looks like,” she 
hit the big time. 

“Leadership is not about you; it 
is about the people around you and 
what is best for your company,” 
says Cahill. “It is about listening, 
developing other people, and set- 
ting up a succession so that many 
can take over when you are not 
around.” Leadership-does not re- 
quire a particular personality type, 
but it does demand self-under- 
standing, self-care, internal bal- 
ance, and optimism. 

Cahill explains a number of 
these necessary ingredients for 
successful leadership: 


Find your own strengths. The 
first step is to “find the power to 
say no to unrealistic expectations, 
to distractions, and to things that 
suck up time, like the computer,” 
says Cahill. By clearing this tem- 
poral space, “you can say yes to the 
things you’re really good at” and 
that “you love to do.” She believes 
that people can only be leaders 
consistent with who they are and 
what they love to do. “If you have a 
passion for something, you will 
lead about that,” she says, adding 
that everyone has the capacity to 
lead, and it’s just a matter of find- 
ing your own strengths. 

Understand the need for self 
care. “If you’re not taking care of 
yourself, you can’t be available to 
anyone else,” says Cahill. She de- 
scribes an incident in the wake of 
9/11 where her own anxieties pre- 
vented her from correctly assess- 
ing her granddaughter’s needs. 
Picking up her granddaughter at 
school, Cahill grabbed a globe and 
showed her where Afghanistan 
was, only to be interrupted by 
“Grandma, do you want to watch 
me to do a handstand?” Her grand- 
daughter was fine, but Cahill’s own 
fears blinded her to that possibility. 


Challenge yourself to look at 
the world differently. Cahill be- 
lieves that although we are hard- 
wired to overcome crisis, this is not 
true for the irritations, oppositional 


SS See 
‘Leadership is not 
about you; it is about 
the people around 
you and what is best 
for your company,’ 
says Teena Cahill. 


people, and communication diffi- 
culties we encounter daily. 
Through a “cognitive reframe,” 
however, we can transform pes- 
simism about these difficulties into 
hope, allowing us to move forward 
despite them. 


Learn to be optimistic. “When 
pessimists make a mistake, they 
think it is personal, permanent, and 
pervasive,” says Cahill. Optimists, 
on the other hand, look at a mistake 
and ask: What did I do wrong? 
What can I learn from this? “Peo- 
ple who are incredibly successful 
rarely had success on the first try,” 
she continues, but they learned 
from their errors and moved on. 


Focus on what you do well. 
Many people look at themselves 
and say “50 percent of what I do 
I’m good at, 50 percent not.” In- 
stead of focusing energy on your 
weaknesses, Cahill’s advice is to 
do what you’re good at 75 percent 
of the time. 


Clump periods of intense 
work and relax in between. “When 
you’re in the middle of a great per- 
formance, it’s not time to relax,” 
says Cahill, except for short breaks 
every 90 minutes or so. Once the 
big job is finished, however, take a 
serious time to relax, maybe even 
going away for a few days. “Those 
who succeed take breaks,” she 
says. If you go from intense work 
straight to more intense work, that 
leads to burnout. Downtime used 
to be built into the system, but now 
stores, cell phones, and computers 
keep us going 24-7, unless we 
choose to put on the brakes. 


Balance expectations of men 


The articles printed here 
have been adapted from 
U.S. 1’s weekly Survival 
Guide section, edited by 
Kathleen McGinn Spring. 
Please direct comments or 
questions to kspring- 
@princetoninfo.com. 


and women. Cahill believes that 
the sexes are more alike than they 
are different. “Men and women are 
both from Earth,” she says. Be- 
yond that, she adds, “in today’s 
world, when you start playing the 
gender game, women lose.” Her 
goal is to maintain a neutral stan- 
dard by using neutral language. 


Ax: the buzzword for today 
is “leadership.” Bored with “em- 
powerment,” “managerial _ skill- 
sets,” and a raft of other cliched 
terms, it seems as if every business 
improvement gathering must have 
“leadership” somewhere on its flip 
chart. Several consultants have 
sheepishly confessed that having 
this term in their talk’s title actual- 
ly allows them to charge more for 
their advice. For veteran corporate 
trainer Joanne Smikle, owner of 
Smikle Training Services (www.- 
smiklespeaks.com) and author of 
“Calamity Free Collaboration” and 
“Value Driven Leadership,” such 
buying into buzzwords indicates 
that companies are desperate to 
keep on the edge. 

Smikle sees corporate improve- 
ment as a mental process that be- 
gins in the brain of every worker 
and flows out through the company 
structure. If you want to call that 


leadership, fine. She calls it effec- . 


tiveness. 


Self assessment. Using every- 
thing from very honest self-analy- 
sis to standard testing tools, each 
executive and owner must deter- 
mine specifically where his per- 
sonality strengths and skills lie. 
Smikle employs several tools, 
some proprietary, to determine per- 
sonality and leadership style. Do 
you lead as an innovator, a facilita- 
tor, a motivator, or just a termina- 
tor? 


Link to mission. Once one’s 
personal competencies are estab- 
lished, the individual can begin to 
examine how they fit within the 
corporate mission. This is assum- 
ing, of course, that the company 
has a corporate mission. A busi- 
ness’ mission, insists Smikle, is not 
the same thing as the goal of its 
president, which he has quietly as- 
certained and which is filed only in 
his own mind. 

It is a publicized, examined, and 
reshaped set of goals that every 
employee and client knows. It gets 
infused into every action of the 
company. Because the mission is 
made by and for individuals, it 
stands not as a work of stone, but is 
a malleable dynamic that radiates 
from the firm’s operations. 


Play to strength. “Face it, 
George W. Bush is not the sharpest 
pencil in the box,” says Smikle, 
“but he is smart enough to surround 
himself with experts in every field 
and to and consider their advice.” 
Even the very brilliant Franklin 
Delano Roosevelt, she points out, 
surrounded himself with his fabled 
“brain trust.” Very few entrepre- 
neurs are naturally wizard account- 
ants or business people. Al Capone 
would have been lost without 
Frank Nitti. 

Once an owner has ascertained 
his best role in the company, the 
next task is to bring together that 
brain trust and determine how each 
person’s ability can best fill the 
mission. Then, working in a ripple 
effect, executives and all employ- 
ees must discover how each action 
affects the mission, This collabora- 
tion creates its own time-motion 
study and leads to effectiveness. 
People analyze their actions ac- 
cording to the total picture, and be- 
gin to weed out unnecessary proj- 
ects based more on tradition than 
need. 
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Mixed-Use Building for Sale 
Lambertville, NJ 


71 North Main Street 


This mixed-use commercial building, known as the McDonald 
Building, is in the heart of historic Lambertville, and a neighbor 
of shops, restaurants and galleries. Highly visible, it offers a total : 
of 10,500 SF, presently divided into distinctive elements. 


F.. women, the “door to leadership at the top 
levels has squeaky hinges,” says Mary S. Hart- 
man, who has worked with issues of women in lead- 
ership in both business and the political arenas for 
over 30 years. She adds that in recent years women’s 
progress has stalled in many areas. 

Hartman is director of the Women’s Leadership 
Institute (732-932-1463), based at Rutgers Univer- 
sity. She has been active in women’s issues for many 
years. She is the author of “Gender, Household, and 
Power: A Subversive View of Western History;” 
“Victorian Murderesses: A True History of Thirteen 
Respectable French and English Women Accused of 
Unspeakable Crimes;” and “Talking Leadership: 
Conversations with Powerful Women,” which in- 
cludes interviews with Patricia Schroeder, Anna 
Quindlen, and Christine Todd Whitman. 

The recent controversy over remarks by Harvard 
University president Lawrence Summers under- 
scores the broader issues of why so few women have 
reached top level positions in business, politics, and 
education, says Hartman. Summers suggested that 
intrinsic differences between males’ and females’ 


women’s and men’s positions in the workplace is 
differences “in priorities and attitudes,” says Hart- 
man. “Our work style is not healthy and many 
women are realizing it sooner (than men).” The 
“opt-out generation,” younger women who have 
chosen to leave work to stay at home with their chil- 
dren, is one example of this new realization. 


There are many reasons for these differences, 
says Hartman. Lack of flexibility in the workplace is 
one of the most obvious and important reasons. The 
world of business is structured for the single bread- 
winner family, where one person goes out to earn a 
living while a support person stays at home to take 
care of the details of personal and family life. 

“It is difficult to advance to the uppermost levels 
without having that single focus,” says Hartman. To 
get to those higher levels, women have often had to 
adopt the patterns and lifestyles of men. “They have 
a lifestyle that mimics that of the single breadwin- 
ner,” she says. “They have fewer children, and often 
they have a spouse who is already retired.” The fact 
that so often the single breadwinner in a family is 
male reflects the fact that society still assigns differ- 
ent values and different genders to various types of 
work, she adds. 

Another possible reason for the differences in 


Hartman suggests that changes in the workplace 


Ground floor: 3,000 SF of retail space; abilities in science might account for differences in _ to add more balance between our public and our per- 


2nd floor: 3,000 SF of a luxurious 2-bedroom apartment, how few women are found in the highest levels of sonal lives could help to end the gender gap. “There 
with living room, family room, kitchen the hard science disciplines such as physics anden- _ is aneed for greater flexibility,” she says, to account 
and 2’ baths. gineering. for the fact that fewer and fewer women can afford 
3rd floor: 4 one-bedroom balcony apartments, The business world has, in fact, “been more wel- _ to opt out. While opting out completely can be ca- 


coming” to women than have the worlds of higher _ reer suicide, working up a career ladder while at the 


each measuring 1,100 SF, each with washer, 


dryer and storage room. 


The building is currently fully leased and owner occupied. 


$2,100,000 positions still lags significantly. 


education and politics, says Hartman. But she notes 
an exception at the very top levels of the corporate 
world, where the numbers of women in high level 


balancing act.” 


same time raising children and maintaining a home 
is a difficult task. Says Hartman: “Handling both a 
personal and a professional life is often a delicate 
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Great Thinkers, 
Lousy Managers 
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2 want the woman who is 
searching for a cure for cancer to be 
passionate about the efficacy of her 
investigative methods; you want 
the computer designer to be con- 
vinced that his ideas on incorporat- 
ing usability features are sound. 
“You want technical people to have 
an opinion,” says Dan Treadwell, 
“and heaven knows, they have an 
opinion!” 

Treadwell, principal in Tread- 
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well Consulting and Training (609- 
737-9268), has found that this trait 
is “both a blessing and a curse.” It 
gives pharmaceutical researchers, 
computer engineers, aerospace sci- 
entists, architects of mathematical 
models, and their ilk the passion to 
power forward — and to change 
the world. 

It can also make them lousy 
managers. It is generally excel- 
lence at their work that wins tech- 
nology workers the promotions 
that put them in a position to super- 
vise others, points out Treadwell. 
But that expertise all too often fails 
to translate into leadership. 

Whenever possible Treadwell 
observes the executives he is 
coaching leaders while they are 
working with their teams, always 
stressing that the coaching is a pos- 
itive thing, that it means his skills 
are so highly valued that the com- 
pany wants to retain him. Here is 
the advice that he gives: 


Listen openly to other people. 
No one is really great at this key 
skill, says Treadwell, but technolo- 
gy experts may be a little worse 
than the general population. 
“They’re trained as problem 
solvers, as linear thinkers,” he 
says. They have had success with 
their methods, and often try to push 
them onto others — with the best 
possible intentions. “They really 
want to help,” he says. 

This attitude can make it diffi- 
cult for the technology manager to 
listen to others’ ideas, and to re- 
spect other ways of doing things. 
“Technology people really love the 
work they are doing,” says Tread- 
well. Sometimes that zeal can 
backfire, though. “They may think 
their way is the best way,” he says, 
“but there are always a variety of 
ways to do things.” 

The good manager needs to be 
able to step aside as the expert. 
“That’s hard for all of us,” says 
Treadwell, “but to motivate tech 
people, you have to let the experts 
be the experts. It’s key.” 


Demonstrate the value. No one 
likes to be told to do something 
“because I told you to do it.” 
Everyone wants to see the big pic- 
ture, and this is especially true with 
intellectually gifted people in tech- 
nology fields. The effective man- 
ager takes time to let his people 
know why the tasks they are as- 
signed are important, and how they 
fit in with a bigger goal. 

If a manager has to pull a scien- 


tist off a project in which he is pas- 
sionately involved to take care of 
something else, he has to tell him 
why it is important. “This is a 
‘show me’ population,” says 
Treadwell. “You need to be able to 
answer that ‘why’? 


Create breathing room. Mi- 
cromanaging is a trap that ensnares 
a number of technology managers. 
Step back, is Treadwell’s advice. 
Set goals for your team members, 
and then let them work toward 
them without interference. 


Provide support. The opposite 
of micromanaging, creating a sup- 
portive atmosphere involves mak- 
ing sure that workers have the tools 
and the environment in which they 
can flourish. 


“Be an advocate for your peo- 
ple,” says Treadwell. “Find out 
what they need. Clear space for 
them to succeed. Accomplish this 
and everyone looks good. 


Five Key Traits 
Of Top Performers 


H e was thrown out of his first 
job for being too creative. Jeff 
Tobe (www.jefftobe.com) looked 
at his initial paycheck from the 
Chubb Insurance company and re- 
alized one big problem: it was too 
small to pay his rent. Tobe’s solu- 
tion? He auctioned off his pay- 
check and the $1,000 note netted 
him $1,200 in ticket earnings. He 
met the rent and all seemed fine un- 
til the state nicked him for running 
an unlicensed lottery and the 
stodgy folks at Chubb decided they 
didn’t need anyone publicizing the 
paucity of their remuneration. 

In 1992 Tobe’s friends con- 
vinced him to take up a career in 
corporate training and speaking. 
He moved to Pittsburgh, set up the 
training service “Coloring Outside 
the Lines,” and has recently pub- 
lished a book of the same name, 
“Coloring Outside the Lines: Busi- 
ness Thoughts on Creativity, Mar- 
keting and Sales.” 

_ Defining the edge. Tobe dis- 
tilled five pervasive skills and 
traits held by all those who simply 
were unbeatable. Foremost was 
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Launching Advice 
from the Experts 


R.. Weber suggests that be- 
tween 60 and 70 percent of prod- 
ucts brought to market annually 
will die away within their first year. 
And in a cruel twist, the winners 
are often far from the most useful 
entries. Pet rocks and corn cob 
holders can barely be kept in stock, 
while improved bicycle helmets 
and cheaper lawn mowers gather 
dust. The new products that flour- 
ish — no matter how frivolous — 
are those that are placed on the 
right shelves in the right way. 

Weber founded the Wayne, 
Pennsylvania-based ENSONIQ, a 
provider of digital audio products 
(Email: rweber@antiphony.com). 
“I think probably the greatest mis- 
take the new business person 
makes,” he says, “is that he gets 
swayed from his original market 
strategy — if he has one at all.” For 
Weber, marketing plans must be 
precise, yet flexible. 


Market focus. How many times 


have you heard it on TV? “This is a 


great product, it dices, slices, 
chops, cures measles, and babysits 
the kids.” 

“Entrepreneurs get lured in by 
their own product,” says Weber. 
“They fantasize about its uses until 
they believe that every person with 
a pulse is a potential customer.” 
This something-for-everyone ap- 
proach not only dilutes the image 
of quality and turns away buyers, 
but it also diffuses and burns the 
new company’s resources in a scat- 
tershot approach. 

Weber’s advice for startups is to 
focus like a laser on one specific, 
and very limited market group. 
Concentrate on serving them better 
and winning a major purchasing 
share from them. ENSONIQ de- 
cided to sell music synthesizers to 
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ly, asking the right questions to 
home into the client’s exact need. 
Third, they all listened intently, 
which led to the next trait: they all 
understood the potential client to- 
tally, beyond just his product need. 
Finally, the top performers were 
experts at marketing themselves. 
Each one had developed a selling 
persona, but he never let it conflict 
with the customer’s buying style. 


Change quotient. Creativity 
leads to change and change invari- 
ably leads us out of our comfort 
zones. To remain in the traditional 
mode, Tobe says, businesses com- 
monly erect anti-innovation walls. 
They may develop internal my- 
opia, focusing on only the immedi- 
ate problems. Executives may be 
infected with psychosclerosis — a 
hardening of the attitude, which 
greets each new idea with “We’ve 
been down that road before.” They 
may reflexively intone the five 
most petrifying words in all com- 
merce, “Sir, it’s not our policy.” 

Each of us has our individual 
ability to cope with varying 
amounts of change. As C.S. Lewis 
pointed out, we look forward to the 
changing of the seasons, but we al- 
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hobbyists. Its strategy deliberately 
left out hackers, professionals, and 
semi-professionals. While these 
groups were large and enticing, 
Weber saw he could not stretch his 
product — or his marketing efforts 

to address the needs of all of 
these audiences. 

Controlled growth. As_ the 
product grows more successful, 
the market will change. Entrepre- 
neurs should forecast their prod- 
ucts’ lifespan and whom it will 
serve at given periods. Then own- 
ers can plan the amount of funding 
they will require over a five-year 
period. Of course, even the small- 
est niche market is never static. It is 
important to be flexible and to up- 
date the product. The goal is to 
have the customer dialing your 
number because “they always have 
just the right item for me.” 


Raise less money. By begin- 
ning with a small but solid toehold, 
the new company can dominate a 
position and leverage its experi- 
ence. Nothing so entices investors 
as a track record. Big plans are in- 
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If you’ve got some pa- 
tience,’ says Rob We- 
ber, ‘it’s amazing how 
little first round fund- 
ing you need.’ 


variably more attractive when you 
can show that a lot has already been 
achieved with very little. 

“If you’ve got some patience,” 
says Weber, “it’s amazing how lit- 
tle first round funding you can get 
away with.” Venture capitalists are 
fond of pointing to a very attractive 
sports blog that is seeking funding 
to become a regional print maga- 
zine. It is a highly favored 
prospect, far more likely to draw 
funding than an unproved business 
plan for a sports magazine would 
be. 


The CEO’s endless role. “If 
you have the idea that you are go- 
ing to fund your firm once, get over 
it!” exclaims Weber. “A CEO’s pri- 
mary job is to maintain cash flow 


so rest secure in the permanency of 
each season being the same as last 
year. Tobe agrees to this balance, 
but feels that most of us strangle 
our company’s creativity by not 
working to expand our change 
quotients and be more tolerant. 


Creativity vs. innovation. “I 
cringe every time I walk into an ad 
agency and see a door marked 
‘Creative Department,’” says 
Tobe. “Everyone, including your 
receptionist, should be working 
creatively. And if she is not, fire 
her.” For Tobe, creativity is the 
mindset that says if it ain’t broke, 
break it and build it better. It is that 
juice that leads to a constant flow 
of ideas. Innovation is the next few 
steps that gather the ideas together, 
sift for the best nuggets, and as- 
semble them into a working plan or 
prototype. The processes are dif- 
ferent, but should not be relegated 
to separate teams of individuals. 


Service vs. experience. One of 
the innovative marketing trends 
Tobe points out is the shift from 
customer service to enhancing the 
entire customer experience. The 
former asks “What can I do for 
you?” The latter works to improve 
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for the company.” As obvious as 
this may sound, many company 
owners neglect this part of their job 
description. “You may be selling 
yourself to venture capitalists, 
your stock to shareholders, or your 
product to buyers,” says Weber. 
“But you as CEO are always the 
salesman.” 


Got Partners? 
Got A Prenuptial> 


very business begins with a 
marriage and launches in the whirl- 
wind of ahoneymoon. It is a frenet- 
ic, wonderful time. There is intense 
product research to be done, suc- 
cessive meetings with vendors and 
potential clients, and marketing 
campaigns to plot. Finally your 
product is flowing on and off the 
shelves and capital is at last coming 
back into the firm. Now it begins. 

You wake up one morning, look 
across at the other principals in the 
company, and wish you’d had a 
better pre-nuptial agreement. The 
honeymoon is over. 

“Too many people start a busi- 
nesses as if it were a hobby,” says 
Barry Bendes, an attorney with 
Roseland-based Wolf Block 
(www.wolfblock.com). “They ei- 
ther want to treat it as a part-time 
job or they want to delve into the 
intricacies of today’s problems 
with never a thought toward to- 
morrow.” The companies that en- 
dure are the ones that foresee the 
eventualities and have already set 
in place boilerplate solutions. 


Assigning roles. Most busi- 
nesses are launched by the com- 
bined energies of the entrepre- 
neur/inventor and the supposedly 
more silent backer — emphasis on 
the “supposedly.” It would contra- 
dict all human nature to imagine a 
truly silent angel who merely 
opens his purse and never his 
mouth, quietly pouring his coin in- 
to. the company coffers. Once the 
product is ready for market, this 
previously taciturn capitalist often 
demands a say in everything from 
hiring and vendor selection to the 
color of office furniture. 

“Tt’s a simple matter of running 
through all the possible upcoming 
decisions and working out place- 
ment of responsibility,” says Ben- 
des. You can model yourself on 
other firms, but there are no ab- 
solutes. In many firms the board 
holds final firing/hiring veto, in 
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every touch point between cus- 
tomer and company, making it 
more to the customer’s liking. You 
can get your coffee at McDonalds, 
where the customer service is ex- 
cellent. It comes hot, quick, cheap 
and if you don’t drop it in your lap, 
it tastes just fine. 

But instead folks increasingly 
flock to Starbucks, where the act of 
settling into a nice cup of Java be- 
comes a whole — very pleasant — 
experience. There are comfy chairs 
inviting you to stay, fun machines 
to watch, T-shirts with odd sayings, 
and a clubby atmosphere. Every- 
thing from the cup design to the 
website sets an interesting, we- 
know-what-you-want tone. 

Tobe warns that customers to- 
day have evolved into a more skep- 
tical group, armed with more so- 
phisticated tools. Thus the buying 
experience companies provide 
must go beyond net price. Is the 
website not just easy to peruse, but 
does it establish itself as an infor- 
mation resource? Does the voice 
mail lead the caller back to another 
contact? Is the branding not only 
distinct, but inviting? If not, it may 
be time to get out the crayons and 
coloring book. 
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others that responsibility rests with 
department heads. The trick is to 
hammer out specific, shared duties 
beforehand. Think of what best 
makes the company run smoothly, 
rather than what gives you the most 
power. 

Resolving differences. Dis- 
putes, death, and taxes: count on 
them. The former can prove some- 
what less traumatic than the other 
two if there is an agreed upon dis- 
pute management plan that in- 
cludes several fallbacks. “The ab- 
solute last thing you want to do,” 


says Bendes, “is take your prob- 


lems to court. The second to last 
thing you want to do is air them be- 
fore a strange lawyer.” Less drastic 
and far less costly dispute resolu- 
tion methods include establishing 
an inter-company mediation, or ar- 
bitration, or even a grievance com- 
mittee. Partner-level disputes may 
most easily be handled through 
board member or outside media- 
tion. 


Planning for succession. Un- 
like marriage, business partner- 
ships are not designed to last until 
death do the parties part. While you 
are still laboring at the term-sheet 
level, it is wise to construct some 
sort of buy-out plan. Figure the tan- 
gible and non-tangible assets of 
ownership, then decide how part- 
ners may divest themselves of 
holdings while still keeping the 
company functioning as steadily as 
possible. 

For partnerships that do last 
right up to the doors of eternity, 
problems may still exist for those 
struggling on this mortal plain. If 
no previous arrangement was 
made, the surviving company prin- 
cipal may find himself newly part- 
nered with a wholly disinterested 
widow. 

This is tough enough if the de- 
ceased functioned on the funding 
side of the business, but if he was 
CEO, he may well have carried all 
the basic operating secrets to the 
grave. “Not only must a line of suc- 
cession be clearly and legally es- 
tablished,” says Bendes, “but all 
partners should take out insurance 
on each other.” Personal wills and 
corporate contracts should be 
checked to avoid conflict. 

Slicing the pie. “Amazing as it 
seems,” says Bendes, “many com- 
panies start up with absolutely no 
contingency for handling profit. 
The capital at last begins rolling in 
and the two or three partners have 
made no evaluation as to whose la- 
bor merits what percent of earn- 
ings.” . * 

Just as frequently company part- 
ners decide to give themselves 
salaries that are dependent on a 
steady income flow. If profits fluc- 
tuate for one quarter, the entire 
firm, even though strong, could 
have trouble paying those salaries. 
A well forged profit participation 
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plan laced with fiscal reality con- 
tingencies may not engender more 
income, but it goes a long way to- 
ward keeping spending efficient 
and keeping everyone satisfied. 

If you have enough optimism to 
start a company, you probably have 
enough faith to believe it will last 
into the future. So why not take all 
that energetic preparation you and 
your partners are lavishing on the 
honeymoon and carry it on over to 
planning for your business’s to- 
morrows. After all, yours could 
just be one of those seven percent 
of American businesses that gets 
passed down for three generations. 


Create a Template 
for Your Business 


[. 1976 Steve Jobs and Steve 
Wozniak sat in a garage, eating an 
apple. They pondered the idea of 
forming a computer company. 
Four years earlier Tony and Mau- 
reen Wheeler sat at their kitchen 
table writing. Having just returned 
from an unguided trans-Europe 
and Asia jaunt, they thought that 
there might be some money in pub- 
lishing a guide book or two called 
Lonely Planet. Not every business 
rises to the level of the companies 
these entrepreneurs founded, but at 
some point a great many dreamers 
do decide to expand into a real 
business. 

For Doug Crisman, founder of 
Oldhorses (www.oldhorses.com), 
a consulting company with offices 
at 212 Carnegie Center, such tran- 
sitions demand less an infusion of 
cash, and more a restructuring of 
time, talent, and mindset. 

When most sole-proprietors 
gaze into a future of expansion, 
they see a frightening infusion of 
cash, overwhelming logistics, and 
a loss of control. From this posi- 
tion, Crisman moves his often fear- 
ful clients along a continuum to- 
ward greater leverage. That is, he 
helps transform their company 
profits from more active income 
(profitable production) toward 
more leveraged, or passive, in- 
come from investments or the la- 
bor of employees. It is a shift that 
begins in the mind, and Crisman 
admits not everyone can make it. 
Here is a roadmap: 


Think as an investor. The own- 
er who stops thinking, “I’ve got to 
make $50,000,” and begins to say, 
“T’ve got to have $50,000 in as- 
sets,” is well on his way. Says 
Crisman: “When a person makes 
the initial jump from employee to 
self-employed, he has gained a 
great deal of freedom and control, 
but not much leverage. I don’t real- 
ly call such freelance consultants a 
business.” No matter how success- 
ful the tangible product or service, 
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the entire assets of the company 
rest on the owner. 

Identifying new leveraged as- 
sets presents the largest creative 
hurdle to success. Products, peo- 
ple, methodology, and distribution 
channels all can be linked for lever- 
age. Ancillary items or services, 
produced by others, can be added 
to the company’s offerings. This 
can achieved either by hiring em- 
ployees or by linking up with other 
sole proprietors, who provide a 
broader market base. 

One of the most popular expan- 
sion methods is to link a product 
and/or sales capability to a larger 
manufacturer. The producer, or in 
some cases wholesaler, bundles 
your offerings with his and handles 
the fulfillment for both from the or- 
ders you take in from your retail 
and online outlets. 


Freeing fixed costs. Instead of 
being inundated with an avalanche 
of monthly expenses, tweak as 
many as possible into variable 
costs. This move can slash over- 
head substantially. For example, 
very few sole proprietors or part- 
ners have the gift of salesmanship. 
Hiring a salesperson on straight 
commission creates a no-cost asset 
for your firm. 


“Never has there been more hu- 
man talent available than right 
now, when the corporate world is 
shedding so much of its person- 
nel,” says Crisman. Contract work- 
ers can handle the full range of du- 
ties, and often the tasks need not be 
outsourced any further than your 
own county. Control remains with 
the owner. 


Repeatable leverage. McDon- 
alds and Home Depot succeed be- 
cause they remove emphasis from 
the individual and place it on the 
process. Each shop and each job 
has a fixed, though not petrified, 
formula, that a new franchisee or 
employee can use and repeat to 
generate more assets for the com- 
pany. Small businesses can copy 
this method by carefully structur- 
ing all tasks so that new employees 
can easily pick up the work when 
there is a vacancy. 


Sales focus. “It’s more impor- 
tant to have a great sales manager 
than a few genius sales people,” 
says Crisman. If the method for 
selling is incisively laid out, the ac- 
tual sale becomes infinitely easier. 
Finding that exact blend of direct, 
retail outlet, website, E-mail, 
phone, and other selling avenues 
demands a strategic campaigner, 
not just a lot of good foot soldiers. 


ho have the idea of the cen- 
tury, but whether you’ve just come 
up with a window cleaning robot or 
the next bio-technology solution, 
you will need money to finance 
your new venture. Where do find 
that angel investor or venture capi- 
tal fund to finance your start-up? 

Joe Benjamin founded Young- 
StartUp.com (www. youngstartup.- 
com) in 1999 as a consulting com- 
pany designed to assist early stage 
investors particularly in regards to 
their investment presentations. 

“Starting any company is an ex- 
tremely difficult task,” he says. 
“You must be able to produce re- 
sults, have a solid business model, 
and build the right relationships.” 
Once in front of the people with the 
money, he has several suggestions 


for the new entrepreneur: 


Do your homework. Know 
what your potential investors are 
looking for. Be prepared with the 
information they are interested in 
about your business. 

Practice your pitch. “This is a 
sales game,” says Benjamin. Make 
what you are selling sound appeal- 
ing. Practice your elevator speech. 
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You have about 10 seconds to interest your 


potential investors. After that they’ve tuned 
you out. 


Don’t speak in jargon. “A big mistake a 
lot of science people make is to talk a lot of 
science jargon. They need to speak basic 
English,” he Says. “Initially your investors 
aren’t interested in exactly how something 
works.” Instead he suggests practicing mak- 
ing your product sound appealing. “You may 
have the solution that will solve the world’s 
problems, but if your investors don’t see it as 
a winner they are going to blink you out.” 

Benjamin suggests keeping your ap- 
proach short. “Don’t tell everything all at 
once.” Several “buzzwords” can help get 
your point across, he says, including the 
words “patent” and “partnerships.” If you 
have a patent on your product, make sure to 
mention it, he says. Partnerships, too, are 
valuable ‘assets an investor wants to know 
about. 


Don’t look too hungry. “Don’t come to 
your investor from a standpoint of need. You 
want to build excitement about your prod- 


uct,” he says. “You need to have the attitude 


that you will succeed. If you aren’t sure 
you’ ll succeed, why should someone invest 
in you?” 


Canvas friends and family. There are a 
limited number of ways for a new company 
to get funds, says Benjamin. Bank loans or 
borrowing money from friends and family 
are two typical ways. A third way may be to 
hire someone to do research into potential in- 
vestors. He cautions, however, that this 
method takes money away from your busi- 
ness that could be spent elsewhere. 

Look to angels. Angel investors are an- 
other source of investment money. An angel 
is “a private individual with discretionary in- 
come who ts looking for a place to invest it,” 
says Benjamin. Usually, he says, this person 
is a professional or a retired executive who 
has income other than that which he or she is 
investing. Angel investors can be particular- 
ly valuable in the early stages of a project 
when a company does not yet have the meas- 
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Research Center 


Princeton Corporate Plaza 
with over 50 scientific companies 
U.S. Route 1 Frontage 


New Laboratory Incubator #4 


From 400 Square Feet 


CORE INSTRUMENTATION -N.M.R, LC/MS, GC, ETC. 


CompLete FAcIiLity PACKAGES 
AVAILABLE 
Includes 


Scientists, Hoods, 
Chemicals, Glassware, etc. 


Contact Pam KENT: 732-329-3655 


Hilton Realty Co. L.L.C. 


194 Nassau Street, , Princeton, NJ 08542-7003 


RETAIL OPPORTUNITIES 


Kuser Plaza 


Hamilton Townshi 
New Jersey 


square feet) 


Corner of Kuser Road and 
Whitehorse-Mercerville Road 
‘(total gross leased area 58,458 


Anchored by Shop ‘N’ Bag and 
Dunkin' Donuts; 3,534 
and 4,116-sf stores available 
(stores are contiguous) 
Lease pending on the 4,116 sf store 


Mercerville 
Shopping Center 
Hamilton, New Jersey 


Montgomery 
Shopping Center 
Skillman. New Jersey 


Route 33 at intersection 
of Route 533 
(total gross leased area 
97,812 square feet) 
Call for details and availabilities — 
join Ace Hardware, 
Party Fair and 
Hamilton Farmers Market 


Just North of Routes 206 
& 518 intersection 
(total gross leased area 155,000) 
Anchored by 58,000 
"World Class" ShopRite 
4,971 square feet available - 
split possible of 1,975 
and 2,996 square feet 
1,660 square foot office 
available immediately 
Well established community center 


Paddock Plaza 
West Long Branch, 
New Jersey 


- Corner of Routes 36 and 71 
(total gross leased area 
116,000 square feet) 
Anchored by 65,539 square foot 
"World Class" ShopRite 
7,200 square feet available - 
Great visibility/signage; 
very busy retail area 


Parkside Plaza 
Shopping Center 
Ewing Township, 

New Jersey 


Corner of Parkside Avenue and 
North Olden Avenue 
(total gross leased area 98,035 
square feet) 
Anchored by 64,365-square-foot 
"World Class" ShopRite 
1,300- and. 2,089-square-foot stores 


Expansion approved for additional 
15,458 square feet 


Pennington 
Shopping Center 


Pennington, 
New Jersey 


Route 31 at West Delaware Avenue 
(total gross leased area 
98,860 square feet) 

1,997- and 5,170-square-foot 
stores available 


Princeton Arms Center 
West Windsor 


Township, New Jerse 


Corner of Old Trenton Road 
and Dorchester Drive 
(total gross leased area 
32,810 square feet) 

2,000- and 1,300-square-foot stores 
available immediately 
38,240 square foot expansion 
in approval process 


Ralph's Corner - 
Hatfield, Pennsylvania 


Corner of Forty Foot Road 
and Welsh Road 
(total gross leased area 
249,055 square feet) 
Very active center - 
Anchored by Clemens Market, 
Kohl's and Ross Dress for Less 
4,500+ and 6,000+ stores 
available immediately 


WAREHOUSE/ 
FLEX SPACE 


Enterprise Park 
Ewing. NJ 


800 Silvia Street off Sullivan Way 
(total gross leased area 
90,000 square feet) 

Bldg. A - fully leased; Bldg. B - 
893-sf office available; 
5,000 sf available 
[800 warehouse/4,200 office] 
Building C - fully leased; 
Tailboard & drive-in loading, 
18 feet clear in warehouse 


FOR MORE INFORMATION OR TO SCHEDULE AN APPOINTMENT, PLEASE CONTACT 
MARK HILL OR JON BRUSH AT 609-921-6060, FAX 609-924-0939, www.hiltonrealtyco.com 


BROKERS PROTECTED 


NO GUARANTEE OR WARRANTY, IMPLIED OR EXPRESSED, IS HEREBY MADE AS TO THE CORRECTNESS AND/OR ACCURACY 
OF THE INFORMATION CONTAINED HEREIN. THE ABOVE IS SUBMITTED SUBJECT TO ERRORS, OMISSIONS, WITHDRAWAL FROM THE MARKET, 
CHANGE IN PRICE OR OTHER CONDITIONS, WITHOUT NOTICE. 
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12 Roszel Road cose eagle 
Princeton Address 
Adjacent to Carnegie Center 

3200 SF unit/will divide 


Available 3-1-06 


Montgomery Knoll 


Route 206 ¢ Skillman, NJ 


1500 & 3000 SF © T1 lines available 
Ample Parking 
Available 11-1-05 ° 


Move onto venture capital in- 
vestment. Venture capital funds 
are the largest source of money for 
entrepreneurs who have moved 
past the friends and family and an- 
gel investment stages. Each fund 
has a website describing the types 
of companies in which it invests, 
the geographical area in which it 
likes to invest, and the amount of 
money it typically puts into a com- 
pany. The fund’s portfolio compa- 
nies are listed on the site and pro- 
vide insight into the types of busi- 
nesses that are likely to appeal to 
the fund’s partners. 


Finding Money for 
Tech Start-ups 


2 


ieee with new tech- 
nology often need patrons to see 
their visions through to production 
and into the marketplace. In- 
vestors, however, often lack the en- 
trepreneur’s enthusiasm for a com- 
pletely untried technology. Banks 
and venture capitalists want to 
hitch their wagons to a rising star, 
and they will scrupulously exam- 
ine the booster rockets to make 
sure it keeps ascending. The entre- 
preneur must therefore try to posi- 
tion his company as the investment 
opportunity of a lifetime. 

For the high tech firm, whose 
whole industry is only now emerg- 
ing from a decade-long slump, this 
is indeed a daunting challenge. 
How does one accessorize what 
must appear as “just one more soft- 
ware company” so that public or 
private funders will hazard a 
glance? 


eadow Run Properties, LLC 
908-281-5374 


Without the Commute! 


Rentals - Executive Offices and 
Suites, Desk Space, Virtual Offices 


i Secretarial Support Services 
1 Reports, Studies, Letters, Transcriptions 
ug Microsoft® Word, Excel and Powerpoint 


w : Con dentiality J Flexibility @ Personal Service 
D/J Business Service/The Office Complex 


475 Wall Street « Princeton, NJ 08540 
609-924-0905 ¢ complex3@475wallst.com 


Route One Retail Location 
The Route One Center 


2761 Route 1, Lawrenceville 


Lease From 2,000 SF to 15,000 SF 
nits 1 * End Cap Units 5 & 6 * 15,000 Contiguous SF 
* 5,700 Contiguous SF * Divisible to 2,000 SF 
* Divisible to 2,000 SF * Mezzanine 
* Drive-in Loading Door * 14 Foot Ceilings 
4 
+ High Visibility > 
* Convenient Location on 
Re - 
* Easy Access : . 5 
: 15,000 SF BARRINGER'S ' i| 4 
+ Ample Parking — | ti 
i P | \ 
* Road Signage eae ae secs is 
* Loading Dock ate [== = —-- = — eal Ff i = bs weer a v 
USROUTE! 
SOUTH + > NORTH 
s John Simone Realty, Inc. 
SIMONE REALTY 1018 WHITEHEAD ROAD EXTENSION 
EWING, NEW JERSERY 08638 
Commercial Property Specialists PHONE (609) 882-1105 


“There are no more excuses for 
high technology companies,” says 
Carl Kopfinger, vice president of 
technical financial services for 
Commerce Bank (856-751-2739), 
who spoke for a New Jersey Tech- 
nology Council seminar last year. 
“Venture capitalists are again 
opening up their wallets and 
Thompson Economic studies un- 
deniably show a last quarter in- 
crease in high tech funding.” It is 
an investment trend Kopfinger has 
followed with keen interest for the 
last 25 years. 

Yet no matter how new the prod- 
uct or company, Kopfinger insists 
the old business rules apply, and if 
you want to get funded, you had 
better adhere to them. 


Be a business first. Long gone 
are those angels of the 1980s who 
would invest in almost any idea if it 
seemed technologically complex 
enough. Now even the most ex- 
quisitely designed and saleable 
prototype gets turned down if it 
hasn’t got a strong business struc- 
ture bringing it to market. This 
means, like any other service or 


ee eS 
Yet no matter how 
new the product or 
company, Carl Kop- 
finger insists the old 
business rules apply. 


manufacturing business, early- 
phase companies had better ham- 
mer out an exhaustive business 
plan, come up with capital tables, a 
cash flow and burn schedule, and 
be able to swiftly respond to every 
item on the term sheet. The more 
due diligence performed on your- 
self beforehand, the more attrac- 
tive you are to bankers. 


Picture your banker as a per- 
son with a very small and busy 
hammer. He will constantly keep 
tapping away to find holes not just 
in your product, but in your previ- 
ous financing, management capac- 
ity, and even your relationship to 
the board of directors. If you have 
already given away the store to get 
your initial startup capital, no fu- 
ture investor will want to get in the 
middle of what could be a sticky 


bout between financier and owner. - 


So do some tapping yourself, 
warns Kopfinger, and patch up the 
holes before meeting with lenders. 


Skip the window dressing. 
About 15 years ago it became very 
popular for startups to dress up 
their boards with name experts. 
When it came time to merge or sell 
off, having a roster of names that 
spoke of great financial prowess, 
proven investment track record, or 
even renowned technological abil- 
ity really boosted the price. But to- 
day, while some corporations may 
be impressed, banks are not. 

“Of, course we like to see an ap- 
plicant who has a substantial team 
behind him.” says Kopfinger, 
“However, we want to know exact- 
ly how active these people are in 
your project. Are they spread too 
thin to be of any real use to your 
company?” 

Venture capital firms and 
banks have different goals. In the 
hunt for funding, the main caveat is 
to note what each lender wants. 
Banks seek long-term relationship. 
They provide a lower rate, and 
once the relationship is estab- 
lished, they may be more easily 
nudged into a loan based on your 
past track record. The venture cap- 
ital company wants your new proj- 
ect to succeed swiftly and very 
profitably. It may well want to take 
a substantial ownership interest, 
and will want to see a return on in- 
vestment in a relatively short time. 
And while the venture firm may be 
willing to give you all you ask, 
with fewer questions, it may want 


to place major decision makers on 
your board as watchdogs of its own 
best interests. 


Avoid cash burn blunders. 
Some start-ups, for example 
“spend far too much on marketing 
before they’ve even got anything 
to sell,” says Kopfinger. Prodded 
by initial investors looking for a 
quick payback, many new firms 
make the mistake of putting great 
amounts of resources into market- 
ing before they have a full business 
structure in place. This scarcely 
gives future investors the sense of 
risk control they desperately seek. 


SBA Loans Launch 
New Businesses 


This past year, the Small Busi- 
ness Administration (SBA) facili- 
tated over $602 million in loans to 
2,800 businesses in the Garden 
State. The key word is “facilitat- 
ed.” There is a common misunder- 
standing that the government 
agency shells out the money, but 
that is not the way it works. The 
SBA does not examine a start-up’s 
books or drop checks in its mail- 
box. 

In point of fact, you will proba- 
bly never see a loan official from 
the SBA. You will only notice his 
signature at the bottom of your 
bank’s loan as a co-signer. Don 
Swartz, economic development 
specialist with the SBA, explains 
the loan process. Swartz has served 
as a supervisory loan officer for the 
entire northeast. Today he handles 
the offices for southern New Jer- 
sey. The Mercer/Middlesex region 
are serviced both by his southern 
office in Gloucester County, at 
856-415-2283, as well as the north- 
em office in Newark, at 973-645- 
2434. 

Banks drop all their loan appli- 


cations into three baskets. Those 


that meet all the standards, fall in 
the “YES” basket, and the appli- 
cants receive the check. Those 
wholly outside the standards, for 
example, those indicating bad 
credit, fall in the “NO” basket and 
the applicant gnashes his teeth. The 
third basket is marked SBA. Those 
who fall just a bit short on one cri- 
terion, maybe collateral, may get 
their applications sent to SBA loan 
officials. 

If the SBA reviewer smiles upon 
the application, the entire power of 
New Jersey’s taxpayers and gov- 
ernment gets behind the loan and 
guarantees a certain percentage of 
it. It is returned to the bank with the 
SBA’s blessing — and the loan 
goes through. The applicant him- 
self did not ask for this SBA re- 
view. In fact, he couldn’t ask for it. 
The entire process is the lending 
bank’s call. Loan applications gen- 
erally miss the YES basket for four 
reasons: 


Credit issues. The first and 
swiftest cut comes to those with 
bad credit. If this is your problem, 
not even the SBA can help push it 
through. But on the remaining 
three criteria, the SBA can provide 
some wiggle room. 


How much you must put in. An 
equity injection of 20 to 25 percent 
is demanded by most New Jersey 
banks. Lenders want the entrepre- 
neur to put up this stake to cut 
down on the chance that he will 
walk away. Coming up with this 
initial capital has proved a tower- 
ing wall to many otherwise pre- 
pared entrepreneurs, but the banks 
rarely bend on this potential deal 
breaker. 


How soon you must repay. An- 
other hurdle involves the repay- 
ment schedule. The return sched- 
ule must fit the lender’s risk re- 
quirement, not, alas, the borrow- 
er’s ability to repay. “If, for exam- 
ple, you are investing in invento- 
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ry,” explains Swartz, “that is mate- 
rial that should be turning over 
quickly. The bank may want repay- 
ment in as short as three months. 
Yet, if it is evident that will not 
work, they will refuse the loan.” 


What counts as collateral. A 
real obstacle for many new busi- 
ness is the universal bank require- 
ment for collateral. The bank re- 
quires some tangible asset against 
which it can fix a lien. If those tan- 
gible objects are in the form of im- 
provements to a building the busi- 
ness does not own, they are not col- 
lateral. Patents and _ intellectual 
property that are not yet bringing in 
income are not collateral, but ac- 
counts receivable are. Banks can 
draw on their value long after a 
firm has folded. 

Your home, car, stock portfolio, 
and baseball card collection may 
also be considered collateral if the 
lender so deems. 


What the SBA can do to help. 
Typically institutional lenders turn 
over to the SBA applications that 
fail narrowly in only one aspect. At 
that point an SBA loan official re- 
views all the paper. Perhaps the 
business is short 15 percent of the 
required equity injection, but it 
seems otherwise strong. The SBA 
will not pony up the remaining 15 
per cent. Instead, it will return the 
application to the lender with an 
SBA approval, which entails a pos- 
itive guarantee for the major per- 
centage of the loan. With this guar- 
antee, the bank has the peace of 
mind to put the loan in the YES 
basket — and cut the check. 

Bank loans get backed on a slid- 
ing scale. Notes of under $150,000 
are guaranteed up to 85 percent. 
For $150,0000 up to the $2 million 
maximum, the SBA stands behind 
75 percent. Additionally, the SBA 
charges both bank and borrower a 
fee of 2 percent of the guaranteed 
portion of the loan. 

Legally the SBA cannot turn 
down a loan for want of any collat- 
eral. “But that law can be quite 
misleading,” says Swartz. He ex- 
plains that if a man applies for a 
business loan and has no home as 
collateral, the SBA will consider 
his application. But the man who 
owns his home and has not includ- 
ed it as collateral gets turned down. 
“We are risking the taxpayers’ 
money,” says Swartz. “I’m certain- 
ly not going to have them stand be- 
hind a venture in which the compa- 
ny owner himself is hedging his 
bet.” 


Where else to look for help. 
“The SBA should never be consid- 
ered the final word for the entrepre- 
neur trying to link up with a bank,” 
says Swartz. He points to the in- 
creasing support afforded by urban 
enterprise zones, empowerment 
zones, and county-based loan pro- 
grams. Each of these will often 
take a second lien position and give 
the business the added cash to meet 
bank standards. The SBA also has 
its own Microloan Lender Program 
that will find second lien lenders 
for amounts up to $35,000. 


Networking? OhNo 


W..: the word “network- 
ing” comes up, most people’s reac- 
tions are not so different from those 
of Donna Mugavero’s MBA stu- 
dents in business communications 
at the Rutgers Graduate School of 
Management. They’ve heard that 
networking is something they’re 
supposed to do; but the whole idea 
makes them uncomfortable. They 
may be shy, fear rejection, or just 
not feel up to the task. Yet network- 
ing is essential, not only to finding 
a job — Mugavero estimates that 
70 to 80 percent of all jobs come 
through networking — but also to 
advancing within a company. 

Mugavero owns Branchburg- 
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based company Shared Learning, a 
consulting company that defines 
networking as “building and nur- 
turing personal and professional 
relationships to create a system of 
information, contacts, and sup- 
ports.” She is also associated with 
VIA Data and Marketing, a Somer- 
set company (www.vianj.com). 
For her, the key to networking is 
building mutually beneficial rela- 
tionships. This is contrary to the 
widespread — but erroneous — 
ideas expressed about it by her stu- 
dents. They perceive networking 
as trying to get something from 
somebody, and they tell her they 
hate to call someone and ask for fa- 
vors. She tells them that there is 
“always a give and take.” Not only 
are you part of someone else’s net- 
work, but they are part of yours. 

According to Mugavero, net- 
working is typically used in four 
contexts — on a personal level, 
among colleagues and superiors at 
a current job, for making sales, and 
for job seeking. 

To illustrate the personal side, 
Mugavero relates the story of a 
friend whose daughter asked her 
for information about getting a 
mortgage. Her mom soon got back 
to her with the help she needed, and 
the daughter responded in surprise: 
“T can’t believe you just know all 
this stuff.” The mom’s wise return 
was “you know, honey, I don’t 
know all this stuff, but I know a lot 
of women who know all this stuff.” 
By maintaining a web of personal 
contacts, her mom and many other 
plugged-in networkers are usually 
able to find any help they need. 

Internal networking within a 
company or organization is critical 
for a person’s advancement. It in- 
volves meeting people in various 
levels and departments in a person- 
al way — what a lot of people call 
“shmoozing.” This includes hav- 
ing upper management know your 
name and face. In many compa- 
nies, says Mugavero, for promo- 
tions, special projects, raises, and 
ratings, the more people who know 
you and know about you — even if 
you met at a softball game — the 
better. They remember you at eval- 
uation time and can also provide 
information you may need to do 
your job. But, she cautions, “it’s 
about more than being nice to peo- 
ple; it’s about making sure to de- 
velop relationships that work both 
ways.” 

Networking is also important 
for the business owner and sales- 
person, and is invaluable for the 
job hunter. 

Mugavero finds that, aside from 
networking naturals, many people 
don’t realize the importance of net- 
working. And even if they do, they 
often either don’t know how to do 
it or don’t like to. For these people, 
Mugavero has a few suggestions: 


Start small. When you go to 
company or industry events, set a 
small, doable goal. For example, 
“go to the event thinking, ‘I’ll get 
into a conversation with one new 
person.” That’s not too daunting, 
and success is likely. Then at the 
next event, try for two, then maybe 
three or four. Setting a small goal 
and succeeding, she observes, 
“gives us the confidence to keep 
doing it.” 

Be knowledgeable about a few 
things. Many people tell Mu- 
gavero they don’t know what to 
talk about. She suggests being 
knowledgeable about current 
events, sports, popular movies, and 


books. “The more things you can 
get into a conversation about, the 
more comfortable you are.” 


Become really good at ques- 
tioning. “Collect questions that 
work for you — things that you 
know are good _ conversation 
starters,” she says, suggesting that 
good questions are reusable. At a 
company picnic you might ask 
people how long they’ve worked 
for the company or what projects 
they have worked on. At a social 
event, you can ask how they know 
the host. A good all-around ques- 
tion is: Do you have any vacations 
planned? Who doesn’t like to talk 
about vacations? 

“We like to talk about our- 
selves,” says Mugavero. “You can 
appear to be a great conversation- 
alist if you have a lot of questions. 
You can keep the conversation go- 
ing and don’t have to talk a lot.” 

Create a 30-second introduc- 
tion. Be prepared with a canned in- 
troduction of what you’re looking 
for and what your skills are. If you 
want help, know what you’re ask- 
ing for and be able to express it 
concisely. “You need to have this 
down pat, so that you don’t stum- 
ble,” she advises. With this infor- 
mation at your finger tips, you can 
take advantage of any unexpected 
encounters that might lead to a job. 


Make your introduction dis- 
tinctive. Mugavero tells of a friend 
who is a financial planner and is al- 
ways on the lookout for a client. At 
meetings she uses the following 
opener to introduce herself: “I 
make dreams happen. I work with 
clients to find out what their 
dreams are and help them build fi- 
nancial plans to get them there.” 
Suppose another financial planner 
at the same meeting introduced 
herself with “I’m a financial plan- 
ner and I work for XYZ Compa- 
ny.” Which person would people 
tend to remember? 


Have a business card. Even if 
you’re not working, it’s easy to 
have a business card made at Sta- 
ples, a print center, or on the ‘Net 
that includes your name and con- 
tact information. “If someone is 
meeting a lot of people and pulls a 
card out the next day, they’ll re- 
member if they have made a com- 
mitment,” says Mugavero. 


Follow up. Don’t wait until you 
really need to follow up. “If some- 
one has offered to pass along your 
information, to give you contacts, 
or to chat about their industry, job, 
or company, following up in a cou- 
ple of days is important,” she says. 
Don’t wait until you really need it. 


Plan informational inter- 
views. “Networking when job 
seeking is not only important for 
contacts,” she says. If you are 
thinking about moving to a differ- 
ent industry, “it is helpful to meet 
with someone in that industry and 
find out how your skills will trans- 
fer.” : 
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2 Miles from Downtown Princeton 
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Mixed-Use Buildings for Sale 
Lambertville, NJ 


7 N. Main St. 


Spacious Colonial and Carriage House for sale 
in downtown Lambertville 


1st Floor: Approx. 1,000 SF commercial/retail 
2nd - Floor: One-bedroom apartment 


Carriage House offers approx. 2,000 SF 
of rentable space. Paved parking. $775,000 


For further information, contact: 
Russell Poles 


=f CALLAWAY 
COMMERCIAI 609-397-1974 
www.ntcallaway.com 


13 Roszel Road 


= GARIBALDI 


MORFORD & DODDS 
SPACE AVAILABLE 


1,800 to 10,000 sq ft Office (will divide) 


600 Alexander Park 3,866 sq ft Office Sub-Lease 

742 Alexander Rd 1,500 to 6,500 sq ft Office 

755 Alexander Rd 5,000 sq ft Office 

One Research Way 50,000 sq ft Lab/Office/Manufacturing 

212 Carnegie Center 10,060 sq ft Office Sub-Lease through 2011 

12 Roszel Read 1,610 sq ft Office Space For Sale 
Bob Morford Peter Dodds 
609-452-8880 
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When you do manage to sched- 
ule an informational interview, she 
has a few words of advice: (1.) Be 
prepared. “If someone is giving 
you one of their more precious 
things — their time — don’t go in 
shooting the breeze,” she says. 
Have specific questions ready. (2.) 
Stick to what you came for. If you 
asked for an informational inter- 
view, then don’t ask for a job or 
contacts. (3.) Be mindful of the 
time. If you asked for a half hour, 
don’t go overtime. (4.) Send a 
thank-you. A quick E-mail is fine. 


12 Networking Tips 


A. engineer, a “numbers per- 
son,” an online columnist, a radio 
talk show host, and a business con- 
sultant with specialties in market- 
ing and organization, Liz Lynch is 
also the author of “102 Secrets of 
Smarter Networking,” a 20-page 
booklet designed to guide even the 
shyest in making connections. 

Lynch holds a B.S. in industrial 
engineering from the University of 
California at Berkeley and an 
M.B.A. from Stanford. Yet, she 
says, “I knew I would never actual- 
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ly work in engineering. I knew I 
could never just be in a lab or a 
roomful of computers. I wanted to 
be in the business world.” 

After “doing corporate time” 
with a number of companies, in- 
cluding Goldman Sachs and Dou- 
bleClick, she launched her New 
York City-based consulting com- 
pany, Networking Excellence 
(www.networkingexcellence.com 
). 

A pro networker, Lynch says 
that her “number one secret” is to 
start networking before you need 
it. “At some point everyone will 
lose a job, or lose a client, or just 
have the phone stop ringing,” she 
says. “Then you have an air of des- 
peration about you and people can 
smell that.” It is much better, she 
stresses, to have your network in 
place before you are desperate. 

Networking, she says, is about 
making quality relationships. The 
kind of relationships “that can help 
you land the big sale, find the per- 
fect job, or look like a hero take 
time to build.” 

Here are 12 of Lynch’s tips for 
networking: 


Get comfortable with self pro- 
motion. There’s no getting around 
talking about yourself in network- 
ing. Develop a clear message about 
what you do and practice to help 
you build confidence. 


Don’t expect to close on the 
first contact. It’s rare that you’ll 
meet anyone who happens to know 
of work for you. Be prepared to 
work at building the relationship so 
that you’ re at the top of their minds 
when they do hear of an opportuni- 
ty. 

Strive to make a good impres- 
sion. Be gracious and polite in all 
of your interactions. If you’re in a 
bad mood, either hide it or stay 
home. : 

Create multiple levels of your 


introduction. Start with a com- 
pelling one-sentence introduction 


You've invested in your home, 


make another smart decision and invest in an office condo 


OFFICE/MEDICAL/INDUSTRIAL/RETAIL SPACE NOW AVAILABLE 
FOR SALE OR LEASE 


Route 206 & Applegate R 
Somerset County 


390 Amwell Road, Hillsborough 
Somerset County 


Raider Bivd. & Stryker Lane, Hillsborough 


Somerset County 


378 South Branch Road, Hillsborough 
Somerset County 


830, 1006, 1260 (+/-) sq. ft. 


1247, 1319, 1896 (+/-) sq. ft. 


SIZES AVAILABLE FOR LEASE: 
1470, 2156 (+/-) sq. ft. 


MONTGOMERY COMMONS 

Medical! / Professional Office Space 

Campus-style duildings Prestigious Princeton mailing address 
Close proximity fo all area hospitals # High visibility in a large 
residential population ¢ Built-to-suit offices ¢ Abundant parking 
with hondicap accessibility Private entrance, bathroom, 
kitchenette & separate utilities for each suite ¢ High-speed 
internet access # On-site basement storage bins 

SIZES AVAILABLE FOR LEASE: 


AMWELL COMMONS 

Medical / Professional Office Space 

Close proximity to all area hospitals ¢ Campus-style buildings 
@ High visibility ¢ Abundant parking with handicap accessibility 
@ Built-to-suit offices, designed to fit your individual needs + 
Private entrance, bathroom, kitchenette & separate utilities for 
each suite ¢ High-speed internet access ¢ On-site basement 
storage bins ¢ Fully furnished Executive Suites 

SIZES AVAILABLE FOR PURCHASE / LEASE: 


MEDICAL / PROFESSIONAL CONDO UNITS FOR SALE 


HILLSBOROUGH BUSINESS CENTER 


Office-Style Warehouse / Flex Space 

Office-style warehouse / flex buildings ¢ Built-to-suit Private 
* entrance, bathroom & separate utilities for each sulte  18' 

clear ceiling heights @ Tailboard &/or drive-in # Heavy floor 

load # High-speed internet access # General industrial zoning 

for multiple permitted uses such as office, warehousing, 

distribution, lab, light manufacturing, assembly & recreation 

# On-site day care On-site fitness center 

SIZES AVAILABLE FOR PURCHASE / LEASE: 

1125, 1135, 1500, 1875, 3000 up to 36,000 (+/-) sq. ft. 


WAREHOUSE / FLEX CONDO UNITS FOR SALE 


KINGSBRIDGE CENTER 


Retail / Medical / Professional Office Space 
51,000 (+/-) sq. ft. building complex in the heart of Hillsborough’s 
residential district # Close proximity to all area hospitals ¢ Built 
-to-suit offices Private entrance, bathroom, kitchenette & 
separate utilities for each suite ¢ Abundant parking with 
handicap accessibility High visibility in a heavy traffic area 
+ High-speed internet access ¢ Goddard Day Care on-site 
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IMMEDIATE OCCUPANCY 


For more information, please contact us at 908-874-8686 
Visit us on the web at www.larkenassociates.com 


a 
Hitieborough, NJ 
OBR44 
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that includes your name, company, 
who you help, and with what prob- 
lem. If asked for more information 
or if you have more time, you can 
go to a deeper level of detail that 
describes a typical situation, your 
solution, and the result. 

Focus on how your clients ben- 
efit, not on what you do. Saying “I 
write business plans” has less im- 
pact than saying “I help start-ups 
build a compelling case for poten- 
tial investors.” 

Say that you are looking for 
advice, not leads. Initial contacts 
are more likely to be able to help 
you with your elevator pitch than to 
connect you with a live prospect, 
but the point is to get in front of as 
many people as possible. 

Reconnect appropriately. It is- 
n’t reasonable to call people you 
haven’t spoken to in three years to 
ask for introductions to their 
CEOs. Invite them to lunch first to 
catch up and discuss ways to help 
each other’s business. 

Join groups. Organized groups 
can put some structure around your 
networking. Consider joining at 
least one or two to expose you to 
new people and new ideas on a reg- 
ular basis. 


Don’t engage in debate. If you 
make a suggestion that isn’t met 
with interest, don’t force it. Your 
goal is to start conversations to 
gauge similar interests and deter- 
mine if a follow-up meeting is war- 
ranted, not to convert others to your 
point of view. 


Ask a smart question of the 
speaker during a presentation. It 
will get you noticed by those in the 
room and will give people a reason 
to start a conversation with you. 


Make other people the priori- 
ty. Ask about their businesses be- 
fore launching into your introduc- 
tion. Ask for a business card before 
offering yours. 


Keep your promises. If you 
have offered to send a brochure or a 
contact name, do it immediately. 


Finally, says Lynch, in the case 
of networking, practice makes per- 
fect. “Start with the right attitude 
and expectations and practice as 
much as possible.” 


Amwell Valley Business As- 
sociation, Box 158, Ringoes 
08551. Andrew Reid, presi- 
dent 2004. 609-466-3388. 


Asian Indian Chamber of 
Commerce, 6 Kilmer Road, 
ITM Corporate Center, Suite 
J, Edison 08817. Seema M. 
Singh, president. 732-777- 
4666; fax, 732-777-4668. E- 
mail: www.aicc.net 


Business Partnership of 
Somerset County, 360 
Grove Street, Bridgewater 
08807. Jeffrey Horn, CEO. 
908-218-4300; fax, 908-722- 
7823. www.somersetbusi- 


nesspartnership.com 


Central Bucks Chamber of 
Commerce, 115 West Court 
Street, Doylestown 18901. 
Vail Garvin, executive direc- 
tor. 215-348-3913; fax, 215- 
348-7154. www.central- 
buckschamber.com 


Commerce and Industry As- 
sociation of New Jersey, 
South 61 Paramus Road, 
Paramus 07652. Richard 
Goldberg, president. 201- 
368-2100; fax, 201-368- 
3438. Www.cianj.org 


Greater Mercer County 
Chamber of Commerce, 
214 West State Street, Tren- 
ton 08608. Michele Siekerka, 
executive director. 609-393- 
4143; fax, 609-393-1032. 
www.mercerchamber.org 


Hunterdon County Chamber 
of Commerce, 2200 Route 
31, Suite 15, Lebanon 08833. 
Suzanne Lagay, president. 
908-735-5955. www.hunter- 
don-chamber.org 


Jamesburg Chamber of Com- 
merce, 131 Perrineville 
Road, Jamesburg 08831. Al- 
lan Brown, president. 732- 
521-2222. www.jamesburg- 
chamber.org 


Lambertville Area Chamber 
of Commerce, 239 North 
Union Street, Lambertville 
08530. Ellen Pineno, office 
manager. 609-397-0055. 
www.lambertville.org 


Latino Chamber of Com- 
merce of Mercer County, 
831 South Broad Street, Box 
886, Trenton 08605. Harry 


Luna, president. 609-695- 
5600; E-mail: harryluna- 
@aol.com. 


Metropolitan Trenton African 
American Chamber of 
Commerce, 200 East State 
Street, Trenton 08608. John 
E. Harmon, CEO. 609-393- 
5933. www.mtaacc.org 


Middlesex County-Chamber 
of Commerce, 1 Distribution 
Way, Suite 101, Monmouth 
Junction 08852. Chris Phe- 
lan, president. 732-821- 
1700; fax, 732-821-5852. 
www.mcercc.org 


NJ Chamber of Commerce, 
216 West State Street, Tren- 
ton 08608. Joan Verplanck, 
president. 609-989-7888. 
www.njchamber.com 


NJ Chinese-American Cham- 
ber of Commerce, 2147 
Route 27, Edison 08817. 
John Yeung, president. 732- 
650-1618, ext. 128; fax, 732- 
650-9668. www.njacc.org 


North Brunswick Chamber of 
Commerce, Box 7290, North 
Brunswick 08902. 732-247- 
5150; fax, 973-673-5828. 


Princeton Regional Chamber 
of Commerce, 9 Vandeven- 
ter Avenue, Princeton 08542. 
Kristin Appelget, CEO. 609- 
924-1776; fax, 609-924- 
5776. www.princetoncham- 
ber.org 


South Brunswick Chamber of 
Commerce, Box 670, Mon- 
mouth Junction 08852. Ivan 
Gutierrez. 732-329-0700. 
www.sbchamber.com 


Entrepreneurs Groups 


Employers Association of 
New Jersey, 30 West Mount 
Pleasant Avenue, Suite 201, 
Livingston 07039; 609-393- 
7100; fax, 973-758-6900. 
John Sarno, executive direc- 
tor. www.eanj.org 


New Jersey Entrepreneurial 
Network, 600 College Road 
East, Suite 4200, Princeton 
08540; 609-987-6656; fax, 
609-987-6651. Robert Fraw- 
ley, president. www.njen.- 
com Also 609-279-0010. 


New Jersey Entrepreneurs 
Forum Inc., Box 313, West- 
field 07091-0313; 908-789- 
3424; fax, 908-789-9761. Jeff 
Milanette, president. Home 
page: www.njef.org. 


Rutgers Center for E 
neurial Management, 111 
Washington Street, Newark 
07102; 973-353-1062. 


Venture Association of New 
Jersey, Box 1982, Morris- 
town 07962-1982; 973-631- 
5680. Jay W. Trien CPA, 
president. www.vanj.com. 
Also 973-267-4200, ext. 193. 
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U.S. 1 Classifieds 


HOW TO ORDER 


Phone, Fax, E-Mail: That's all it takes 
to order a U.S. 1 Classified. Call 609- 
452-7000, or fax your ad to 609-452- 
0033, or use our E-Mail address: 
class@princetoninfo.com. We will 
confirm your insertion and the price. It 
won't be much: Our classifieds are just 
50 cents a word, with a $7 minimum. Re- 
peats in succeeding issues are just 40 
cents per word, and if your ad runs for 16 
consecutive issues, it's only 30 cents 
per word. (There is a $3 service charge if 
we send out a bill.) Box service is avail- 
able. Questions? Call us. 


OFFICE RENTALS 


1250 S/F Prime Office Space: Pres- 
tigious location in Lawrenceville - 123 
Franklin Corner Road & Princeton Pike - 
Close to |-95 at exit 8A. Call 609-737- 
1975. 


Cranbury Route 571: 120-1500 SF. 
of quality office and professional space. 
Includes road signage for high visibility. 
Optional use of conference room and 
administration support available. Plenty 
of parking. Light filled. Unique building. 
609-490-0999 ext. 11. 


Downtown Princeton Office Space: 
Three offices w/shared conference 
room & coffee/copier room. Two parking 
spaces. Professional non-therapeutic 
use only wilow client traffic. $1,800 per 
month, includes utilities. 609-252-1111. 


East Windsor: Route 130 office 
suite. 900 sq. ft. $10 per sq. ft., plus utili- 
ties. Available after February 1. Call 
609-730-0575. 


Hamilton Twp.: Professional Office, 
1600 SF., newly refurnished, great loca- 
tion, 1.5 miles from RWJ Hospital. 609- 
888-1601. 


Hamilton:1,200 SF. retail/office strip 
center. Explosive growth area. 609-737- 
2506. 


Hopewell/Pennington: 2 Story, 900 
Sq Ft. Suite, Great location near Merrill 
Lynch and Pennington Circle. 609-896- 
0505. 


OFFICE RENTALS 


OFFICE RENTALS 


AREA OFFICE RENTALS 


Princeton, Trenton, Hamilton, Hopewell, Montgomery, 
Ewing, Hightstown, Lawrenceville and other Mercer, 
Somerset & Middlesex Communities. Class A, B and 


C Space Available. 


For details on space 
and rates, contact 


(WEIDEL 


COMMERCIAL DIVISION 


www. WeidelCommercial.com 


OFFICE RENTALS 


tem, high-speed Internet, and other of- 
fice amenities included. $600 per 
month. Available immediately. Call 609- 
924-7720. 


Princeton Boro Office Space for 
Rent: 145 Witherspoon Street. One 3- 
room suite of 420 sq. ft. is available. 
Rent includes: off-street parking, nice 
common area, and all utilities. First floor 
location, small quiet building. Move in 
condition, 3 blocks from Palmer Square. 
Available immediately, $1200 per 
month. Contact Tom Boyer 609-529- 
6891. 


Seeking Sublet for Princeton- 
based International Consulting Firm: 
Need at least 500 sq. ft. and access to 
conference room in Class A space. Will 
need 1000 sq. ft. by summer. 609-610- 
6700. 


BUSINESSES FOR 
SALE 


Princeton: Prime, Restaurant busi- 
ness, turnkey 2,400 SF. * Hillsborough: 
Turnkey Restaurant 3,200 SF. Dixie 
D.Curtice, Wiedel Realtors 609-466- 
1224. 


RETAIL SPACE 


Hightstown-Downtown Store 
Front: 550 SF, $650/mo. plus util. avail. 
1/1/06. Call 609-448-6628. 


Lawrence Township: Office suite 
available immediately. 903 Sq. Ft. with 
private bath. $1,418 per month, includes 
CAM, plus electric. Punia Company 
L.L.C. Broker 609-771-9000. 


Lawrenceville: 5000 sq. ft. Divisible 
to 2500 sq. ft. 1 block from Route 1 and 
alternate Route 1. Will renovate. 609- 
896-0505. 


Lawrencville: Psychotherapy office 
space in prime location on Princeton 
Pike. Choice of 5 offices including group 
room. Available immediately. Contact 
Pat Brennan at 609-203-4539. 


Location, Princeton Location: Jef- 
ferson Plaza, Princeton. 600/1200ft., 1 
block off Route 1, private entrances, 
bathrooms and parking. $900/$1800 
plus utilities. 732-329-6363. 


Montgomery Knoll: Skillman ad- 
dress. CPAwith 1,500 square foot space 
wishes to sublet 500 square foot second 
floor with reception area, private rest- 
room and two windowed offices. $450 
each or $850 for both. Call or email Hen- 
ry 609-497-2929; hbmurphyjr@aol.com 


Pennington/Hopewell: Straube 
Center offices and office suites immedi- 
ately available. Short and long term from 
100 to 3,600 square feet. From $300 per 
month. Storage space, individual sig- 
nage, fax, copier, T1 line, and tele- 
phones. Tel: 609-737-1308; E-mail: 
tqmpropmgm@aol.com; website 
www.straubecenter.com. 


Plainsboro Office Suites Available: 
700 Sq. Ft. to 11,000 Sq. Ft. immediate- 
ly available. Separate entrance, sig- 
nage, utilities, HVAC in well maintained 
office park. Call 609-799-2466 or e-mail 
tqmpropmgm@aol.com. 


Plainsboro: Professional office 
space available. Village area. Private 
entrance and parking. Perfect office for 
Re/Dr/Atty/CPA/Arc/Ins. 1000 SF. Call 
for appointment. 609-799-2067. 


Princeton - Shared Office Space 
Without the Shared Office Price: 
Large, private, furnished windowed of- 
fice. Shared work and reception areas. 
Copy machine, fax machine, phone sys- 


INDUSTRIAL SPACE 


Hamilton: WH/Dist. Units, 4,800, 
11,000 up to 200,000 SF. $2.95 SF & up. 
609-731-0378. 


COMMERCIAL SPACE 


Commercial/Retail Spaces For Sale 
Or Lease.: Free standing building ap- 
prox. 11,000 sq. ft. Strip Center Units 
each approx. 1,500 to 2,000 sq. ft. Call 
609-890-8050. 


Lambertville: NY style flex / office / 
comm. units, 1,800 - 5,500 SF. 609-731- 
0378. 


Montgomery Knoll, Own Don’t 
Rent!: 1500 sf office condo, 5 offices, re- 
ception area, conference room, kitchen, 
1-1/2 baths, recent renovations includ- 
ing carpet and computer wiring, large 
storage area on beautiful landscaped 
campus, plenty of parking. $279,000. 
Call 609-252-1841. 


Ridge Industrial Park: |-3 Zoning, 
storage, MFG, 10 suites: 400 SF to 
10,000, Retail Allowed, Office, Truck 
Parking, Outside storage, 8 Acres. New 
Road Monmouth Jct. Harold. 800-631- 
5656. 


HOUSING FOR RENT 


Lawrenceville: 3 bedroom, 1.5 bath 
house, new eat-in-kitchen, living Room, 
dining room, hardwood floors, like new 
appliances, very clean quiet neighbor- 
hood. $1800/mo. James 1-917-691- 
0763. 


Lawrenceville: 4 bdrm, 2.5bth, LR, 
DR, fam rm, large kit, fireplace, 2 car 
garage. 1 block from bus to NJ transit 
train. 5 min ride to train. Only 4 yrs old. 
$2700/mo. 917-691-0763. 


Plainsboro: Very nice Danbury mod- 
el in the Hampshire. $1750/month. Call 
Rebecca Rogers RE/MAX of Princeton, 
609-452-1887. Visit my website: 
www.rebeccarogers.com 


Plainsboro Four Bedrooms: 2.5 
bath, Princeton Collection House. Ex- 


HOUSING FOR RENT 


cellent neighborhood. $2950 plus utili- 
ties. 609-721-1795. 


Princeton Townhouse: 3 bedrooms, 
2.5 baths, 10 minutes to Nassau Street, 
attic, back deck, central air, carpeting. 
609-688-1600. 


Princeton Township: small house 
for rent. 2 bedrooms, 1 bath, great loca- 
tion. Available January 15. 1,600 + utili- 
ties. Please call 609-921-6512. 


Lawrenceville Long Or Short Term: 
Fully furnished and equipped condo. 
Two bedroom, 2 bath. $1750 monthly 
plus utilities. Immediate occupancy. 
207-359-5511. 


CONDOS FOR RENT 


Pennington Borough: 2 bdrm, 2 
bath & 2 bdrm, 3 bath upscale units. 
Bright top floor w/elevator. Also avail- 
able furnished or to buy. 609-730-0575. 
Pennington Court. 


Two Bedroom, Two Bath: corner 
condo in Tamarron. Overlooks pool/ten- 
nis courts. 15K in upgrades. 249K. 609- 
638-6076. 


Continued on following page 


READY-TO-USE OFFICES 


15 Prime 


Call Today 


* Furnished ready-to-use offices 

¢ Flexible agreement terms 

* Internet, phone lines and equipment 

¢ Meeting and videoconference rooms 


¢ 750 locations worldwide 


Jersey City 
Harborside Financial, Plaza V 
One Exchange Place 


Bedminster 
90 Washington Valley Road 


Bridgewater 


1200 Route 22 East Mahwah 


One International Boulevard 
East Brunswick 


197 Route 18 South Morristown 

55 Madison Avenue 
Freehold 
4400 Route 9 South Newark 


One Gateway Center 
Metropark Center 


33 Wood Avenue South Cherry Hill 


309 Fellowship Road 


Parsippany 
2001 Route 46 


888.OFFICES 


New Jersey Locations 


Princeton 
116 Village Boulevard 
100 Overlook Drive 


Red Bank 
125 Half Mile Road 


Saddle Brook 
Park 80 Plaza West 


Short Hills 
51 JFK Parkway 


ae of Downtown Princeton 
TWENTY NASSAU STREET 


OSJice Space 


OFFICE SUITES, 200 S.F. 
SOME WITH SHARED WAITING ROOMS, 
ALL WITH REASONABLE RENTS! 


- 745 S.F. 


FEATURING A MULTI-STORY PARKING GARAGE ACROSS 
THE STREET WITH MONTHLY PARKING FOR TENANTS, 
& HOURLY PARKING FOR CLIENTS. 


pe 


BROKERS PROTECTED ° 609-924-7027 
PLEASE CALL MON. -FRI., 9 AM - 10 AM 


= 


PARKWAY CORPORATE CENTER 


Ewing, New Jersey 


100 THANET CIRCLI 


Dein piety yee s 
Frincefon, New Jersey 


MOUNTAIN VIEW OFFICE PARK 


Ewing, New Jersey 


| 
| 
| 


For Leasing Information Call’James Munmy, VA Williams Buschian6098968) 600 a 
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140 sf - 700 sf * $315 - $1,795 


# PRINCETON - Nassau St. 
430 sf - 485 sf » $950 - $1,100 


# BORDENTOWN - Farnsworth Ave. - 
1,061 sf - 1,978 sf * $1,000-$2,250 


# MONROE TOWNSHIP - Rossmoor Drive 
1,025 sf - $1,850 


@ LAWRENCE TWP. - Franklin Corner Rd. 
569 sf - 1020 sf » $854 - $1830 


Thompson Realty (609)921-0808 


WHITEHORSE 


COMMERCIAL PARK 


127 Route 206, Hamilton Township, New Jersey 


Available For Lease 


14,500 SF 
In Entirety - $12 per square foot or 
Will divide - $15 per square foot 


Also Available 


986 Sa. Ft. - Office 
1,100 Sq. Ft. - Office 
3,893 Sq. Ft. - Flex 


Thompson Realty Co. 


609-921-0808 


oo 


CONDOS FOR RENT 


Continued from preceding page 


Townhouse / Condominium For 
Sale: Princeton Landing. Investment 
property. 3 Bedrooms, 2.5 bath, top loca- 
tion with view to wooden berm, privacy. 
Owned by Architect with input on finish- 
es. Partial finished basement. Fireplace, 
beautiful views, skylights, large closets, 
storage space, 2 car garage, walking 
distance to private clubhouse and pool. 
Low maintenance. Asking $570,000. 
609-716-8500. 


REAL ESTATE 
SERVICES 


Before You Sell...lIncrease Your 
Home’s Value: For over 14 years, Jane 
Weber’s creative recommendations 
have helped homeowners increase re- 
sale values. Call or email Jane at Peyton 
Associates Realtors for a complimenta- 
ry, “Market-Ready” assessment. 1-800- 
362-1550, x13; jane@peytonsales.com 


Selling Your Home In The Coming 
Year?: Get a free estimate of the value 


of your home. 
WhatsMyHomeValue.com. 
RESORTS 

Vacation In Provence!: Rent our 


house and visit the sights of Roman 
Provence, walk in the steps of Van 
Gogh. Shared pool/tennis, golf nearby. 
609-683-1640. 


CLEANING SERVICES 


AllstateCleaning.com: All kinds of 
textile, vinyl, stone, tile floors restored 
like new. Wood floors? No sanding! Free 
evaluations. 609-586-5833. 

House Cleaning: Honest. Responsi- 
ble. Good experience and references. 
All transportation. Please call 609-826- 
9004 and ask for Agnes. 


House/Office Cleaning: Honest,re- 
sponsible, good experience and refer- 
ences. Call Barbara at 609-851-1890. 


Housekeeping: Full-time, Live-out, 
own transportation and exceptional ref- 
erences. Honest and reliable. 631-742- 
1858. Sonia_Oberstein@hotmail.com 


Patty’s Cleaning Service: Serving 
Plainsboro, the | Windsors, the 
Brunswicks, and Lawrenceville since 
1978. Thorough, honest, and reliable. 
Free estimate. 609-397-2533. 


HOME MAINTENANCE 


AAAA _ JackAliTrades:Tired of 
Handymen who don’t show or return 
calls? We always do! Fully Insured Lic 
#13VH00631000 open and working 
24/7. 609-693-8544. www.jackalltrade- 
shandyman.com. 


Handyman Erick: All home improve- 
ments, remodeling and repairs. Honest 
workmanship, outstanding references. 
To save $$ call today. 732-319-1488. 


Handyman: House call for electrical, 


Commercial Real Estate Services, Worldwide. 


1S... 


Lab Space 


303 College Road, Plainsboro, NJ 
30,000 SF Lab Space « Will Divide * Bio Hoods, Benches 


Immediately Available « Last Existing Lab Space in Market 


Commercial Real Estate Services 
Worldwide 


Visit our website at fennelly.com 


609-520-0061 


OFFICE CONCIERGE, INC, - 


EXECUTIVE SUITES 


Two Great Locations 


Princeton Pike Corporate Center 
- 993 Lenox Drive, Suite 200, Lawrenceville, NJ 


609-895-2999 


Carnegie Executive Center Sears etiens 


212 Carnegie Center, Suite 206, Princeton, Nd » 


BOARD ROOMS 


VIDEO CONFERENCING 


mhideeiitye 


609-452-0160 


EXECUTIVE OFFICES 


HOME MAINTENANCE 


computer service, project or chores 
around the house. No job is too small. 
Reasonable rates! Call 609-275-6631. 


BUSINESS SERVICES 


A Capital Solution: Professional and 
creative administrative support. Compo- 
sition, layout, proofing, or typing of your 
paper/slide presentation, spreadsheet, 
or word document. 609-558-1172 or in- 
fo@acapitalsolution.com 


Are You Satisfied: With your current 
accountant/CPA? If not, or if you would 
like to discuss your options, please call 
609-890-7499. Certified Quickbooks 
Pro Advisor. 


New Businesses: Start-up advice, 
accounting, bookkeeping, tax (income, 
sales, payroll, etc.) and consulting serv- 
ices provided by an experienced CPA. 
Certified Quickbooks Pro Advisor. For 
further information call 609-890-7499. 


Selling Business to Business? 
Capitalize on your direct mail efforts. 
Out-source the telemarketing follow-up 


to a seasoned professional. 
www.phonemanusa.com, 800-819- 
9320. 


COMPUTER SERVICES 


Computer Problems Solved!!: 
Computer group of Princeton: set-up, re- 
pair, software installation, virus removal. 
Phone 609-896-2239 or email: cg- 
princeton@yahoo.com. 


House and Office Calls: Personal At- 
tention to your computer problems. Call 
us at anytime. Princeton Computer Re- 


pairs, L.L.C. 609-716-1223. Days, 
nights, weekends, holidays. 
Web Pages, Internet, Program- 


ming: general questions. 609-406-0785 
webmaster@thennet.com or www.then- 
net.com 


TAX SERVICES 


Are You Satisfied: With your current 
accountant/CPA? If not, or if you would 
like to discuss your options, please call 
609-890-7499. Certified Quickbooks 
Pro Advisor. 


Individual And Business Tax Prepa- | 
ration: E-filing, Quick response. Sobha 
Mandava CPA, 609-651-0201. Sob- 
ha@mandavacpa.com. 


Tax Preparation and Accounting 
Services: For individuals and small 
businesses. Notary, computerized tax 
preparation, paralegal services. Your 
place or mine. Fast response, free con- 
sultation, reasonable costs. Gerald 
Hecker, 609-448-4284. 


PERSONAL SERVICES 


Clutter Control: Professional organ- 
izing services for help in creating order in 
your home/home office. Cyndi 609-933- 
1550. ckawa@juno.com. 


HEALTH 


A Sensitive Blend Of Massage 
Modalities: Available last week of each 
month, 9/25-10/5; 10/24-10/30; 11/28- 
12/4; 12/28-1/4; 1/23-1/29. Body- 
work_by_sharon@yahoo.com.  541- 
514-0089. Nurturing 4-hand or coulpes 
massage also available for same time 
periods. 609-275-1998. 


Achieve Your Goals: naturally and 
effectively with Hypnosis. We help you 
to stop smoking, lose weight, manage 
stress. Reiki, EFT, IET: body energy ses- 
sions and classes to aid you heal and re- 
duce stress. Outstanding results! 
Lawrenceville Hypnosis/Complete 


MAlFennelly 


Commercial Real Estate Services, Workdwide 


a. 


Lab 
Space 


www.fennelly.com 
609/520-0061 


Commercial Real Estate 
Services Worldwide — 
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HEALTH 


Health, 3131 Princeton Pike, 
Lawrenceville. English/Spanish. 
Evenings, weekends, hours by appoint- 
ment. 609-203-4113. 


Chinese Massage: Acupuncture and 
herb. 666 Plainsboro Road, Suite 1285, 
Plainsboro. 609-750-1650. Treatments 
include: anxiety, allergic _ sinus, 
headaches, infertility, muscle aches, 
skin disorders, stopping smoking and 
women’s disorders. 


European Massage: 
Junction 609-7 16-1070. 


Princeton 


Massage and Reflexology: Experi- 
ence deep relaxation, heightened well- 
being, and improved health. Holistic 
practitioner offering Swedish, shiatsu, 
reflexology. Available for on-site (chair) 
massage at the work place, etc... Gift 
certificates; flexible hours. Call Marilyn 
609-895-1815. 


Massage By Marina: Soulful, nurtur- 
ing, eclectic and caring. Four hands. 
Cell 609-468-7726, 609-275-1998. 


MENTAL HEALTH 


Panic and Anxiety Workshop: If you 
or someone you care about suffers from 
panic or anxiety, our program will show 
you how to cope and manage it. Call 
Panic Relief, Inc. 732-940-9658. 


INSTRUCTION 


Math, Science, English & SAT Tu- 
toring: Available in your home. Brown 
University Educated School Psycholo- 
gist. Experienced with gifted, under- 
achieving and learning disabled stu- 
dents. Free initial consultation. Call 
Bruce 609-371-0950. 

Music Lessons: Piano, guitar, drum, 
sax, Clarinet, voice, flute, trumpet, violin. 
$21 half hour. Princeton 609-924-8282 
Princeton Junction 609-897-0032. Far- 
rington’s Music. Hightstown 609-448- 
7170. 


ENTERTAINMENT 


Corporate Events, Weddings, Holi- 
day Parties: Bands/DJ's, classical/ 
jazz. Princeton Music Connection. 
www.princetonmusic.com, 609-936- 
9811. 


Having A Party?: Make it special with 
live music by Suzie Bertin and Bob 
Lohman. 609-530-0636. 


Jazz Guitar Trio: available for your 
party, wedding, corporate event. So- 
phisticated and professional. Solo guitar 
and duo also available. 609-716-8577. 


One Man Band: Keyboardist for your 
wedding or party. Perfect entertain- 
ment. You'll love the variety. Duos avail- 
able. Call Ed at 609-424-0660. 


Psychotherapy: Individuals and cou- 
ples. A mutual healing process ACIM. V. 
Meluskey Ph.D. 609-921-3572. 


INSTRUCTION 


Conversational English (ESL) For 
Professionals: Professional instructor 
provides best instruction available. 
Rapid results. Try our free, no obligation 
introductory lesson and experience the 
difference. Private and semi-private 
available. Princeton area 973-851- 
4924. 


Salsa & Tango Teachers: available 
to teach and/or demo at your next party. 
Call Actor’s Dance Studio at 609-278- 
6099. 


MERCHANDISE MART 


Firewood: Seasoned, mixed hard- 
woods, half a cord - $90. Full - $175. Dri- 
veway dumped. Stacking available. 
Allen’s Tree Service. 60 ft. aerial bucket 
tree stump removal, shrub & hedge 
work. Fully insured. Call 609-259-8668. 


MERCHANDISE MART 


Sell Your Unwanted Jewelry and 
Diamonds: All transactions are confi- 
dential, by appointment in our Princeton 
Office. All items will be considered, old or 
new, regardless of value, even if dam- 
aged. 609-683-4558. Ask for Mr 
Joseph. 


Used Factory Equipment Bought 
and Sold: Warwick Mfg. and Equipment 
Co LLC Generators 4-300KW, air com- 
pressors, surplus steel, 
packaging/process equipment. SS 
tanks, Mixers, Diesel/gas engines, lifts, 
metal and woodworking equipt., cranes, 
conveyors, sand blasters. Containers 
loaded for export. 732 241 9263. Email 
sales@warwickequipment.com on the 
web www.warwickequipment.com 


We Are Moving and Need to Sacri- 
fice 2 New York Sports Club Lifetime 
Gym Memberships: $400 each - one 
with $16.50 monthly dues and one with 
$22 monthly dues. If interested, call 
June or Dave at 609-520-9632. 


WANTED TO BUY 


Antique Military Items: And war 
relics wanted from all wars and coun- 
tries. Top prices paid. “Armies of the 
Past LTD”. 2038 Greenwood Ave., 
Hamilton Twp., 609-890-0142. Our retail 
outlet is open Saturdays 10 to 4:00, or by 
appointment. 


HOW TO ORDER 


Phone, Fax, E-Mail: That's all it takes 
to order a U.S. 1 Classified. Call 609- 
452-7000, or fax your ad to 609-452- 
0033, or use our E-Mail address: 
class@princetoninfo.com. We _ will 
confirm your insertion and the price. Our 
classifieds are just 50 cents a word, with 
a $7 minimum. Repeats in succeeding 
issues are just 40 cents per word, and if 
your ad runs for 16 consecutive issues, 
it’s only 30 cents per word. (There is a $3 
service charge if we send out a bill.) Box 


service is available. Questions? Callus. - 


OFFICE 
GALLERY 
The Office Solution 


* Instant Telephone Activation 
* Short-Term Office Leases 

* Full Secretarial Support 

* Home Office Support 


Locations in: 


“Free Use at Over 360 Locations Worldwide” 


Princeton 609-452-8311 
Meadowlands 201-804-0900 


ih Your Instant Office is Ready 
at Office Gallery! 


* Ready for Business the Day You Move In 
* Personalized Answering Service 
* Individual & Multi-Office Suites 
¢ Elegant Conference Rooms 


www.officegallery.com NOR 
www.abcn.com 
HELP WANTED HELP WANTED 


Business Development/Marketing/Sales Position 


A growing specialty chemical industry headquartered in Ewing, 
New Jersey is seeking a highly motivated, enthusiastic individ-— 
ual to join our family-oriented team. Our focus is on custom 
synthesis of pharmaceutical intermediates and other specialty 
chemical industries. This position will create marketing initia- 
tives and materials, write press releases, contact potential cus- 
tomers and conduct market research. We offer a competitive 
salary, commission and full benefits package including 401k. 


Visit our website at: www.tygersci.com 
Fax resume: 609-434-0143 


email: tygersci@comcast.net 


Princeton area. 


aA! 


Plainsboro News. 


| 
We welcome people with common sense, | 
curiosity, and a reliable car. Daily earnings based | 
on three months’ experience, satisfactory | 
review, and eight hours work. | 
| 

| 


Mail or fax us a note, or fill out the 


form at right. We hope to 
hear from you. 


Mail form to 
U.S. 1 Delivery Team, 


12 Roszel Rd, Princeton 08540; 


or fax to 609-452-0033 


OFFICE SPACE FOR LEASE 


Washington Township, Mercer County, New Jersey 


geet, 


24,041 Sq. Ft. or Will Divide 


¢ Available March 1, 2006 « Office/Lab 
¢ $15/sq. ft. * %-mile to NJ Turnpike Exit 
7A & 195 Exit 7 * Ample Parking 


Thompson Realty 
609-921-0808 


Exclusive Broker 


(609) 581-4848 


& ASSOCIATES, L.L.c. 


Commercial Real Estate 


Office Building 


Hamilton - 2’ story office 
building with two office 
suites and 2nd floor apt. 
Paved parking lot, mainte- 
nance-free exterior. Good 
condition. Zoned Highway 
Commercial. Easy access to 
Route 33 & I-295. Available 
immediately. 


For Sale $349,000 


Hamilton Diner 


Hamilton - 6500 SF restau- 
rant/diner, 65+ seats, full base 
storage. Sale includes real 
estate, furniture, fixtures and 


equipment. Fully equipped, 
ready to operate. 


For Sale $349,900 


Earn $100 a Day! 
Plus Mileage! 
Help us deliver U.S. 1 Newspaper 


every Wednesday to nearly 5,000 
business location in the greater 


Also available: Delivery every 
other Friday for the West Windsor - 


room 
Tell us about yourself and why you are. 


free-to deliver on Wednesdays &/or 
Fridays: 


Address 


st 


Phone 


Mc ce ce ces ence ene ch Sle ls a 
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Employment Exchange 


HELP WANTED 


HELP WANTED 


HELP WANTED 


HELP WANTED 


CAREER SERVICES 


CAREER SERVICES 


Requirements: 


* Participate in Trade Shows 


Requirements: 
BS Degree or equivalent 
Excellent communication skills 


and great benefits. 


email: careers@sensorsinc.com 


RECEPTIONIST/ADMINISTRATIVE ASSISTANT 


Excellent opportunity for growth! Desired applicant will greet visitors, handle incoming calls, help out with a wide variety 
of administrative duties, Accounts Payables, and Accounts Receivables processing. 


Successful candidate must have a professional manner, excellent interpersonal skills, and be proficient in Microsoft Office. 
We are also looking for someone with a strong ability to be detail oriented, adaptable to multi-tasking and organized. 
Looking for someone to go the extra mile. Degree not required but a plus! 


SALES ACCOUNT ENGINEER 


Strong positive customer service philosophy 


Engineering background preferred. 


Sensors Unlimited, Goodrich Corporation (www.sensorinc.com) is a highly successful technology company located in Princeton, NJ 
with a proven track record in near infrared imaging for industrial and military applications. Compensation includes a competitive salary 


Check out our website at www.oss.goodrich.com 


* Prospect, develop, and grow customer base for SUI existing products and foundry contracts. 
* Provide detailed forecasts and sales activity schedules. 
* Identify appropriate application areas. 

* Provide detailed technical application descriptions to engineering staff. 
* Travel required for direct customer interaction. 


* Working with customers to resolve technical issues, including travel to assist with installation 


Submit your resume or come in and fill out an application: Sensors Unlimited, Inc., 
Attn: Human Resources, 3490 U.S. Route 1, Bldg.12, Princeton, NJ 08540, fax: 609-520-1663, 


GOODRICH 


Sensors Unlimited 


<= 


Our job 
is finding 
you one. 


PrincetonStaffingGroup 


The Hire Authority 
www.PrincetonStaffingGroup.com 


Temp, Temp-to-Perm, Perm 
Accounting, Finance, Administrative 


609-524-4024 


HELP WANTED 


A Growing Company in 
Princeton: Is looking for a ma- 
ture person to interact with our 
executive clientele. This will re- 
quire both email and phone cor- 
respondence. Training provided. 
Primary job functions typically 
require exercising independent 
and strong work ethics. Prior 
sales experience a plus. Very 
professional environment with 
salary, commissions, bonus and 
health plan provided. Contact 
Ken Levinson 609-524-0600. 
Email klevinson@executiveca- 
reermoves.com or ehowell@ex- 
ecutivecareermoves.com. 


A Princeton-Based High- 
Tech Company: is looking for a 
full-time or part-time secretary. 
Require in handling office works, 
skills in using Microsoft Word, 
Excel, PowerPoint, etc. and oth- 
er administration assistant 
works. Fluency in English is also 
required. Previous experience 
and fluency in Chinese are pre- 
ferred. Please send resumes to 
HR@edda-tech.com 


Administrative Assistant: 
The Parkinson Alliance, non- 
profit, is looking for a part-time 
assistant capable of meeting 
deadlines and understands the 
need for follow-up. Word, Out- 
look, and Excel knowledge use- 
ful. ideal candidate will have flex- 
ibility in scheduling. This _posi- 
tion is around 15-20 hours per 
week. Only resumes with salary 
requirements and references will 
be considered. Please send re- 
sume to: The Parkinson Alliance, 
P.O. Box 308, Kingston, NJ 
08540, Attn: PTA. 


Advertising Agency: pays 
you to advertise. We will show 
you how. To learn more call 732- 
940-8658. 


Dance School: looking for in- 
dependednt contractors to teach 


“JOBS ON THE SQUARE” 


Palmer Square Stores 
and Restaurants 
Located in Downtown Princeton 
Find out about exciting job 


opportunities at our stores and 
restaurants on our updated website. 


HELP WANTED 


dance, yoga, aerobics and other 
related disciplines. Experienced 
only call 609-278-0799. 


Drivers Needed: with small 
cars. $17.50/hr. Call 732-296- 
0646. 


Fitness Trainers, Instruc- 
tors, Desk, Childcare: apply in 
person, PEAC Health & Fitness, 
1440 Lower Ferry Road, Ewing 
609-883-2000 or by email: 
PEACmdb1 @aol.com 


In Home Printing: Must own 
PC and Laserjet printer. Must be 
proficient in MS Word. For de- 
tails, send email, including your 
location, to: jjames@accu- 
doc.net. 


Now Hiring: companies des- 
perately need employees to as- 
semble products at home. No 
selling, any hours. $500 weekly 
potential. Info. 1-985-646-1700 
Dept. NJ-1139 


Part Time B2B Sales/Mar- 
keting/Telemarketing Oppor- 
tunity: for sharp, articulate, sys- 
tematic, and focused profession- 
al who is able to “think on their 
feet.” Telephone only - flexible 
hours - 5-20 hours/week. Experi- 
ence-based compensation. Nas- 
sau St. location. www.mmor- 
ganandcompany.com. 
609.279.0777 


Secretary P/T or F/T: for small 
research company in Princeton. 
Requirements: U.S. Citizen. 
Minimum 2 years full-time prior 
secretarial experience capable 
with Microsoft Word, Excel, Pow- 
erPoint & Outlook. Desirable to 
know Peachtree and book-keep- 
ing. Responsibilities: Assist 
President; support staff, answer 


telephone - take messages, 
schedule meetings/travel 
arrangements. Interact with 


ie 


HELP WANTED 


Stockholders, board and ven- 
dors draft, print, copy, mail and 
file documents. Run errands. 
Call 609-921-2131, 8:30-6 pm, 
submit resume: fax 609-683- 
4453 or wmiller@aereon.com 


Supervising Editor: Profes- 
sional reference publisher of pe- 
riodicals and books in the social 
sciences, law, and criminal jus- 
tice seeks supervisory editor to 
coordinate and supervise free- 
lance editors, monitor production 
schedules, and recruit and edit 
content. Send resume/salary/- 
qualifications to CRI P.O. Box 
585, Kingston NJ 08528 or fax 
609-683-1378. 


CAREER SERVICES 


Certified Professional Re- 
sume Writer, Licensed Career 
Counselor: Assessments/job 
search/career. Resumes/cover 
letters. Guarneri Associates. Re- 
sumagic@aol.com. 866-881- 
4055 toll-free. 


Does Your Career Need a 
Power Boost? Let Dr. Sandra 
Grundfest, licensed psychologist 
and certified career counselor, 
help you move your career for- 
ward. Call 609-921-8401 or 732- 
873-1212. (License #2855.) 


JOBS WANTED 


Job Hunters: If you are look- 
ing for a full-time position, we 
will run a reasonably worded 
classified ad for you at no 
charge. We reserve the right to 
edit the ads and to limit the num- 
ber of times they run. If you re- 
quire confidentiality, send a 
check for $4 with your ad and re- 
quest a U.S. 1 Response Box. 
Mail or Fax your ad to U.S. 1 
Jobs Wanted, 12 Roszel Road, 
Princeton, NJ 08540. 


CareersuUuSA® 


“a Putting people to work 


Help Wanted 


Executive & Administrative 
Accounting & Collections 
Customer Service & Data Entry 


We are missing you from our client list! 
Call Today! 


WWW.CAREERUSA.COM 


609-919-9100 


HELP WANTED 


Women’s 
Specialty 
Store 
Exciting retail 
environment. Flexible 
hours. Sales experience 
required. Compensation 


in accordance 
with experience. 


Fax resume to: 


Hedy Shepard: 


JOBS WANTED 


lam an Executive Assistant: 
highly professional, with 10+ 
years of diverse experience 
working with Fortune 5 and For- 
tune 500 companies. In search 
of a full-time position with a grow- 
ing and stable company. Health 
insurance/company benefits 
preferred. Skills include: leader- 
ship/management abilities; MS 
Office, Lotus Notes, PeopleSoft, 
Pegas, PACE. HR _ Software: 
Client Contact, Intruder; typing 
70/wpm; conference planning. 
Resume available upon request. 
Please email qualifiedprofes- 
sionalforhire@yahoo.com 


Operations Manager: Mature 
and thoroughly accomplished 
operations manager with a solid 
background in the HBA industry 
is seeking a career opportunity 
with a growing and entrepre- 
neurial firm. | possess proven 
successes in managing start-up 
and turnaround initiatives in 
manufacturing, packaging, and 


CAREER SERVICES 


CAREER SERVICES 


Rely on a name You Know... 


J & J STAFFING RESOURCES 


Employment Opportunities! 


e Administrative 
e Executive Assistants 
¢ Legal Secretaries 
¢ Receptionists 
¢ Customer Service Reps 
e Mail Room & File Clerks 
e Warehouse 
e & Many More 
Specializing in: 
Temporary, Temp to Perm and Permanent Placements. 


Applications accepted: 
Monday through Friday 9am-2:30pm 


103 Carnegie Center, Suite 107, Princeton 
609-452-2030 


www. jjstaff.com 


Experience the difference for yourself! 


JOBS WANTED 


distribution operations. My plat- 
form of skill sets includes driving 
new product-to-market introduc- 
tions, revamping operating prod- 
uct costing, and supporting client 
service relationships. | excel in 
fast-paced environment where 
customer service and on-time 
delivery is essential. | am seek- 
ing to partner with a growing and 
dynamic firm that is seeking a 
strong operations leader to help 
take their business to the next 
level. Please send response to: 
Attention Box 229621. U.S. 1 


JOBS WANTED 


Newspaper, 12 Roszel Road, 
Princeton N.J. 08540 or email to 
class@princetoninfo.com 


Versatile Professional 
Writer/Editor: relocating to 
Princeton area has extensive ex- 
perience with Vanguard, TIAA- 
CREF, Wharton, and other high- 
profile institutions. Seeking chal- 
lenging, long-term opportunity in 
financial services, higher educa- 
tion or other field. Please contact 
jayeberman@yahoo.com for re- 
sume. 


Established high-tech medical device company moving 
operations from CA to Newtown is seeking an experienced, 
multi-tasking., highly competent, mature Office Manager to 
assist in the transition of the business and to manage a multi- 
functional office environment. The ideal candidate would 
have accounting, credit control, accounts receivable 
background as well as HR. Position reports directly to the 
CEO and offers a highly competitive salary, benefits and 


stock options. 


Please fax resume and salary history 
to 801-315-9100 


ATTN: Office Manager Position. 


JANUARY 4, 2006 


U.S.1 


ere’s the issue in 
which we all get to contem- 
plate our business goals for the new 
year: What can you do to make the In- 
ternet more than just a toy? How can 
you be a better leader? How can you 
quit the 9 to 5 rut and break out on your 
own (and get into the 5 a.m to 9 p.m. 
rut)? 

I have my own hope for 2006, one 
that involves a new all-in-one, interac- 
tive communications and project track- 
ing system that I have devised. It’s sim- 
ilar to the Internet-based software sys- 
tem that is described on page 10 of this 
issue, but more open in its architecture, 
I’m pretty excited about it, and will 
shortly share the details with you. But 
first I would like to take a minute to 
consider the rarity of this contempla- 
tive moment. 

[had my eyes opened just last week, 
when I picked up the phone and discov- 
ered a telemarketer at the other end. He 
was from a company that could help me 
make more money and spend less time 
at my business and — what a coinci- 
dence — he just happened to have a 
representative in my area who could 
stop by that very next day and discuss 
the possibilities with me. I get one of 
these calls roughly twice a week and 99 
times out of 100 in a year I politely 
(more or less) tell the caller that I am 
not buying and that they should move 
on to the next call on their list. 

But once in a hundred or so I am re- 
minded ofa sign I once saw at the print- 
ing plant in Baltimore, Maryland, 
where the U.S. 1 Business Directory is 
printed. Where most every other com- 
pany would have a stark warning — 
“No Soliciting” — the folks at Victor 
Graphics had a warm “Welcome Sales- 
people” sign that invited sales people to 
drop off their material, have a cup of 
coffee, and use the restroom. Why the 
welcome, I once asked the printing 
plant owner, Tom Hicks. Because he 
hoped his sales people would be treated 
the same when they visited a company, 
Hicks replied, and because he would al- 


HELP WANTED 


SWVELLIN 


PERSONNEL SERVICES 


_ 600 Alexander Road 
Princeton, NJ 08540 


Richard K. Rein 


rein@princetoninfo.com 


ways learn a little something about the 
industry when he talked to a salesper- 
son. 

So I decided this would be a chance 
to learn a little something, and the next 
day, the last business day of the year, 
Glen Goodrow, regional field sales 
manager for International Profit Asso- 
ciates, based in Buffalo Grove, Illinois, 
showed up at my door. 

Sure enough, I learned something 
and had a few of my own suspicions 
confirmed. Great businesses, as op- 
posed to very good businesses, are the 
ones in which the owner doesn’t have 


SS: Oa ner: 
Wishes for 2006: A mo- 
ment to ponder some im- 
portant but not urgent 
matters, and one bright 
idea to come forward as a 
result. 


to be there everyday from 5 to 9 or 
whenever. Bonuses, without any meas- 
urement to justify them, don’t work be- 
yond the first year they are bestowed, 
because after the first year they become 
entitlements in the minds of most peo- 
ple. Profit sharing plans don’t work 
very well, either, because they never in- 
clude loss sharing. 

And then there was another idea of- 
fered by Goodrow in his sales presenta- 
tion — one that I hadn’t thought of in 
exactly the same way. He drew a grid of 
four boxes, and asked me — in classic 
sales-speak — if I wouldn’t agree that 
there were important things a business 
owner did and unimportant things an 
owner did as well. Of course. And isn’t 
it true that there are urgent things an 
owner does, as well as some things that 
aren’t at all urgent? And isn’t it true, he 
continued, that we high-powered, 


street-smart business. owners 
spend damn near every hour in 
that box that contains both urgent 
and important matters? Of 
course. So when, he wondered, 
did we attend to the matters that, while 
important, were not urgent? 

Not often enough, we agreed, and 
we expect that such matters are exactly 
what International Profit Associates 
could help us with if— big, big if— we 
chose to utilize the service. At that 
point, however, we had to get back to 
preparing this contemplative edition of 
arguably important but certainly not 
imperative Survival Guide stories. 

And we wanted to share with 
Goodrow our all-in-one, interactive 
communications and project tracking 
system. That system itself is the prod- 
uct of time spent on some important but 
not very urgent matters. Why, for ex- 
ample, did we manage to send out year- 
end bills for all our display advertisers 
but simultaneously fail to send out bills 
for classified advertisers? How could 
we keep driving by the supermarket 
and forget to pick up paper towels for 
the kitchen? Important? You bet. Ur- 
gent? No. 

And so in one of the those non-ur- 
gent moments we did some important 
thinking. The result: The purchase of a 
three by four-foot stain-free, dry-erase 
surface, easy mounting message board. 
Priced at just $40 at Staples (and in- 
cluding a half dozen free markers), the 
board promises to solve all sorts of 
communication problems around here. 
And of course it’s interactive because 
pretty much anyone can add a comment 
and pretty much anyone else can grab 
an eraser and delete a comment. 

Of course you could store a zillion 
times more information on a Palm Pilot 
or on an Internet website. But that’s not 
our problem. Our problem is making 
sure everybody is focussed on a few 
key things at roughly the same time. 


publication of yet another annual Sur- 
vival Guide edition, and maybe another 
thought will come to mind. That’s our 
modest hope for 2006. 


PG AG NMR RINT A CE A a Ta TTT, 


STAFFING Now/SNI 
FINANCIAL 


125 Village Blvd., Suite 330 
Princeton Forrestal Village 
Princeton, NJ 08540 
njtemps@staffingnow.com 


609-45 2-0287 


Fax 609-452-0289 


www.staffingnow.com 


CUSTOMER 


Mercer County 


professional, 


SERVICE 


Multiple openings in the Bucks and 


areas for experi- 


enced Customer Service Reps. 
Inbound and outbound calls. Must 
have basic computer skills and a 
articulate phone 
manner. Bilingual a plus. Apply 
today. We are EOE. Staffing Now 
offers medical, 401k, direct deposit 
and vacation/holiday benefits. 


Princeton 
Family YMCA 


We build strong kids, 
strong families, strong communities. 


The Princeton Family YMCA is currently looking for 
individuals in the following areas to join our family. 
Maintenance/Custodial * Member Services 


Child Care * Aquatics « Fitness 


Forward your resume and cover letter to: 
Princeton Family YMCA 
Attn: Ray Hawkins 
Paul Robeson Place ¢ Princeton, NJ 08540 
or Fax: 609-497-9031 


For more information contact: 
Ray Hawkins @ 609-497-YMCA (9622) x212 
Visit our web-site @ www.princetonymca.org 


ta Helping Others Achieve The Success they Desire ae (iF All services in this listing have the Auto Body Repair Shops: 
Fa & MACK’S COLLISION CARSTAR repair ctr. 
Payroll Manager $43K-47K CONSUMER Rentals, US 130, Htstn. 448-1923. 
ca Growing Financial Healthcare Services co. Handle all aspects of payroll for 250 SS 
Ed employees. ADP and Enterprise (e-time) a must. HR coord. and benefits/admin. BU R EAU Auto Dealers, New/Used: 
plus oversee A/P. Interact with clients and troubleshoot. 3-5 years payroll and ECONOMY MOTORS 609-758-3377. 101 
Se ADP. BS a+. Email resumes to: Liz.sardi@snelling.com New Egypt Rd, Cookstown. i 
Executive Secreta $48-50K+ . . 
— Prestigious tamaanaiie communications co! Assist President with calendar, CO0® Auto Repairs & Service: 
coord. meetings. Deal with VIPs, projects, make rravel arrangements, prpare FOWLER'S GULF Foreign & Domestic re- 
ee letters. Full MS Office a MUST! Email resumes to Liz.sardi@snelling.com eS a pairs. VW Specialist, NJ Insp. Ctr. Towing & 
HB Market Research Project Manager $50-60K Mi REGISTERED eee cae ee Se 
Growing Pharma. market Research co. Vendor contracts, data collection, logis- 271 Nassau St. Pr. 609-921-9707. 
tics, budgets, follow-up with clients. MS Office a must! Some market research or os SEAL OF LARINI’S SERVICE CENTER Road service 
Ea project management a must! Email resumes to: Liz.sardi@snelling.com APPROVAL 24-hour towing. Princeton: 272 Alexander St 
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Administrative Assistant 


Fabulous Financial organization seeks Part-Time A/A. Handle general admin. 
and clerical needs. Phones, filing, maintaining Database, email corresp. and 
PowerPoint presentations. 12 hours per week and the hours are flexible. Email Jj 


Wa Look for it also on store fronts 
and commercial vehicles and in 
yellow page and newspaper ads! 


§ To check Consumer Bureau's 
complete unpublished Register, call 
10 a.m. to 5 p.m. Monday thru 


609-924-8553. 
Bathrooms: 


GROVE PLUMBING & HEATING Kitchen & 
bathroom remodeling. 55 N. Main, Windsor. 
609-448-6083. 


your resume to: Karen.davis@snelling.com or Sonia.perdomo@snelling.com. 


Paralegal/Legal Admin. $45-52K i 
_..to the assistant General Counsel. Regulatory with various matters including, 

but not limited to, the prep. of regulatory apps/fillings and correspondence. Jj 
Required skills incl. knowl. of the electric industry and Federal Energy ae 
Regulatory Commission (FERC) orders and monitoring mastery of (FERC) and 
state public utility proceedings. Provide admin. and project assistance. Assist in [i 
the development of quality presentation. Coord. travel arrangements and meet- a 
ings Min. Assoc. degree with 2-3 years of admin. or paralegal exp. and familiarity 
with legal process prefd. Prior law firm or corp. legal dept. exp. desired. Hl 
Proficiency in Microsoft Office Suite. CalV/email: Karen.davis@snelling.om or jammy 
sonia,peromo@snelling.com 

Claims Assistants-GAP Dept. Poss.Temp-to-Hire! 

Index new claim documents for coverage verification, in-put new claims into ae 
system, communicate via telephone and correspondence wi/various parties to yy 
obtain and confirm info. for coverage verification. Assist Claims Adjusters = 
wiclaims statues, process payments to lien holders, borrowers, insured’s and 
producers as directed. Must be proficient in Excel and perform other office J 
duties as directed. Data in-put and financial work exp. reqd. O/T and possible 
week-ends reqd. at times. Call/email: Karen.davis@snelling.com or 
Sonia.Perdomo@snelling.com 


609-683-4040 Fax 609-683-5621 


www.snelling.com/princeton 


Friday: 


609-924-0737 


WF OR FREE ASSISTANCE with 

a transaction involving any business 
firm located within 25 miles of 
Princeton call that same number 
any time. 


As a condition of Registration, 
ALL CONSUMER BUREAU 
REGISTERED BUSINESS FIRMS 
COOPERATE with Consumer 
Bureau's all-consumer volunteer 
panel in resolving any and all 
consumer problems brought to 
the attention of Consumer Bureau. 


CONSUMER BUREAU 


152 Alexander St., Princeton, NJ 08540 


LAWRENCEVILLE FUEL Since 1925 

16 Gordon Av. Lawrenceville. 896-0141 
PRINCETON FUEL OIL CO. 

220 Alexander St. Pr. 924-1100 
TINDALL & RANSON Plumbing, Heating & 

AirConditng. 


. Auth. Trane dealer. 924-3434 


Alarm Systems: 


DIAMOND ELECTRONICS 24 hr. serv 

Burglar, fire, home theatre, central vacuum, 

telephone systems; CCTV. Fully ins 

609-655-3900 

QUANTUM SECURITY SYSTEMS 
Insurance approved burglar, fire and home 
automation systems. “Your local alarm pro- 
fessionals.” 609-252-0505 


Building Contractors: 


BAXTER CONSTRUCTION Inc. Additions, 
renovations, remodeling. 609-924-9263. 

EDWARD BUCCI BUILDERS Custom home 
builder & remodeler. Additions & renovations. 
609-924-0908. 


Building Materials: 


HEATH LUMBER CO. Since 1857. Home 
Building Ctr. Prompt delivery. 1580 N. Olden 
Av. Ewing, 1-800-85HEATH (854-3284). 


CDs, LPs, DVDs, & Games: 


PRINCETON RECORD EXCHANGE 
CDs, DVDs, LPs. New & used. Bought & Sold. 
Rock, jazz, classical & more. Open 7 days 
20 Tulane St., Princeton 609-921-0881 
www.prex.comWe BuyCDs & DVDs@prex.com 


TWOMEY Builders & 
Alterations; bathrooms; kitchens; decks; 
basements; small jobs. 609-466-2693 


Chimney Cleaning/Repair: 


spection & cleaning. Lining & masonry repair, 
& caps. Tullytown, Pa. 215-945-2200 


Electrical Contractors: 


JOHN CIFELLI Electrical contractor. Installa- 
tions; repairs. Residential/comrel. Lic. #4131 
Insured/bonded, 921-3238 

NASSAU ELECTRIC installation & repairs 
Residential & commercial, service upgrad- 
ing, trouble shooting, outlets installed. In- 
sured, licensed & bonded. Free estimates 
924-8823 


SER VICE 


Affordable Fence By SUBURBAN FENCE 
Off U.S.1 by Bruns. Cir. 452-2630 or 695-3000. 


Financial Planning 


A.G. Edwards & Sons Kenneth J. Murphy - 
complete financial planning services. 
Princeton Forrestal Village . .. 609-951-0900. 
Website: 
www.agedwards.com/fe/kenneth.murphy 


Heating Contractors: 


LAWRENCEVILLE FUEL Since 1925. 
16 Gordon Av, Lawrncvl. 896-0141. 
PRINCETON FUEL OIL CO. 
220 Alexander St. Pm. 921-1100. 


TINDALL & RANSON Plumbing, Heating & 
Air Conditng. Auth. Trane dealer. 924-3434. 


Insurance Services: 


MacLEAN AGENCY 609-683-9300. 
138 Nassau Street, 3rd Floor, Princeton 


Landscaping Contractors: 


DOERLER LANDSCAPES, INC. Estab. 
1962. Certified landscape architects & con- 
tractors. Lawmcvile, 609-896-3300. 

JOHN KOCHIS LANDSCAPING Specializ- 
ing in blue stone & brick walks & patios. 
Foundation landscaping. Sprinkler systems. 
Fully insured. 737-3478. 


Lawn Maintenance 


BUONO LANDSCAPING INC. 
Complete lawn & garden maintenance: 
Brick & bluestone walks. 466-2205 


Lawn Mowers, Garden Equip. 
JOSEPH J. NEMES & SONS, Inc. Commer- 
cial/residential. Simplicity, Toro and Echo 
ers. 1233 Rt. 206 at 518. 609-924-4177 


Limousine Service: 


A-1 LIMOUSINE Since 1970; All airports 
24 hours a day. Car phones. 924-0070 


Moving & Storage: 


ANCHOR MOVING & STORAGE Mayfiower 
agents. Family owned & operated for over 22 
years. Princeton: 609-921-3223 


www. bohrensmoving.com, 609-208-1470 
PRINCETON VAN SERVICE Full service 
moving, packing & storage. Antiques, artwork 
& pianos. Free estimates...609-497-9600 
Website www. princetonmoving.com 


& SUPPLY 


SSSR WHO'S WHO onthe up-To.DaTe GONSUMER BUREAU recister o 


RECO 


FIRMS 


Painting & Decorating: 

GROSS, JULIUS H. interior/Exterior painting; 
paper hanging. Decorating. Owner ted 
for over 30 yrs. in Princeton area. 924-1474 
Pest Control: 


COOPER PEST CONTROL Graduate ento- 
mologists. Est. 1955. 609-799-1300 


Piumbing & Heating: 
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heaters. N.J. Lic.#3533. 16 Gordon Ave, 


24-hr. insured. 924-0502. 


Pumps & Well Drilling: 

SAMUEL STOTHOFF CO. INC. Since 1886 

— Pump installation & service on all makes. 

Water treatment. Well drilling. Rt. 31, 
i . 908-782-2116. 


Recorded Music: 
PRINCETON RECORD EXCHANGE 


Restaurants 


: 
: 


J 
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food & drink. 128 1/2 Nassau St (downstairs 
opp. Firestone Library), Pm. 609-921-7555. 
Roofing Contractors 


BRUCE RICHARDS Home 
Inc. Roofing & siding specialists since 1972 


Surgical Supplies 


i 
I 


blocks from Princeton Hospital. 160 Wither- 
spoon, Pm. 921-7287 


Transmissions 
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859 Rt. 130, E. Windsor 
Travel Agencies 


Complete 
10 Nassau, Princeton. 921-8600. 
Tree Service 
LAWN & TREE CARE OF PRINCETON, Inc. 
fertilization, pruning, stump removal & land- 
Windows 


R.A. McCORMACK CO. Since 1970. All 
styles & major brands. 737-6563. 
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Features include: 

¢ Foyer with designer 
ceramic tile 

Walk-in closets 
Nine-foot ceilings 
Designer kitchen and baths 
Fully equipped kitchen 
(GE appliances) 
Microwave oven 

Granite kitchen counters 
Washer & dryer 

Balcony or patio 


If yow’re looking for an 
exclusive designer residence, 
you'll fall in love with our 
Brand New Luxury 
Apartment Community 
and our professional, 
courteous management. 
It’s a short walk to Trenton 


Country Club or take a scenic 
fitness walk through the woods 


Need Directions? Call our Office. 
Office Hours: Mon.—Sat. 10—5, Closed Sun. ¢ Phone: (609) 434-0401 


Professionally and Courteously Managed by 


HILTON REALTY Co., LLC 


Visit our Website: www.hiltonrealtyco.com 


BRAND NEW CONSTRUCTION 


BUYING OR SELLING? | 
Let Stockton Real Estate Be Your Solution... | 


+ Experience 
+ Honesty 

+ Integrity | 
+ Sales & Rentals 


© = 2 a tas | SE in 
Stockton Real Estate, tic 
32 Chambers Street © Princeton, NJ 08542 
_ 1-800-763-1416 © 609-924-1416 


REALTOR® 


EOUAL HOUSINC 
OPPORTUNITY 


Brand New! Move Right In! 
PRINCETON - Immediate occupancy! Brand new elegant 
home in Estates at Princeton Jct. Signature Collection by 
Toll Brothers. Min. to trains, Tpk. & major hwys. Soaring 

2-sty. foyer w/beautiful turned staircase. 5-BR/3-BA. Vaulted 
& step-down FR w/brick fplc. & wet bar. Palladian kitchen 
w/Corain counters. HW firs., upgraded cabinetry, breakfast 
area. 2nd staircase from FR to bedrooms. Sumptuous MBR 
suite w/sitting area, large walk-in closet and lavish MBA w/Jacuzzi jets. 
Carpets, CA, sec. sys., 9’ ceiling on 1st floor. Stately columns separate the 
formal LR and DR. Main level in-law suite can be study. #1 ranked high 
school in New Jersey. Why wait 6-12 mos. when you can move in NOW? 
$939,900 (negotiable) or rent for $4500/month. oe 
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Ambrish Shenoy 

Sales Associate 

Cell: 609-933-9315 

Email: amvshenoy@yahoo.com 


100 Canal Pointe Blvd. 
Princeton, NJ 
609-987-8889 x 282 


REAL ESTATE 
independently Owned and Operated 
PRINCETON 


Pre three years of stratos- 
pheric price increases and heated 
bidding wars, the Princeton area 
real estate market may be leveling 


off. “It’s almost normal,” says vet- 
eran mortgage broker Frank Man- 
cino. “There’s not a bidding war on 
every house.” Prices are still high 
— and rising at least a little — but 
quite a bit of helium has been let 
out of the housing bubble. 

Mancino (fmancino@gateway- 
funding.com) is associated with 
Gateway Funding at 850 Bear Tav- 
ern Road. He says that what is ris- 
ing is the cost of owning a home. A 
series of small hikes in short term 
interest rates by the Federal Re- 
serve has brought the rate on a 30- 
year fixed rate loan to somewhere 
between 6 percent and 6 1/8 per- 
cent. While still not close to his- 
toric highs, these rates have occa- 
sioned a big change in the type of 
loans he is writing. 

“There is less enthusiasm for re- 
financing and for home equity 
loans,” he says. The purchase mar- 
ket, meanwhile, remains strong. 
But buyers’ borrowing habits are 
changing. 

“ARMs (adjustable rate mort- 
gages) were red hot,” says Manci- 
no. But now the old standby, the 
30-year-fixed mortgage has re- 
gained the top spot. The reason, he 
explains, is that rising short-term 
rates mean that the interest rate on 
an ARM is very close to that on the 
fixed-rate loan, and the ARM car- 
ries far more risk. There is still un- 
certainly as to where interest rates 
are heading, and if history is any 
gauge, the upside risk could be 
substantial. 

While the 30-year fixed rate 
loan has been around for genera- 
tions, it now comes with a new 
twist. “The hot product now is the 
interest only 30-year fixed rate 
mortgage,” says Mancino. Interest 
only loans have been gaining in 
popularity for several years, but 
until recently most were designed 
so that there was a three-year or 
five-year interest free period be- 
fore amortization at an adjustable 
rate kicked in. The initial rate was 
very low, but it could climb sub- 
stantially. 

Now borrowers can lock in the 
current interest rate for the whole 
30-year term. Typically, says Man- 
cino, the borrower pays only inter- 
est for 10 years, and then begins to 
repay the principal in the 11th year. 
On a $400,000 loan at 6 percent, 
payments would be $2,000 for the 
first 10 years, and then would jump 
to $2,865 in the 11th year, and 
would remain there throughout the 


“Teave it to the Weaver Team” 


In home office plus a fantastic 3 bed- 
room, 2 bath home. There is off street 
parking for at least 6 cars. Signage on 
Route 571, but interior front entry to 
the property. Enjoy the fireplace in 
the winter and in-ground pool in the 
summer. Great Opportunity. $629,900 


Call Mary Weaver 609-936-2525 
x 5365 for more information. 


Mary Weaver 
CRS, ABR, GRI 
Broker Associate 


Princeton Jet. 08550 www.aprincetonhome.com 


Your Central New a Real Estate Connection 


West Windsor Township 


Office: 609-936-2525 Ext. 5365 
33 Princeton-Hightstown Rd. MARY.WEAVER@LongandFoster.com 


ROSTER 


= id ea msi si a r. ARM 
Institution Phone gv sip nn ai / pts. imei pts. 
AA E Mortgage 877-793-1400 5.88/0.00 | 5.38/0.00 | No Quote 
| Absolute Mortgage Co. | 877-606-RATE | 5. 880.00 | 5.38/0.00 | 4.50/0.00 
American Fed, Mortgage - ‘| 888-321-4687 | 6.00/0.00 Ez 5.63 / 0.00 | No Quote 
| America’s Best ' Mortgage ~ 800-713-818 a9 | .00/0.00 | 5.50/0.00 | 5.13/0.00 
East C Coast Financial _ | 800-3 353 3-9440 | |_No Quote | No Quote / No Quote 
‘Equity United Mortgage | 866-828-1500 | wr 00/0.00 | 5.50/0.00 | No Quote 
Executive Home Mortgage | 866-234-0501 _ . 6.00/0.00 | 5.75/0.00 | No Quote 
‘tst Constitution Bank | 888-519-7677 | 5758/1.00 | 5.63/0.00 | No Quote 
4st Metropolitan Mortgage | 800-328-0557 | 6.13/0.00 | 5.75/0.00 | No Quote 
First Washington State Bk. | 800-992-FWSB | No Quote | No Quote | No Quote 
Home Finance of America 800-358-5626 5.88/0.00 | 5.38/0.00 | No Quote 
Lighthouse Mortgage 800-784-1331 5.88/0.00 | 5.38/0.00 | No Quote 
Mortgage Master, Inc. 800-731-7783 6.00/0.00 | 5.63/0.00 | 4.25/0.00 
Oak Mortgage 800-787-8100 No Quote No Quote | No Quote 
PCS Mortgage 800-508-4571 5.88/0.00 | 5.50/0.00 | No Quote 
Price Financial Services 800-401-9091 5.88/0.00 | 5.50/0.00 | No Quote 
Stepping Stone Lending 800-638-2659 6.00/0.00 | 5.50/0.00 | No Quote 
Third Federal Svgs. Bank | 800-255-7071 6.38/0.00 | 5.88/0.00 | No Quote 
Rates provided by the National F inancial News Services, Rates valid as of December 30, 2005 & are subject to change without 
notice. For additional information on mortgages, go to: www. TrentonMortgageRates.com or call the Pro-Consumer Help Line 
(800) 939-6367. Rates may be for new applicants only; contact lender for terms, fees, and APR’s of listed quotes © 2002 NFNS 


life of the loan. The same $400,000 
loan amount with a straight 30- 
year fixed rate mortgage would 
carry payments of $2,398 for the 
life of the loan. 

“If the borrower goes with the 
interest only loan, he saves almost 
$400 a month, and that’s signifi- 
cant,” says Mancino. About 25 per- 
cent of the loans his office is now 
writing are for interest-only mort- 
gages. Nationwide, he says, 40 per- 
cent of all loans are interest-only. 
Borrowers generally go with the 
loans because they want the most 
house they can possibly get. If they 
find themselves with surplus cash, 
they are generally free to make 
principal payments at any time to 
reduce the loan amount and the 
amount of future payments. 

Rather than working to reduce 
principal, however, many of these. 
home buyers are planning an early 
exit from the mortgages. In nearly 
every case they expect to be out of 
the loan before the 10-year interest 


free period is over, Mancino finds. 
“They expect to sell the house or 
refinance it,” he says. The interest 
free loan is such a new product that 
no one is sure how this strategy will 
work out, he adds. 

Beyond deciding on the length 
of the loan, whether or not to go 
with a fixed rate, and the pros and 
cons of an interest-free loan, bor- 
rowers have to grapple with points, 
fees, pre-payment options, and 
other details. Mancino finds that 
borrowers are increasingly sophis- 
ticated. Many do substantial Inter- 
net research and then turn to a local 
seasoned professional to guide 
them through the myriad options. 

There are more mortgage op- 
tions than ever before, and this 
year, which appears to be bringing 
at least a brief respite in the bidding 
wars that have been common for 
most of this decade, borrowers 
have a little more breathing room 
to research the option that will 
work best for them. 
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RELOCATING? 


ACROSS THE STREET OR ACROSS THE NATION. CALL... 


NOVEMBER 


' For all your Real Estate needs 
SERVICE « EXPERIENCE « INTEGRITY 


609-951-8600 ext. 107 » 609-462: 1671 Lindanovember@remax.net 


LINDA 


GREATER 
PRINCETON 


INDEPENDENTLY OWNED AND OPERATED 


www.LindaNovember.com 


Historic Mill Hill has been one of downtown 
Trenton's greatest success stories and 
Nexus Properties is pleased to be 


e part of Trenton’s history, 
your future. 


Features include: 
Spacious two and three bedroom units + Two and a half baths 
Off-street parking + Central air conditioning 
Finished bonus room + Gourmet kitchen with breakfast area 
Pricing from the $220,000s 


part of the first major expansion within walking distance of the 
of this charming area. Adjacent Histone Mill Hill Ampitheater, 
to scenic Mill Hill ee ' k ( cultural attractions, and 
twenty-three beautiful Trenton Amtrak/ 
new townhomes will be ar, ce NJ Transit train station. 
aMILL]J‘HILL 
For more information please call. butte tp 


609-656-4400 


Www.nexusproperties.com 


built with careful attention to detail, featuring 
brick facades and nearly every convenience 
imaginable. Best of all, they are 


PROPERTIES 


N.T.Callawa 


Real Estate Broker,t.t.c. 
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Hopewell Twp. - This house has a new eat-in kitchen 
with granite counters, stainless steel appliances and 
enjoys views of Rosedale Park’s lake. Living room 
with brick fireplace. New mechanicals. $529,000 
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Lawrenceville - Close to the center of this historic vil- 
lage, this handsome 5-bedroom home is on a quiet 
street with a lovely landscape. Ideal floor plan for 
entertaining as well as family pleasures. $890,000 


Princeton - In the Littlebrook School neighborhood, this 
expanded house features a living/dining room with 
beamed ceiling, new kitchen with maple cabinetry. 
Delightful flower borders on a private lot. $695,000 
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Lawrence Twp. - This delightful well-maintained home 
has updated ambiance with its renovated kitchen and 
baths. Family room with fireplace, new patio add to its 
charm. Lovely country-like setting. $675,000 
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Princeton - The light-splashed L-shaped Ranch has a 
light and airy interior and a truly private and lovely 
setting with large stone patio, grand rhododendrons 
and a pool. Next to the Autumn Hill Reserve. $650,000 


Princeton - This light-splashed freshly painted house 
is close to Carnegie Lake and public transportation. 
The living room has a fireplace, the dining room has 
been expanded in the Littlebrook area. $590,000 


FOUR NASSAU STREET, PRINCETON, NEW JERSEY 609 921 1050 
TEN SOUTH MAIN STREET, PENNINGTON, NEW JERSEY 609 737 7765 


Princeton Office Maura Mills Bonnie Wilson Pennington Office —_ Jennifer Branagh Norman T. “Pete” Callaway 
udith McCaughan Diane Kilpatrick David Schure Die Morrison Samia Saigh Broker 
illa Stackpole Gary Kilpatrick Victoria Irmen ictoria Rutkowski Susan Havens N 

Barbara Blackwell Christopher Tivenan Meg Coghlan Barbara Blackwell Carole Gross orman T. Callaway, Jr. 

Candice Walsh Elizabeth Brian Bett yom Booth Candice Walsh h Gross President 

Colleen Hall Robin McCarthy Elizabeth Hoover —_ Elizabeth Hoover ndsay Telman 

Gail Eldridge udith Matthies Laurel Cecila Anthony Stefanelli Valerie Simone 

Cheryl Goldman erlene Tucker Amy Brigham Brinton West CLRI Sit s 

Ralph Runyon Christina Callaway Pamela Parsons Edwin G, Lawler a 
Matilyn Durkee Susan Cook Abigail Lieb GREAT ESTATES &! 
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AWBO 


New Jersey 
Association of Women Business Owners 


NJAWBO is the largest statewide women business owners' organization in the United States. Its primary objective is to support and encourage 
business ownership by women. Incorporated in 1978, today NJAWBO has over 1000 members in 14 chapters throughout the state. The Mercer 
County chapter enables seasoned woman business owners as well as new business owners to "learn to earn" in this professional associa- 
tion. Members and guests meet regularly at monthly dinner meetings, marketing roundtable discussions, quarterly business book club 
meetings interactive breakfasts and at prospective member get-togethers. These are opportunities to network and to learn ways to grow 
our businesses, bringing them to new levels of success. Come to a meeting and check us out! 2006 meeting dates are: January 12; 
February 9 guest speaker: Christie Todd Whitman; March 9; April TBA; May 11 and June 8. Thank you to our Corporate Partners: 


The Mercadien Group. To join our business-oriented, people-centered organization, visit our website www.njawbomercer.org. 


Law Office of 
LYNN BLESSING 
MCDOUGALL, 
ESQ. 


Ibmcdougallesq@msn.com 


Lynn Blessing McDougall, President 
Robbinsville © 609-208-9500 © Fax 609-208-9511 


e Career & Executive Coaching 
e Workshops & Public Speaking 
e Human Resources Consulting 


Robin Fogel, VP Marketing 
609-730-4164 © www.coachrobinfogel.com 


senblum 


Certified Public Accountant 


Tax preparation and 
planning with a 
personal touch. 


Email: 
SPRCPA@aol.com 


Suzanne Rosenblum 
Lawrenceville © 609-771-1779 © Fax: 609-771-3779 


PERSONAL 
PAPERWORK 
~~ SOLUTIONS...AND 
MORE, INC. 
We manage financial 
affairs for people who, 
through age, disability 
or lack of time, need 
“a trusted professional 
administrator. 


lar@ppsmore.com 


Linda A. Richter 


East Windsor ¢ 609-371-1466 © www.ppsmore.com | | 
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INTERIOR ART OKO 

| COMMERCIAL & RESIDENTIAL 
| QUALITY FRAMING 

other location: 

Monroe Twp. 609-655-1193 
kmmorolda@hotmail.com 
Kathleen Maguire Morolda 


Princeton © 609-921-0434 © www.kmmorolda.com 


ronnied@wsides.com_ 
Z www.wsides.com 


interact Consulting & Estucation 


@ We deliver: 

f) ¢ internet marketing strategies that put you 
ahead of your competition! 

e Internet business strategies that 
guarantee measurable cost reductions 
for your business. 

e Advanced technolégies that ensure 
your website supports your clients 
and reduces your expenses. 


Ronnie Daldos, Internet Business Consultant 
(609)259-8400 (866)WSI-INET 


oldhorses ( @ 

| TRANSITION PARTNERS 

Working with small business 

owners to transition owner’s 

role while moving their 

business off valuation, revenue, 
profit or cash plateaus. 


|] www.oldhorses.com 
gcrisman@oldhorses.com 


Grazina Crisman 
Princeton @ 609-987-9601 © Fax 609-520-9694 


CRUISES & VACATION 
PACKAGES WORLDWIDE 
Diamond + Individuals 

'G 

Crui Se , ‘eae. 
Travel: * Motorcoach Tours 

Email: EECruise@aol.com 
www.cruisediamond.com — 


Eileen Entin 
East Windsor © 609-426-1200 ® 800- 547- 9824 


(across from Westin Hotel) 
Licensed in PA 


Email: Escapo@aol.com 
Cell: 609-915-6600 


Esther Capotosta ,GRI , Broker/Owner/Sales Associate 
609-951-8600, ext. 103 © www.EstherSells.com 


Public Relations 
& Marketing 


Your Marketing 
Communications Partner 


Harvey Cedars, NJ Park City, Utah 
609-494-9033 phone 435-649-1705 
609-494-5738 fax phone/fax 


arlene@adspublicrelations.com 
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Arlene D. Schragger 
www.adspublicrelations.com 


Decorating by Design 
and Giving You 
“The Look You Love 
To Live With” 


y LINDA 
x . PRINCIPE 
inferiors: 
PAE AAA AE 
Window Treatments + Paint Consultations 


Space Planning * Furniture * Lighting and 
Accessories * Honored as 2005 NJAWBO 


Linda Principe Business Woman of the Year 
Linda Principe Interiors LLC * 609-799-6529 


www.LPinteriors.com @ email:Linda@LPinteriors.com 


6333 N. Highway 161, 
4th Floor, Irving TX 75038 
w972.870.6000. 
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fax 609-750-0002 
email liz@scafafinancial.com 


Elizabeth Scafa, CPA, CFP* 
Princeton Junction *¢ 609-750-0002 
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WHERE THE WORLD GOES FOR SIGNS 


Fax 609-490-1212. 
michele@signarama-nj.com 


Independently Owned and Operated 


c*) HOLISTIC CARE SERVICES 


SUSAN FARFALLA BSN, RN, HN-BC 
Certified Holistic Nurse 


Phone: 609-209-0107 


Research Park 
16 Wall Street + Princeton, N.J. 
Email: sioux@integrativenurse.net 
www.integrativenurse.com/graduate/SFarfalla.aspx 


HARRAH 
& ASSOCIATES, INC. 


HARRAH & 
ASSOCIATES, INC. 
INSURANCE 
BROKERS 

SINCE 1955 


Lisa M. Harrah, VP Public Policy 
Trenton ¢ 609-587-8030 ¢ Fax 609-587-6588 


To Join Our Business-Oriented, People-Centered Organization 
Visit Our Website at: www.njawbomercer.org 


